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Copper Casket with Silver Plaques; German Work of the 17th Century, Shown at the 
Metropolitan Museum of Art, New York 
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WESTMINSTER ZPROVIDENCE SHELBOURNE VANITY FAIR 
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FLAT WARE FOR THE BRIDE 


When the bride sees the name GORHAM on 
her wedding silver she recognizes at once the 
discriminating taste of the giver. Your lead- 
ing jeweler will gladly assist you in select- 
ing any of these beautiful Gorham patterns. 


Bos ORHAM < 
6 for $3.50 , 6 for $3.50 
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— since 1915 it has had government authoriza- 
tion and supervision so that certificates is- 


How Real and Imitation Gems Are Determined in the Gov- 
ernment Testing Offices of Vienna 








By Dr. Carl Brunner 

















VER since jewels have been worn, at- 

tempts have been made to replace them 
by imitations. The first glass ornaments of 
the Phoenicians and Egyptians were imita- 
tions of jewels; and the Roman Plinius al- 
ready warns his contemporaries against the 
glass imitations of jewels. In the middle 
ages there were already a number of imita- 
tion gems in the market and from that time 
on this trade increased more and more. 

It is quite natural that the rarity and value 
of gms should have aroused the thought of 
producing them artificially. The glass fac- 
tories at Murano, on the one hand, then a 
number of alchemists, soldiers of fortune, 
and—later on—men whom one must take 
seriously from a scientific point of view— 
worked on this problem. Its solution 
not found till our date. 

Fremy was the first to produce artificial 
corundum crystals in 1891. These were 


was 














MAGNIFIED PHOTO OF 


SYNTHETIC 
SHOWING FUSION BUBBLES 


RUBY 


mr too small to have any practical value. 
*rof, Verneuil progressed much further, 
ry we must credit him with the discovery 
. the industrial manufacture of artificial 
“orundum. A great number of French fac- 
ae and a large part of the German gem 
“anufacturing industry works according to 
m Process. Later, Hauteville reproduced 
“€ emerald and Moissan the diamond, but 
- i crystals of so minute a size that 
‘Y could not be made commercially. 

rd competition of the worst kind 
nn have developed from the advance in 
wu etic production of gems if the jewelry 
Made had not been educated at the right 
me and warned against the methods em- 


ployed in the marketing of artificial stones. 
But the industry soon learned that it was 
possible to differentiate the synthetic from 
the natural stones. The public has had to 
be shown, first, that it was possible to dis- 
tinguish between the two; second, that a 





DR. CARL BRUNNER 


synthetically produced stone should not be 
called “genuine.” 

The first question could only be settled 
(at least in Europe) by the establishment 
of a testing institute, because an opinion 
given by a dealer or jeweler did not possess 
sufficient authority for the public. The sec- 
ond task, just as important, could only be 
accomplished by educational propaganda and 
lectures, so that here again an institute of 
the above kind seemed to be the best avail- 
able authority. 

A testing institute for the purposes de- 
scribed was founded in 1912 by the Viennese 
jeweler, Carl Brunner, the head of the 
firm of M. Hubner. Mr. Brunner succeeded 
in convincing 12 of the leading jewelers that 
his plan was a good one and in interesting 
the president of the government testing lab- 
oratories. 

That is how this institute, first founded as 
a private organization became a govern- 
mental one. Its name today is Staatlich 
Autorisierte untersuchungs-anstalt for edel- 
steine (Wien, I. Michelbeuwerngasse 7) and 


sued by it have the value and weight of an 
official governmental report. 

It was but natural that this institute should 
spread beyond purely local interest even 
during the first years of its existence and it 
soon acquired international importance. 

The technical direction of the institute has 
been, since its inception, in the hands of 
Dr. Hermann Michel, director of the min- 
eralogical petrographic division of the Gov- 
ernment Museum for Natural History, an 
internationally known expert in mineralogy 
and professor at the Vienna University. 

It is unfortunately not possible to give 
a detailed description of the various methods 
employed by the institute to ascertain the 
genuineness and origin of the objects it is 
given to test, because the manufacturers of 
imitation gems are constantly improving 
their products so that the various testing 
methods must also be constantly changed to 
meet new conditions. In general, it may be 

















IMITATION (GLASS) EMERALD 


said that two groups of testing methods are 
used in determining the value of gems: 


(1) Optical test, under ordinary and 
polarized light. 

(2) The reaction of the object when 
subjected to irradiation with cathode 
rays, X-rays and ultra-violet rays. 


The fundamental principle is that the nat- 
ural stone, in fine cut, shows certain definite 
qualities under ordinary and polarized light 
and also under the influence of the above 
mentioned chemical rays, which the artificial 
stones do not at all posses, or possess in a 
modified degree. 

The photographs herewith show micro- 
scopic views of gem splinters and give a 
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clear picture.of the distinct difference that 
js evident between natural and imitation 
gems, even outwardly, although the imita- 
tions may be synthetic, 7. ¢., have practically 
the same chemical composition as the natural 
ones. 

These pictures were made by the author, 
and are of particular interest, because they 
represent the first scientific photographs of 
gems of their kind. 

The microscopic insets, which occur in 
yarious gems, are known and they frequently 
yary according to the place they come from. 
In the same way, the expert is familiar with 
all peculiarities of artificial imitations, so 
that a fairly easy and—after all the most 
important thing—an absolutely reliable dif- 
ferentiation is possible. 

Quite recently the institute has added a 
new division, the Institute for the Testing 
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their luminescence under the various rays 
is a very important factor. 

The field of activities of the Testing In- 
stitute is very varied, and yet its chief value 
lies not so much in its individual tests as 
it does in the idea. The existence of such 
a testing bureau with government backing 
and authority has, in itself, a purifying in- 
fluence. It would seem to be especially im- 
portant that the various countries should en- 
force their laws against unfair competition 
strictly, especially as far as gems are con- 
cerned, as even today it happens, from time 
to time, that a gem that has been branded 
as spurious by the institute bobs up again 
for some time; if possible in some extremely 
old setting and mostly with the pretension 
of being a part of some royal or princely 
collection. 

Quite often it has been shown that ex- 
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of Pearls. This is, however, less in order 
to recognize the ordinary artificial pearl than 
to test such cases as when the natural color 
of pearls has been artificially changed and 
also where their natural sheen has been 
improved by special means. 

Of great interest is the so-called “culti- 
vated pearl,” which is introduced as a small 
head of mother-of-pearl into the body of a 
mussel and is there coated with layers of 
pearl-substances, so that this pearl resembles 
very closely those of natural origin. The 
mother-of-pearl particle is placed in a piece 
of the outer epithelium of the mussel and 
this artificial pearl-sack, with a prepared 
pearl, grows after the operation together 
with the tissue of the animal operated 
upon. 

\ collection of objects for comparison 
also makes it possible to distinguish the 
origin of the pearls. There are Indian, 
American, and Japanese pearls, each of 
which show several varieties. Then, again, 
they vary according to the different animals 
in which they are produced, having in most 
cases different characteristics; for instance, 
sweet water and salt water pearls are two 
distinct types. 

For these investigations, the differences in 


actly the same stone had been entered in 
the testing journals and that the owner had 
been advised at that time that the gem was 
not the same as what it was represented to 
be when it was placed in trade. 

The main economic value of the Testing 
Institute is, of course, that legitimate trade 
is under its supervision and that therefore 
dishonest practice is dangerous, as it can 
be detected. 

Therefore, the task of this institute and 
others which should be founded elsewhere 
and have an important task to fulfil, is: to 
examine materials submitted as to their gen- 
uineness, their origin, and their proper des- 
tination; to prevent losses through the per- 
petration of frauds and, in a general sense, 
to protect the jewelry trade against econom'c 
loss. Every new product that is placed in 
trade, every new imitation is followed by 
the Institute, and it is but rarely that imita- 
tions are smuggled into circulation in Vienna 
before the institute knows of their exist- 
ence. 

The use of all helps which can be given 
by science, especially mineralogy, chemistrv 
and physics, goes hand in hand with clever 
supervision of the markets to solve these 
preblems. 


tn 
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Louis XV Style 


His Style, so awkward to describe in 
words, is handled lucidly by Verleye in, 
a few short sentences as follows: 

“The Louis XV style sings the triumph of 
the curved line and asymmetry. Furniture 
is no longer square but has the body bellied 
out, legs are bent about and on the profiles 
ride pearled volutes. Beginning with abuse 
of rockwork, pierced shells, résilles (lead 
outlines in stained glass), slashed foliage, 
the Louis XIV palmette becomes a calix 
posed on a pearl, but the curves have not 
the neatness and gracefulness they attained 
in the pure Louis XV. 

“This style so much decried or too much 
flattered has, nevertheless, great qualities; 
it has, above all, the qualities of an interior 
style, its ornamentation lends little to archi- 
tecture but in exquisite framework the palms, 
rosettes, floral groupings make panels, mir- 
rors, doorways. The Louis XV style is a 
cute style if it is not one of beauty, and 
how could it be otherwise? The great his- 
toric periods reflect in their art the sump- 
tuousness of the century of Louis XIV; it 
is followed by a universal sigh. It is a new 
world that comes into power, a new current 
that bends down the best. The art which 
wears out seems bloated for these men more 
avid to become fine wits than great minds. 
The ornaments fuse, blending their volutes 
of rinceaux and piers gracefully, like gar- 
lands over the shoulders of ladies, bunches 
of flowers harmoniously break up _ the 
monotony of very obtrusive mouldings. 

“Ts there material which lends itself bet- 
ter to this fantasy than metal? And is it 
astonishing, with the multitude of models at 
hand and their comprehension so easy that 
industry still digs and ransacks in these 
documentary archives? And is it not more 
curious that this art, made for a loose aris- 
tocracy of whom it is said we have borrowed 
the cruel words: ‘After us the deluge,’ or 
the famous: ‘They have no bread, they 
should eat cake!’; that which is no less 
curious is that this art of elegant frivolity 
above all charms the people of today.” 








In Protection of Ceylon’s Pearls 

The French Consulate at Colombo, on 
March 26th, writes the following for pub- 
lication concerning the Ceylon pearl fish- 
eries : 

“Visitors are informed that no other pearls 
than those obtained from pearl oysters col- 
lected during the fishing will be allowed to 
be carried into the fishery camp of Marich- 
chukaddi without an authorization from the 
Superintendent of the camp. This authori- 
zation will be given free.” 

“It is to be particularly noted that the 
intention of the order forbidding the impor- 
tation of pearls without permit is specially 
directed against the introduction of culti- 
vated or artificial pearls into the camp.” 








State Comptroller Ernest Amos _ has 
granted a charter to “The Citizens Bank” 
which will open its doors in Miami, Fila., 
about Aug. 1. Earle L. Middleton, one of 
the vice-presidents of the Florida State as- 
sociation and a jeweler of Miami, has been 
elected a director and vice-president of the 
organization. 
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Paris Jewelry Fashions 





Styles May Be Strongly Influenced by the Wearing of the Jabot—New Styles in 
Barrettes and Brooches—Rings Growing Larger 

















— 

ASHIONS in jewelry are likely to be 

profoundly affected by the introduction 
of the jabot, the waterfall of lace, arranged 
in front of blouses worn with costumes and 
other revivals of the same kind. These 
fnishes, pretty as they are, have been entire- 
ly absent from the light dress or blouse for 
many years in Paris, in fact any attempt at 
ornamentation has been quite out of place, 
for reasons good and sufficient for the 
arbiters of fashion, but for no one else. For 
a jabot freshens up a slightly soiled or 
crumpled blouse, and especially when it 
takes on large proportions hides all de- 
ficiencies in this respect. Now the advent 
of the jabot or waterfall means the coming 
in of brooches and pins of all kinds. 
Jeweled safety-pins are required in numbers 
to keep the frills of the jabot in place, while 
a substantial brooch is usually used to fasten 
it to the blouse. Where one brooch was 
used before, half a dozen will now be re- 
quired, for the simple reason that brooches 
go astray, get out of order when used for 
serious business, like’ fastening the jabot, 
and also because when a lace ornament is 
once pinned to the front of a blouse or dress 
many women prefer to leave it untouched 
for fear of crumpling the garment. 

The barrette that is now being worn is 
perhaps five inches in length. Getting 
broader and more extensive like everything 
else, many pins are seen with complicated 
devices. Flower patterns are very often 
seen. Made in platinum, gold and silver, 
barrettes are very strong, as they must 
needs be to do effective service. Although 
they are still seen with one large center 
stone, or one large center stone and one 
stone at each end of the pin, to match, but 
smaller, the flower pattern is decidedly 
newer. Conventional patterns in wild and 
sweet roses are seen. A group of four 
roses, arranged symmetrically, in the center 
of the broadened pin is seen, with one rose 
at either end. The pin being in gold, the 
rose petals are in fine pearls, with gold 
leaves, the stalks when visible being also in 
gold. Another type of brooch has flowers 
in greenish gold, the petals and leaves being 
made in the same substance. Sometimes the 
flowers are grouped around a central stone 
of size, For instance, a pin in red gold will 
have a central pearl, around it, are roses in 
green gold. The almost “bushy” effect pro- 
duced gives a very broad effect and the 
jewel is shown off to very good advantage 
by the mossy lace among which it is 
lastened, 

x *k * 

Rings are growing, in size, until they will 
meome almost too large for the ordinary 
inger. While the band of metal tends to 
become more and more slender, in many 
tases, a very large ornament forms the front 


i 


of the jewel. Sometimes the design is 
“zenge shaped, sometimes round, oval or 
“are, while sometimes it is rectangular, 


placed point downwards. The flower fashion 
a spread to rings, just as it is seen in the 





popular barrette. Carried out very small, 
bunches of roses are seen, Marguerite, ivy 
and small flower patterns generally are also 
seen. Sometimes gold of two colors is used 
in this particular type of ring, the plain band 
being in red-gold, the device in green-gold. 
A gold rng, very slight, surmounted by an 
elongated oval, almost shield shape, had a 
corn pattern. Stalks of corn interwoven 
made a pretty pattern, three ears showing 
what the stalks were intended to be. Some- 
times there is a central pearl in this type 
of ring. A ring with a rectangular frontal 
device has a central pearl, while all around 
are very tiny roses. <A turquoise—turquoises 
are favorites for this ring—stands out among 
a pattern in tiny daisies in green gold. A 
wreath of minute roses surrounds a central 
pearl, making a very tasteful design. Some 
of these designs would almost need a micro- 
scope to be properly examined. They are 
wonderful works of art—L. R. 








A Charter or Regulations to the 
Goldsmiths of London in 
1323 A.D. 


Stephen Whitehouse, in the London Watchmaker. 





THE craft or mystery of the goldsmith is 

often referred to in the early chronicles 
of London. From certain references, it 
would appear that they, to a certain extent, 
combined the lending of money and invest- 
ment of sums with their declared trade; in 
fact, acting as medizval bankers. 

There was certainly a craft guild before 
1323 a. p. Abuses in the trade had crept in. 
for the following charter exposes the illicit 
receiving of stolen property and the disposal 
of it. The old saying is quite true, ‘““What 
is now, has been, and will be.” 

I thought that the following might be of 
some interest to those who are engaged in 
the ancient craft in the 20th century, to 
show what took place in the 14th. The 
charter, or rather regulations, was issued in 
16 Edward II, 1323 a. p. 

It may be added that in every reign from 
that of William I, a fresh charter, either 
modifying or enlarging the privileges and 
liberties the citizens of London already pos- 
sessed, was granted. 

PREAMBLE 


“Tt had been ordained that all who were 
of the Goldsmith’s trade, were to sit in their 
shops in the High Street of Cheap, and that 
no vessel of gold or silver, ought to be sold 
in the City of London, except at our ex- 
change, or in Cheap, among the Goldsmiths, 
and that publicly.” 

This was to the end, that persons of the 
said trade might inform themselves whether 
the seller came lawfully by it or no. The 
preamble also declares, “that merchants had 
brought into this land counterfeit sterling 
(coin). which makes the pound. not worth 
more than 16 shillings of the right sterling. 
the value thereof can only be ascertained bv 
melting it down. 
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“Also, that many of the said trade have 
shops in obscure turnings and by-lanes of 
the streets, and do so buy vessels of gold 
and silver secretly, without inquiring if such 
vessel were stolen, or lawfully come by, 

immediately do melt it down, and 
make it into plate and sell it to merchants 
beyond the seas. 

“Also that the cutlers in the workhouses 
(we call them workshops), cover tin with 
silver subtlely and with such sleight of hand, 
that the same cannot be discerned and sev- 
ered from the tin.” 

ENACTED 

By the King with the Lords Spiritual and 
Temporal and Commons 

“That henceforth no merchant shall bring 
into this country any sort of money, but 
only plate (coinage) of fine silver. 

“And that no gold or silver wrought by 
goldsmiths, or any plate of silver, be sold 
to the merchant to be sold again, or to be 
carried out of the kingdom, but shall be 
openly sold at our exchange, or openly 
among the goldsmiths for private use only. 
They might elect the more substantial and 
discreet of them, to be chosen by the said 
craft, so that they might inflict punishment 
on these who transgressed. 

“That they shall ascertain the Touchstone 
of Gold, and receive the puncheon with the 
leopard’s head to mark their work.” 

Such was the Goldsmiths’ craft in 1323. 














The Scepter | 





IAILLEN from the hands of many sov- 
ereigns are the scepters of royalty dur- 
ing and since the great recent world turmoil. 
But as symbol of rule and its use in art the 
scepter is an emblem likely to remain for 
many centuries. A full knowledge of the 
scepter’s significance should be part of the 
possession of every designer. Hulme’s short 
eccount of the facts surrounding this instru- 
ment of the regal insignia covers most points. 
He says: 

“The scepter is a more ancient emblem of 
royal dignity than the crown itself. Homer 
makes it the only cognizance of the Greek 
kings, and the historian Justin declares that 
the ancient kings of Rome used no other 
sign of royalty. Tarquin the elder was the 
first who assumed the scepter among the 
Romans, about 468 B. C. In Jacob’s 
prediction of the Messiah we find the scep- 
ter specifically mentioned as the emblem of 
regal power. ‘The scepter shall not depart 
from Judah,’ etc. Justin tells us that among 
the Romans the scepter was originally a 
spear; but the scepters described by Homer 
were simply big walking staves designed to 
show that the monarchs ruled by acknowl- 
edged right and not by force. Legendre 
tells us that in the earlier days of the 
French kings the scepter was a golden rod, 
crooked at one end and of the height of the 
king himself. At the coronation of an En- 
glish sovereign the scepter is placed in the 
king’s right hand; and in his left, during 
the ceremony of investiture, he takes the 
virge or rod, which is carried before him in 
the concluding procession. The distinction 
between the scepter and the rod is that the 
former is surmounted by a cross and the lat- 
ter by a dome. This distinction is of very 
ancient date, as we find that it was in the 
ceremonial of the coronation of Richard J.’” 
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Trade Board Minority Objects to New Rules 





Older Members of Federal Trade Commission Condemn Secrecy as to Com- 
plaints and Procedure and Contend that Perpetrators of Dishonest and 
Unfair Practices Should Be Shown No Consideration—New Rules 
Upset Entire Purpose of the Commission It Is Contended 














Wasnincton, D. C., May 21.—The new 
eyes of the I'cderal Trade Commission do 
» afford honest manufacturers and mer- 
hants the protection which the law to pre- 
ent unfair methods of competition contem- 
slates shall be accorded to them, Commis- 
comers Hiuston Thompson and John F. Nu- 
ent declared recently, in a dissenting report 
written by the latter on the new form of 
orocedure recently adopted by the Repub- 
jcan majority. Congress intended to consider 
he rights of competitors as well as the in- 
vrests of the public in preventing the use 
‘ynfair methods of competition, Commis- 
joner Nugent stated with reference to the 
nile adopted by Commissioners Van Fleet, 
Hunt and Humphrey providing that the 
‘ommission shall not entertain any proceed- 
ng involving merely a controversy between 
competitors. 
Condemning the secrecy that now attends 
isposition of a complaint by stipulation, 
Commissioner Nugent expressed the belief 
that the purchasing public has a right to 
inow by public declaration of the Commis- 
om the names of “those manufacturers and 
merchants who, wilfully and deliberately, by 
nisbranding, false and misleading advertis- 
ng, adulteration of their products, etc., have 
obbed them of their money. Such of their 
stomers as become familiar with the facts 
uld discontinue patronizing them and di- 
et their trade to their honest competitors, 
nd the latter are entitled to such increased 
‘rade hy reason of their honesty and square 
ling. 
Where an unfair trade practice is wil- 
lly and deliberately followed by a manu- 
turer or a merchant, and he has thereby 
ken advantage of his customers, despoiled 
f their hard-earned dollars, and de- 
ed his honest competitors of the business 
vould have come to them, he and he 
not the Federal Trade Commission—is 
sponsible for whatever injury may result 
him by giving publicity to the facts in 
ie case, and he should not be heard to com- 
nas the injury follows his own wrongful 
unlawful conduct. It is the duty of the 
ommission to put a stop to unfair methods 
competition. That object can only be at- 
‘aned by ‘pitiless publicity’ concerning those 
io are wilfully guilty of such methods.” 
vposition to the new rule on pivlicity 
roviding that public announcement of a 
mplaint shall. be withheld until the re- 
o ndent has filed answer was expressed by 
mmissioner Nugent. Announcement of a 
‘mplaint in the’ press frequently has been 
‘uncient in the past, according to Com- 
missioner Nugent, to induce the *, @gptinu- 
wee of unfair methods of competitgon, there- 
¥ saving the respondent’s compefitors and 
Ne public from further material injury. 
_ “ta complaint is formally issued it be- 
“mes a public document and should be open 
 mspection of representatives of the press 











and the public generally, Commissioner Nu- 
vet contended. 

‘The change in procedure permitting the 
respondent to show cause in an informal 
hearing why a complaint should not be issued 
was termed by Commissioner Nugent as de- 
cidedly unfair and unjust. The competitor 
injured and the public are interested parties 
and their rights should be protected by 
bringing to light all the facts, he said. Com- 
missioner Nugent observed that under the 
new rule the business man who lodged the 
complaint with the Commission is denied an 
opportunity to appear at the hearing and by 
cross-examination or otherwise inform the 
Commission’s board of review concerning the 
accuracy of the statements made by the 
respondent. 

Dismissal of an application for a complaint 
or of a complaint on the ground that the 
unfair practice has been discontinued or that 
the respondent has agreed in the stipulation 
not to resort to it again in the future was 
scored by Commissioner Nugent as defeating 
the intent of the statute. 

“Those manufacturers and merchants who 
deal fairly and honestly with their customers 
are entitled to the protection which the law 
gives them as against their unscrupulous 
competitors, and when such competitors are 
permitted, in a stipulation, to admit that they 
are guilty of the unfair practices charged 
against them and will discontinue the same, 
and thereupon have the application for com- 
plaint dismissed without any inkling to the 
public in respect of the matter, either as to 
the name of the respondent, or the unfair 
practices followed, or when, months after 
a complaint has been issued it is dismissed 
on such stipulation and the only notice given 
to the public is that the unfair practices 
complained of, without setting them out, have 


been discontinued, honest manufacturers or 
merchants are not afforded the protection 
which the statute contemplates should be 


accorded them. 

“T do not see much, if any, difference be- 
tween the man who steals a pocketbook and 
the man, who, knowingly, by false and mis- 
Jeading advertising, adulteration of his prod- 
ucts, palming off, etc., robs his customers,” 
declared Commissioner Nugent. “The result 
is the same in either case. The distinction 
lies, largely, in the means employed. The 
pocketbook may contain five or 50 dollars, 
while the dishonest business man may ob- 
tain thousands, or tens of thousands, de- 
pending on the volume of his business and 
the length of time he has followed unfair 
methods. No man would contend that the 
pickpocket should not be proceeded against, 
or that if he would stipulate, in writing, 
that he is guilty of the offense charged, and 
would agree not to again commit it, he 
would not be tried and the matter would be 
dismissed without publicitv. And I am of 
the opinion that the Commission should not 
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so deal with business men, who, knowingly, 
are guilty of the unlawful acts above re- 
ferred to.” 

Cases are occasionally presented to the 
Commission in which there are mitigating 
circumstances and in these, Commissioner 
Nugent said, he has voted to accept stipu- 
lations in the past and will do so in the 
future. He made known that Commissioner 
Thompson holds the opinion, however, that 
a stipulation should only be accepted where 
it saves the expense of a trial. Commis- 
sioner Thompson contends that findings of 
fact should be prepared and that, upon such 
findings, the Commission should either dis- 
miss the complaint or issue an order to cease 
and desist, in order that they may be a 
record which will show the reason for the 
Commission’s action. 

In conclusion, Commissioner Nugent de- 
clared the belief that a majority of the 
Commission cannot, by the adoption of a 
rule, legally prevent dissenting commission- 
ers from giving public expression to their 
views in any proceeding on which final ac- 
tion has been taken by the Commission. 
That public expression of dissent by com- 
missioners, acting in their official capacity, 
can subject them, as contended in “certain 
quarters” to the penalties provided by Sec- 
tion 10 of the Federal Trade Commission 
Act “is inconceivable,” said Commissioner 
Nugent. Section 10 of the Federal Trade 
Commission Act provides that any officer or 
employe of the Commission who makes pub- 
lic any information without its authority, 
unless directed by a court, shall be guilty 
of a misdemeanor punishable by a fine not 
exceeding $5,000 or by imprisonment for not 
more than one year, or both. 

The position taken by the minority defeats 
the obiect of the Commission’s new form of 
procedure, which is to correct trade abuses 
by agreement with offending parties and to 
give no publicity whatever to all cases that 
are settled by stipulation and are not for- 
mally tried. A recent instance of the effect 
of the minority defiance is the disclosure by 
Commissioner Thompson that the Commis- 
sion had refused to entertain proceedings 
against the Kennecott Copper Corporation 
under the Clayton Act. Had the minority 
refrained from public expression of their 
views the public never would have known 
that this case had come before the Com- 
mission. 








Paris Now Has Her “Salle de Ré- 
for the 
Dealers 


union” Precious Stone 


HEADQUARTERS for the pearl and 
precious stone dealers, brokers, etc., have 
been definitely located with the purchase, for 
the sum of 2,000,000 francs, of the up-to- 
date building situated at number 14 rue 
Cadet. The old familiar “Cafe” as a spe- 
cies of “curb” market passes into past his- 
tory. The “Conceil d’Administration” have 
been congratulated on accomplishing the 
work so ably and quickly; also the sub- 
scribers to the stock which enabled the pur- 
chase. . 

M. Eugéne Bilcourt was the president and 
MM. Kendler (Maurice) and Steinmuller 
(Armand) vice-presidents. The member- 
ship comprises all the active leaders of the 
progressive body. 
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GEM SAPPHIRES 
GEM EMERALDS 
GEM RUBIES 


LONDON OFFICES: 


4-5 Holborn Circus 
London, E. C. 


When in London a visit to our London office and factory will be of interest to you. 





























Continuous Shipments 
Direct From the Mines 








D tutes the past few years the output of 
Rubies from the Burma Ruby Mines 

has steadily decreased and though the 
Mines are being operated day and night, the 
results up to the present time have been very 
unsatisfactory. 


In the face of this grave condition, we feel 
called upon to say a word for the Siam Ruby. 
The almost uniform color of all Siam Rubies | 
gives to them the advantage of being easily 
matched and, realizing the growing demand 
for Ruby Bracelets, we had a shipment of 
these stones sent to our factory in London, to 
be cut into calibre for this purpose. They 
have been completed and forwarded to us 
here and we will be pleased to have you co- 
operate with us in bringing Siam Rubies into 
popular favor. 























STAR RUBIES 
CALIBRE SAPPHIRES 
CALIBRE EMERALDS 


CALIBRE RUBIES 
BRACELET RANGES 





STAR SAPPHIRES 


ALBERT RAMSAY & CO. 


2 WEST 47TH STREET 
NEW YORK 


Telephone 
Bryant 5958 


FACTORIES: 
10 Dyers Buildings 
London, E. C. 

INDIA 


Bombay Calcutta Rangoon 
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g 
pEATH OF LUKE S. STOWE 





former Jeweler, Senator and Manufacturer 
Passes Away Suddenly At the Age 
Of Ninety Years 


SprINGFIELD, Mass., May 20.—Luke 
Stearns Stowe, 90 years old, one of the old- 
est of active manufacturers and formerly 
State senator and representative, and for 36 
vears engaged in the jewelry business in this 
city until his retirement from the retail busi- 
ness in 1900, died last Thursday at his home, 
Federal St. Until quite recently, as 
treasurer Of the Easthampton Rubber Tread 
Co, it had been his custom to visit the fac- 
tory twice a week. He was also active in 
church affairs, having filled the office of 
deacon at the North Congregational Church 
for the past 51 years. 

He was born in Lancaster, Aug. 9, 1834. 
At the age of 12 he was left an orphan by 
the death of his parents, Luke Stowe and 
\bigail Houghton Stowe of Lancaster. He 
was then “bound out” to a_ neighboring 
farmer. When 18 years of age he went to 
Clinton where he learned the jewelry busi- 
ness, He served an apprenticeship of three 
years, receiving for his services his board 
and $50 a year. At the end of three years, 
having saved $150 and inherited a few hun- 
dred more, he embarked in the jewelry busi- 
ness at Gardner in 1855. He moved to this 
‘ity, opening a jewelry store in Tilly 
Haynes’ Music Hall block at Main and 
Pynchon Sts. Upon the partial destruction 
| § of the block by fire two months later, he 
— & icund a new location in the Townsley build- 

ing. In the following year he moved into 
the new hotel block at Main and Pynchon 
Sts, where he continued business for 14 
years. His next move was to Gill’s block 
on Main and Bridge Sts. Finally he moved 
‘0 permanent quarters in Bill’s block. In 
1 he sold out his interests to Herbert J. 
Webb. 
Actively interested in politics, Mr. Stowe 
erved as a member of the Republican city 
committee for many years. He was also 
‘airman of the Republican county committee 
or several years. He served three terms 
n the State Legislature as representative 
‘om the Fourth Hampden district in 1894, 
195 and 1896. During this period he was 
it in advocacy of the Little River water 
hill, 
In 1911, when 77 years old, Mr. Stowe 
‘as elected a State senator, defeating Sen- 
tor John F, Malley and redeeming the dis- 
net to the Republican party. 
Mr. Stowe was twice married. In 1856 
% married Miss Mary Howe, daughter of 
Moses and Eunice Dodman Howe of Bolton. 
‘he died in 1898. On Jan. 2, 1912, he mar- 
td Miss Helen Plaisted Emery, daughter 
f Capt. John Crosby Emery and Helen 
Nilson Emery. Miss Emery had been sec- 
‘ary in the office of the mayor for 18 
ars. She now survives him, and there is 
‘ daughter by a former marriage, Lena G., 
vile of Albert V. Reopell. Mr. Stowe also 
‘¥és a niece, Miss Amy Stowe Webb, of 
’at Francisco, Cal., and a grandniece, Mrs. 
ll H. Paige, who resides in Brown- 
"ood, Tex, 
= Stowe was president of the Springfield 
me for Aged Men and vice-president of 
_. ane Orphanage. He was greatly in- 
“ested in the building of the new Home 
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for Aged Men on Walnut St., which is 
nearing completion, and frequently inspected 
the progress of the work. 








Exports of Platinum During March 


WasHINGTON, D. C., May 21.—Figures 
just announced by the Department of Com- 
merce show that during the month of March 
platinum valued at $130,420 was sent out 
from this country. Of this amount $122,- 
312 represented platinum ingots, sheets, wire, 
alloys and scrap, while the remainder of 
$8,108 was the value of manufactures of 
platinum, except jewelry, exported during 
the month. The figures showing the amount 
and the countries to which the metal was 
sent follow: 
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JEWELRY EXPORTS 





Shipments of Domestic Products to Foreign 
Countries Aggregated $78,450 
During March 


Wasuuncton, D. C., May 20,—Exports of 
domestic jewelry from this country during 
the month of March were reported by the 
Department of Commerce last week to have 
amounted in all to $78,450, the largest amount 
going to Canada, which took shipments of 
$35.570, and the next largest to Cuba and 
the Philippine Islands, to both of which 
places we exported over $6,000 worth. 
Other large customers for American jewelry 
were Brazil, Mexico, United Kingdom, Co- 
lombia, China, Panama and Salvador. 

The full list of countries and the amount 























Ingots, Sheets Manufactures shipped to each is reported by the depart- 
Wire, Alloys of Platinum ment to be as follows: 
and Scrap Except Jewelry 7 
c A ‘ Countries Value 
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carved by Herr Wilhelm Lechner, Oberam- 
mergau Passion Player from Germany, and 
has been judged a masterpiece in point of 
grace and accuracy. Wherever it has been 
shown, it has been enthusiastically received, 
and many of the jewelers are asking for re- 
turn dates. Owing to its popularity, each 
dealer is allowed the use of the display for 
one week only. 














The stock and fixtures of Wilfred La- 
grenade, a bankrupt jeweler of New Haven, 
Conn., were sold at public auction recently 
for $8,300 to Joseph Janowitz, of Water- 
bury, Conn. The Lagrenade automobile was 
sold to A. Litvin for $515. The auction was 
conducted by Auctioneer William Wakelee. 
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New Hampshire Jewelers Meet at Concord 





Granite State Retailers Hold Interesting Convention—Trade Topics Discussed, 
Interesting Addresses Delivered and Other Business Transacted 




















Concorp, N. H., May 23.—Retail jewelers 
from New Hampshire assembled at Con- 
cord, at 1.30 o’clock on May 20 for the 
annual convention of the association. Al- 
though large numbers were present for the 
opening session, many of the jewelers did 
not arrive until the following day when the 
more important sessions were taken up. 

President M. E. Banks, of Concord, called 
the convention to order and introduced 
Mayor Willis H. Flint who gave the address 
of welcome. Mayor Flint greeted the jewel- 
ers on behalf of the city and urged them to 
take advantage of every opportunity that the 
city afforded for their enjoyment. 

President Banks then read his report to 
the assembled members. He urged more co- 
operation between members of the jewelry 
business so that the association might attain 
the end for which it was formed. It follows: 


ADDRESS OF PRESIDENT BANKS 


It is not my desire to go into detail regarding 
business conditions. You all know better than I 
the benefits you have received from this associa- 
tion work and that of the national asscciation. 
You all know, too, of the work being done to 
bring about the repeal of the balance of the excise 
tax. You all know, too, better than I can explain 
to you, all the other advantages you have enjoyed 
as members of this association. 

I do wish to say a word, however, about our 
general method of “co-operation.” This word as 
defined for us by Webster, means to work to- 
gether—joint labor. I believe in the past, jewelers, 
asa rule, have thought of it in a very narrow sense, 
as perhaps being friendly with the jewelers in a 
neighboring city. Why not begin this co-operative 
eflect in your own city or town. Is the fellow 
across the street a member? Have you asked him 
to join? Have you told him the association wants 
him? Have you told him that you want him? 
He might be a good fellow—he might be able to 
help you. Or, better still, you might be able to 
help him and why not? Your problems are not 
peculiar, we have the same perplexities. Why 
waste time blundering into a solution alone when 
you can get help by being able to give help. 

There is, I believe, in all of us a little sense of 

pride, dormant perhaps part of the time, in being 
able and willing to help someone. We think, too, 
of conditions as being something that makes itself, 
forgetful of the fact that they are man made, made 
by you and I, and cannot change until you and I 
thange them. Gloom will affect everybody. So, 
will courageous enthusiasm, which is just as con- 
fagious and far better for all of us. 
; Until four years ago, I was not vitally interested 
in this association work. During the convention 
which was held in Lebanon some one took ad- 
Vantage of my absence and suggested my name for 
chairman of the executive committee. From that 
time on, I will frankly admit that I have derived 
much valuable experience and pleasure from same, 
and made many acquaintances, both pleasant and 
Valuable, 

I wish at this time to 
Message the recommendation that the 
President be transferred every year instead of 
every other year as heretofore, believing this to 

og the best interests of the association. 

¢ have over 70 members and most of you are 
better fitted for this office than your present in- 
tumbent. During the very pleasant year that I 
have held this office, I have visited the conventions 
Mour sister States of Vermont and Massachusetts 
ere been in each instance cordially received, 
img many and valuable acquaintances. 

N closing this message, I desire to thank the 

Me eae committee for the interest and 
a or they have done and in completing 

ements for this convention. I want especial- 
fo thank my kind and valued friend. Gus 


incorporate in this 
office of 


Burque, your secretary, for the endless amount of 
work and the excellent results obtained by him. 
I also wish to thank Stanton Francis of the W. L. 
Fickett Co., for his labor on the sports committee. 
This is a large sized job and I wish to say to you 
that it has been well done, as you will all dis- 
cover before this conventicn is ended. I wish also 
to extend the thanks of this association to Mayor 
Flint for his words of welcome, also to the Con- 
cord Chamber of Commerce for the use of the 


rooms. I am also not unmindful of the helpful 


assistance given me by past officers of the asso- 
especially am I 


ciation, and indebted to Past 





ELLIS GIFFORD, REGIONAL VICE-PRESIDENT OF 
THE A. N. R. J. A. 


President Arthur DeMontigney for his timely 
advice and assistance. 

In behalf of the executive committee I wish to 
offer a small apclogy because of the decision to 
hold this convention for the third consecutive year 
in Concord. We do not expect Concord to be the 
perpetual meeting place of the New Hampshire 
jewelers, but we failed in our attempt to get 
satisfactory co-operaticn in the other two cities 
under consideration. This fact to me is deplor- 
able. I can see no good and sufficient reason why 
we in the jewelry business should not work to- 
gether as do our neighbors, the hardware men, 
the grocery men, and the dry goods men. We 
have the best business in the world, why not the 
best association? 

A. U. Burque, of Nashua, secretary-treas- 
urer of the association, read a brief report 
showing the financial condition of the asso- 
ciation to be better than at any time since 
its formation, The report showed a con- 
siderable increase in membership and a good 
balance was noted in the treasury. 

The significance of “National Sterling 
Silver Week” was the subject of an address 
given by Alexander Vincent, of New York, 
secretary of the Sterling Silver Association. 
Mr. Vincent commented on a recent an- 
nouncement that the Summer girl of 1925 is 
to be attired in garments weighing but two 
pounds, one pound being the weight of her 
shoes. “It lies with the jewelers,” said Mr. 
Vincent, “to find a way to sell jewelry to 
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this Summer girl and still keep the total 
weight within the specified limit. 

“*‘National Sterling Silver Week’ has a 
broader significance than merely to increase 
sales along the silver line,” the speaker 
pointed out. “It presents the opportunity,” 
said Mr, Vincent, “for jewelers to work 
together. It serves as an agency or an ex- 
cuse to exchange ideas, purposes and aims 
and to thereby attain a consequent common 
goal.” 

The speaker made a number of sugges- 
tions for increasing the jewelry business 
through publicity, displays and essay con- 
tests. 

Ellis Gifford, regional vice-president of 
the American National Retail Jewelers As- 
sociation, spoke of the work of the national 
organization in relation to retailers. He 
emphasized the need of publicity to get the 
business to the front and pointed out three 
fields to cultivate, the style element, the 
sentimental value, and the display value. 

Mr. Gifford spoke of the great amount of 
destructive publicity being given within the 
industry that more than offsets the favorable 
publicity given. It was through the haber- 
dashers, he stated, that the scraf pin, shirt 
studs and cuff links were eliminated. He 
cited editorials and feature stories in news- 
papers that told of the passing of silver and 
the horrors of jewelry. Decrying the 
lethargy of jewelers in combating such 
opinion, Mr. Gifford urged the retail men to 
support the national publicity movement that 
would offset the adverse publicity. 

A new angle was given the jewelers by 
A. C. Stephenson, superintendent of the 
Pinkerton Detective bureau in Boston who 
spoke of the work done by that agency for 
jewelers in New England. He told many 
interesting accounts of cases where robberies 
had been committed in jewelry stores and 
how the offenders were finally captured. 
Many of the losses were so suffered, he 
said, because of the lack of locks, the care- 
less arrangement of articles in the store, and 
by carelessness in being alone in the store. 

Superintendent Stephenson warned the 
jewelers of several confidence games being 
worked throughout New England at the 
present time with retail jewelers as the vic- 
tims. In closing, he urged all the insurance 
that could be carried and caution and safety 
in caring for the valuables. 


ADDRESS OF H. L. BEEHER 


H. L. Beeher, head of instruction of the 
Horological School at Milford, Mass., gave 
an interesting address on how to make bet- 
ter watchmakers for America. With a keen 
perception, he pictured the work as it was 
done in the past, as it is done in the present 
and how it should be done in the future. He 
said in part: 


In all the publicity given to the idea that 
America stands in need of better watchmakers, 
said Mr. Beeher, in all the talks, speeches. and 
discussions, thus far advanced, I have not heard 
of a real plan, a definite mode or method of ac- 
tion. There has been much said of the indif- 
ference of the young men of today, their absolute 
disregard for ideals and art, their lack of fine 
taste, their inability to establish their minds upon 
any definite purpose in life, and follow through. 
To summarize, the great bulk of talk we hear 
would give one to believe that nothing is done 
as it used to be. It is the old story over and 
over again. 

Here in America our economic situation is very 
well perfected, the systematizing of every branch 
of industry and agriculture has made us nation 
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of people that must of necessity be efficient in 
come one particular line of work. 

Therefore in putting my plan before you I 
want you to go with me in spirit and try to 
ve the economic conditions that are responsible 
for a good many of the so-called evils of today. 
Also try to sce that a man’s real education begins 
yhen he starts to work. Therefore, organizations 
hat teach our young men, that set the example 
f life and create the ideal are really molding 
he character of our people, and are responsible 
for our nation’s ability today. 

“ust a word in regard to ideals; as men we have 
| traveled the road of life, and some are prone 
) scoff at setting up high ideals but after all 
no real work is ever accomplished unless a wonder- 
‘yl ideal is at its foundation. It seems reason- 
able then that one of the first requirements to make 
ietter watchmakers is to have better Horological 
ghools. Institutions, in other words, created and 
onceived in the minds of men who feel the urging 
need of our trade. 


He reviewed briefly the establishment of 
the New England Jewelers’ School and con- 
tinued as follows: 


Behind absolutely every activity in which man- 
kind moves as a part, there is this great control- 
ling hand—the hand of Time. 

In the United States Observatory at Washington, 
D.C. correct time is obtained by obsesyation, of 
the stars. The accuracy of the novemtht"@A the 
earth with relation to fixed stars, is estimated to 
show a variation of 1/200 part of a second in 
over 2,000 years. This accuracy is communicated 
by radio, throughout the entire world. Some of 
the accuracy of the stars, therefore, has been in- 
corporated in the small mechanism you carry in 
your pocket and call a watch. 

Each watch contains from 150 to 200 pieces 
of small delicate mechanical moving parts, almost 
mniversal in their accuracy. To attend, repair and 
maintain the accuracy of millions of watches in 
service today is the task placed upon the watch- 
maker. His ability necessarily must be one of the 
lest, and the owner of a high grade watch should 
by all means know somehting about a_watch- 
maker’s ability before he trusts a watch in his 
hands. In a second an incompetent workman can 
lestroy the perfection created by months of ex- 
pert workmanship. 

In May 1921, George W. Spier, of Washington, 

). C., demonstrated to the National Research Coun- 
cil that the maintenance of correct time and the 
certification of watchmakers was of sufficient na- 
tional importance in time of war and peace that 
ir government should foster and aid in a move- 
ment, “so comprehensive and useful that it would 
win the respect and support of not only the watch 
rade to itself, but should also win for the watch- 
maker the respect of the public, a proper apprecia- 
tion of his high skill, and all of the inevitable 
enefits that must flow therefrom.” 
The scarcity of watchmakers was demonstrated 
y Mr. Spier, and was recognized by the great 
scientific bureaus of our government that have 
do with timekeeping—the bureau of Standards, 
‘he United States Naval observatory and the 
‘nithsonian institute. 
The Horological Institute of America was organ- 
wd under the auspices of the National Research 
‘uncil in Washington, D. C., to promote the 
wience of time keeping. 
_ New England Jewelers and watch manu- 
wa wes arose to this call for more watchmakers 
“a Incorporated the New England Jewelers In- 
‘ute at Milford, Mass. 


{nconclusion he reviewed the work of the 
‘w England Jewelers’ Institute. 


THE SECOND DAY 


. Mervin E. Banks, of Concord, was elected 
mesident at the second day of the conven- 
oy Other officers: chosen were: Vice- 
9a Harry Coburn, Manchester; sec- 
ae A. U. Burque, of Nashua; 
>. /v€ committee, George W. Stuart, of 
Rong Thomas Leman, of Manchester, 
i Addie Fiske, of Epping. 
ies number of resolutions were adopted, the 
"pate being the expression of a desire 
, ore co-operation between retailers in 
“Jewelry business. 

he resolutions in full follow: 
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THE RESOLUTIONS 


Whereas, The very corner-stone of this associa- 
tion is co-operation, mutual helpfulness; and, 

Whereas, It would be mutually helpful if the 
jewelers in each of our cities could get together 
more frequently for co-operative effort in their own 
city; and, 

Whereas, This co-operation in each city is greatly 
aided by a specific opportunity rather than a gen- 
eral program; and, 

Whereas, The Sterling Silverware Manufactur- 
ers’ Association has planned a definite co-operative 
opportunity by announcing its third national ster- 
ling silver week, May 23 to 30, said week being 
designed primarily for co-operative educational 
work; and, 

Whereas, This movement comes at a time when 
the sterling silver department in the jewelry store 
is one of importance and profit and is steadily in- 
creasing in these respects; therefore, be it 

ResoLtveD, That the New Hampshire Jewelers’ 
Association heartily endorse this co-operation of 





A, U. BURQUE, 


RE-ELECTED 


SECRETARY 


sterling silver week and pledge the co-operation ‘ot 
its members; and, be it further 

ReEsoLveD, That every member of this association 
unite with the other jewelers in his city and work 
in co-operative effort during this period of May 23 
to 30. 


* * * 


Whereas, The New Hampshire Retail Jewelers 
Association desires to convey to the national asso- 
ciation their sincere thanks and appreciation for the 
work done by their committee in the partial elim- 
ination of the excise tax effected by the 68th Con- 
gress; 

ReEso_veD, That we pledge our support and co- 
operation to the national association in the effort to 
continue the fight against this unjust and discrim- 


inatory tax. 
* * s 


RESOLVED, That the New Hampshire association 
indorse and pledge its whole-hearted support to the 
campaign being conducted by the National Publicity 
Association. : 

. * * 

REso.tvep, That we extend our thanks to the 
trade papers, to the Concord Chamber of Commerce 
for the rooms they so kindly offered for our meet- 
ings, and to the local press for the part they have 
taken in contributing to the success of this conven- 
tion. 

* * 7 

REsOLvepD, That the New Hampshire association 
pledge its support to the movement to raise a trust 
fund for the benefit of the New England Jewelers 
Institute at Milford, Mass. This fund will enable 
the institute to reduce tuition so that more young 
men will be able to take the course of instruction. 


* * * 


Reso_vepD, That this association extend its sin- 
cere thanks for the whole-hearted support it has 
always received from the manufacturers and whole- 
salers, through their generous donation of prizes 
and loyal support of our program, and especially 
for their attendance and counsel at our meetings. 
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Resotvep, That the members of this associatiom 
are mindful of the immense amount of time and 
energy which our officers have given to their duties 
during the past year, and we tender to them our 
sincere thanks. 

THE JEWEL CLUB 

At the session of the Jewel Club, the 
women’s alliance of the New Hampshire as- 
sociation, the following officers were elected : 
President, Mrs. Mabel H. Fickett, Concord; 
vice-president, Mrs. Florence Potter, Leba- 
non; secretary-treasurer, Mrs. Bernice Stu- 
art, Concord. 

The following directors were named: 
Mrs. Percy S. Safford, Rochester; Mrs. R. 
A. Quimby, Claremont; Mrs. D. E. Gordon, 
Hillsborough; Mrs. Henry Arnold, Wake- 
field, Mass. 

Closing the convention was a banquet at 
the Eagle Hotel, at: which various of the 
association members were awarded prizes for 
high sceres in the golf tournament held in 
the afternoon. Ex-Mayor Perry D. Thomp- 
son of Lowell, Mass., delivered the main ad- 
dress’ The Lowell man spoke of previous 
visits to the convention and the hospitality 
that was always extended to him. 

Although not a jeweler, ex-Mayor Thomp- 
son is’ well versed in the business and spoke 
familiarly of how the business was conducted 
throughout New Hampshire. 

Dancing followed the address 
Thompson. 


by Mr. 








What Is a Nixie? 





A LETTER, postcard, parcel, or news- 
paper, entering the mails is simply a 
pece of mail. 

lf, because of inadequate or incorrect ad~ 
dress, and, in the case of the package—im- 
proper wrapping—a piece’ of mail must be 
taken out of the regular postal machinery 
for “directory service” or “hospital service,” 
it becomes a “NIXIE.” ; 

If the postal sleuths are able to correct the 
address, or return to sender for a better one, 
it again becomes a piece of mail—though 
“delayed mail” is the better sobriquet. 

If, after an exhaustive effort, the postal 
“detective” must give up the puzzle, and 
there is no return address, the piece of mail 
is consigned to. the Dead Letter Office, where 
it again changes its name to dead letter or 
dead parcel, as the case may be. 

Its period of existence as a “Nixie” is the 
most expensive one. It demands special at- 
tention from the very best clerks. Valuable 
time is spent in its behalf, time which also 
may prove more costly to the mailer or in-~ 
tended recipient through the attendant delay. 

3ut in the long run, the postal service 
loses most. In Chicago 400 workers do 
nothing but handle “Nixies.” In New York 
the service costs $500 daily. In all the 
“Nixie” costs the government about $1,740,- 
000 a year. 








It was recently reported that Frank C. 
Laitenberger, connected with a jewelry busi- 
ness in Fond du Lac, Wis., had assumed a 
sales force of 


position as head of the 
Lohmiller, prominent jeweler and _ silver- 
smith. Mr. Laitenberger has not severed 


his connections with the Giasow & Leitman 
Co., manufacturing jewelers and jewelers of 
Fond du Lac, as previously reported, 
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Wheeler’s Famous Seamless Wedding Rings oe 


A Really Fine Die-Engraved Wedding Ring at a Low Price. Made in * 
18 K White or 18 K Green Gold in two widths at ae 


the m 


$2.75 and $3.00 each. st 


Compare this ring for quality and workmanship with any and all of the cheap Ma 























wedding rings now being sold. We know you will agree that there is nothing cheap Kindo 

about it except the price and you will also understand how our trade mark here af the 

means the same to you as on all Wheeler merchandise. : — 

The white gold we use is our own formula, produced in our own workshops, “sl 

known for its beautiful color. The rings are the same color all the way through, sind 

without artificial or battery finish. Quality is the watchword in every step of ile 

manufacture. irrenc 

Send for samples and then you will see how easily you can increase your com 
Wedding Ring Business. 

ESTABLISHED 1852 om 
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The News from England 





Conditions in the Diamond Market—Jewelry Novelties Now in Vogue—“Slave 
Bangles” Now Being Displayed in London Shops—Stainless Steel 
Used as Dress Ornaments—Summer Jewelry for Men 
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toxpon, May 16.—There is no great activ- 

in the polished diamond markets of 
Europe. and buyers are complaining that 
‘ere still is a dearth of the kind of goods 
ae required. It is noticeable that while 
the polished market is characterized by a 
comparativ' juietness not in keeping with 
the season of the year, the rough market 
continues as active as ever. Buyers in the 
polished markets appear to be finding the 
prices of some descriptions too high for them. 
Apropos of the general situation in rough 
and polished stones Backes & Strauss, the 
Holborn Viaduct gem dealers, say: “In the 
rough market business continues as bright 
as ever, the Syndicate having no difficulty 
in disposing of every shipment as it arrives. 
In the polished market business remains un- 
doubtedly quiet for the season of the year, 
and although there are prospective buyers 

{msterdam and Antwerp, they all com- 
plain that in the class of goods they are seek- 
ing they cannot find sufficient quantities for 
their requirements. In this country, apart 
from inquiries for large single stones, there 
is little movement, and very few parcels have 
leen sold. From the colonies we learn that 
sme series of sizes have been sold, also 
wme parcels of mélée, but it is noteworthy 
that here again it is the piqué goods that 
are in demand, the prices for clean goods 
heing too high for the denuded purses of to- 
day,” 

* * * 

\mong jewelry novelties now popular with 
te masses is the elephant hair decoration 
table for arm or finger adornment. Ele- 
phant hair tings and bracelets set in solid 
wld are getting conspicuous positions in the 
vindow trims of London jewelers. The price 
ofthe elephant hair jewelry varies according 

juality. A type of pendant featured by 
sme jewelers is the solid gold circlet into 
which inserted half sovereigns 

r sovereigns. The novelty in this type of 
yndant doubtless lays in the scarcity of gold 
currency, an English gold coin being very 
teommon these days of paper money. 


may be 


* * * 


some “slave bangles” in 
rip and color are now 
xing displayed in the metropolitan shops. 
Ne lavorite design is a twining serpent, the 
“lorng being very cleverly imitated and 
he head and eyes being picked out in arti- 
ial gems. Other bangles have a filigree of 
‘ticial gems along the top, the whole ef- 
“et being novel and contrasty. Where a 
ntly bangle is desiged models can be ob- 
‘ned done in diamonds and rubies with a 
“tpent design as a basis for the introduc- 
‘on of these gems, 


very striking 
‘ry variety of design 


k ok 
_ Long loops of black moiré silk on which 
® slung a single pendant piece in the form 
- Plaque or a filigree figure in old ivory 
me now being worn a lot this side. The 
twelry stores are making special displays 


of these ribbon pendants which are rather 
effective for neck wear. The loop reaches al- 
most to the waist. Small oval pendants cut 
out of old ivory form a contrast against the 
black ribbon. The pendant is done in the 
form of an oval picture frame with the figure 
of a woman or some symbolic character en- 
closed within. Small plaques of jade, am- 
ber, cornelian, onyx and crystal also are used 
as an alternative for ivory. 
* %* * 

Among some of the newer jewelry fash- 
ions here are necklaces in which the chief 
medium is coral, graduated in short straight 
sticks to fit the neck, while the first quality 
gems such as diamonds, rubies, sapphires 
and emeralds are being set as cuff links for 
men with tiepin to match. White silk ciga- 
rette and match cases embellished with black 
velvet motifs are now being handled by the 
jewelers. A new idea is to carry the femi- 
nine watch on the handbag. The pochette 
bags are in black moiré. A tiny diamond 
and platinum watch is attached to the outside 
left corner. 

x ok Ok 

Sleeves appear to be having a vogue with 
the evening dress now, and some of the new- 
est creations from Paris lend themselves 
happily to jewelry decoration. The “mitten 
sleeve” is attached to the armholes by 
strings of tiny diamonds, the mittens them- 
selves having a fine tracery of diamond 
sparks between knuckle and wrist. With 
this type of sleeve part of the bicep and 
upper arm is left bare, and a flat diamond 
bracelet is worn next the skin. Black lace 
and diamond sparks are being used with good 
effect for the new transparent sleeve which 
is attached to the shoulder by suitable jewels, 
looped on the inside of the elbow bend by 
another jewel to fall over the forearm and 
wrist in a filmy mass. The ends of these 
sleeves reach to below the knee. The scarf 
sleeve is decorated with wide crystal fringes 
and similar semi-precious media. 

x *k 


The directors of the Lena Goldfields, Lt., 
announce through the press here the result of 
the Concession Agreement negotiations under 
which the Soviet government co-operates in 
the exploitation of the company’s workings, 
the agreement having been signed in Mos- 
cow at the end of last month. Under the 
agreement concessions are granted for vary- 
ing periods in the different districts from 30 
to 50 years. The Soviet government agrees 
to give the Lena company special military 
protection, and arrangements have been made 
for local labor. The whole of the property 
transferred to the Concessionaire from the 
government will not be nationalized or con- 
fiscated, and any disputes arising are to be 
settled by three judges, one to be appointed 
by the Soviet, one by the Lena company and 
the third to be elected from Royal Poly- 
technic of Stockholm professors by both par- 
ties. Commenting on the agreement the 
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Daily Mail says information still is lacking 
regarding royalties and taxes to be paid. The 
concession includes copper, zinc, lead and 
silver as well as ailuvial gold, the properties 
concerned being the Lenskoie, Sissert, Revda 
and Altai. 
x ok Ox 

Recently a traveler for a Sheffield firm in- 
formed THE JEWELERS’ CIRCULAR’S corre- 
spondent in London that kerbs made of stain- 
less steel are becoming very popular in the 
home, and now comes the announcement that 
stainless steel is being utilized with good ef- 
fect with semi-precious jewelry in dress and 
hat ornamentation. The invention for mak- 
ing these ornaments from stainless steel is 
credited to a woman. It has a decided deco- 
rative effect, a background of colored enamel 
being introduced against which she stainless 
steel gives the impression of polished plati- 


num. It is predicted there will be quite a 
demand for this type of semi-precious 
jewelry, particularly for use with hats. 
* ok Ok 
With the advent of the Summer season 


and the increased use of the soft collar the 
manufacturing jeweler here is enabled to 
do more business. Among the more im- 
maculate classes here the demand for good 
quality male jewelry usually is in the ascend- 
ancy just about now. With the debut of the 
Summer soft collar for the man in town or 
country comes the demand for gold, silver 
or platinum scarf pins, mostly piain in de- 
sign although, where suitable, these scarf 
pins are set with stones to match the tie or 
striped shirt. The vogue for color har- 
mony enables the jeweler to nut out seme 
pretentious sets, tie, striped shirt, striped col- 
lar, scarf pin, cuff links, and so on, all ccn- 
forming to a definite color scheme. In the 
plain sets the pins and cuff links are confined 
to silver, platinum or gold. Where co!or 
harmony is the predominant note, rubies, sap- 
phires, emeralds and the like are introduced 
according to the color scheme of tie, collar 
and shirt. Some of these sets run into con- 
siderable money, but the plainer sets are 
within reach of the average man oi iaste in 
dress. For the outdoor man the stone- 
studded suede tennis or cricket belt with 
silver or gold clasp is having a vogue. Among 
the wealthier classes with whom cricket and 
tennis are necessary Summer recreations and 
in connection with which correct dress is an 
important detail, these stone-studded belts 
are in demand, the price factor being a sec- 
ondary consideration. With regard to femi- 
nine dress jewelry the brooch, bracelet and 
pendant find a place with the average woman. 
In north England the “spider” brooch and 
bracelet is the rage, according to Birming- 
ham “drummers” who are taking orders for 
this jewelry piece. It is set in silver, gold 
or platinum, the body being composed of 
brilliants with two gems for the eyes and the 
legs being either silver, gold or platinum. 
Reports from such north English towns as 
Scarborough, Blackpool, Manchester, Leeds 
and Harrogate indicate that this type of 
jewelry is a certain success. The price range, 
of course, puts it within reach of practically 
all classes from the factory girl to the society 
debutante. 








B. G. Frick will engage in business at 1421 
Seventh Ave., Tampa, Fla., June 1, under 
the name Tampa Watch Co. 
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A AUCTION LAW DINNER 





Plans About Completed for Big Gathering 
in New York to Urge Better State 
Law and City Ordinance 


The endorsement of many more organiza- 
tions favoring better auction laws in New 
York city and State were received during 
the past week by the committee in charge 
of the arrangements for the auction legisla- 
tion dinner to be held on Friday evening, 
june 5, at the Hotel Astor. The list of 
geakers, including two city officials and sev- 
eral members of the trade, has been almost 
completed, and while the affair is still more 
thn a week away, approximately 250 res- 
ervations have been made. 

On Wednesday, the auction committee of 
the Good and Welfare Committee of the 
National Jewelers Board of Trade, which is 
in charge of the dinner, held a meeting at 
the office of the Jewelry Crafts Association, 
45 W. 45th St. This meeting was followed 

q by a joint session between the auction com- 
mittee and the executive committee of the 
auction conference. At this session, the 
plans for the dinner and the campaign to 
interest the trade in backing this movement 
for better auction legislation were discussed. 
The program of speakers was also gone over 
and it was decided to limit all those who are 
gheduled to talk, with the exception of the 
two city officials, to five minutes each. It 
was also decided that another letter will be 
gent to the trade calling attention to this 
movement and emphasizing the fact that the 
jewelry trade must work as a unit if it ex- 
pects to accomplish the desired results. 
Members of the committee were given lists 
containing the names of prominent concerns 
in the trade which they believe must sup- 
port this movement and these firms will be 
slicited personally and requested to attend 
the dinner. 
The list of speakers announced by the 
committee include: Richard E. Enright, 
plice commissioner; President Collins, of 
the Board of Aldermen; Emil W. Kohn, 
president of the Retail Jewelers’ Association 
of Greater New York and Vicinity; Conrad 
|. Brotherly, president of the American Na- 
tional Retail Jewelers’ Association; Edward 
H. Hufnagel, past president of the same or- 
mnization; Captain Pedric, of the Fifth 
Avenue Association, and Morris L. Ernst, 
of Greenbaum, Wolff & Ernst. The com- 
mittee is also making an effort to secure 
ther some representative from the District 
Attorney’s office or from the office of the 
ration Counsel. It was announced that 
the Police Glee Club will be present at the 
finer to entertain the jewelers and their 
wuests, and all the speeches will be broad- 
ast through Station WNYC, which is the 
Municipal Broadcasting Station for the City 
of New York, 
Those in charge of the dinner have sent 
out letters to a number of organizations in 
New York city and State calling attention 
this movement and within the next few 
ays expect to receive their endorsement. 
addition to the list published last week, 
the movement has been sanctioned by the 
‘ew York State Retail Jewelers’ Associa- 
ton, the New York Wholesale Jewelers’ 
Association, the Central Mercantile Associa- 
ton and the 34th St. Midtown Association. 
names of the other organizations 
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to which these letters were sent in- 
clude: National Jewelers’ Publicity Asso- 
ciation, Novelty Retail Jewelers’ Associa- 
tion, Retail Jewelers’ Association of Roch- 
ester, Brotherhood of Traveling Jewelers, 
Diamond Cutters’ Association, Better Busi- 
ness Bureau of New York City, National 
Association of Creditmen, National Retail 
Dry Goods Association, Eighth Avenue As- 
sociation, New York Chamber of Commerce, 
Merchants’ Association of New York, Amer- 
ican Bankers’ Association, Federal Merchan- 
tile Association, Real Estate Board, 34th 
Street Board of Trade, Washington Heights 
Chamber of Commerce, Bronx Board of 
Trade, Bronx Chamber of Commerce, Brook- 
lyn Chamber of Commerce, Queensborough 
Chamber of Commerce, Staten Island Cham- 
ber of Commerce, Central Park West and 
‘Columbus Avenue Association, National Vig- 
ilance Committee, Rotary Club of New 
York, Lions’ Club of New York and Ki- 
wanus Club of New York. 

Mortimer C. Foster, who is chairman of 
the committee in charge of this dinner, re- 
ports that a number of banks are showing 
unusual interest and are enthusiastic about 
the affair. A few of them have reserved 
tables for their own use. He also reports 
that interest is being displayed by a number 
of big watch manufacturers, the silver in- 
terests and a number of fountain pen firms. 
It is expected that the Fifth Avenue Asso- 
ciation will be well represented by a delega- 
tion which is to be headed by Col. Michael 
Friedsam. The committee has sent out a 
number of invitations to prominent mem- 
bers of the trade to attend and they will be 
placed at the speakers’ table. The confer- 
ence committee will hold another meeting 
early in June, just prior to the dinner. 
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Jewelers Block Policies of the 
Written By Lloyds, London 

Now Being Written By Various 
Companies in New York 


A number of American and British insur- 
ance companies are competing for the so- 
called Jewelers’ Block Policy class of busi- 
ness in the New York market, having made 
reinsurance treaties with underwriters at 
Lloyds, London. The forms of the policy 
are identical with the present Lloyds Jewel- 
ers’ Block Policy. Some of the companies 
have been holding off writing this class of 
business, although they have been authorized 
by the New York laws to do so since April. 
They had intended to issue a more restricted 
form which Lloyds had put into effect as 
of June 1 next, but it is now reported that 
most of the companies are prepared to write 
the broad cover, but on a very conservative 
basis, considering only first class risks. 

A new form of policy proposed by Lloyds 
provides for the assumption by the assured 
of the first 10 per cent. of any loss (except 
fire) at any enclosed premises—in other 
words, if a holdup occurs on the street or 
highway, the assured would be fully covered, 
but should such a holdup occur in any build- 
ing or enclosed premises, the assured would 
only be entitled to recover 90 per cent. of 
the loss. 

While the rates charged by American com- 
panies are supposed to be in line with those 
now prevailing in London, it is learned on 
good authority that in some instances quota- 
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tions by two companies competing on the 
same risks, using as a basis the same set 
of figures, have varied materially in the pre- 
mium quotation. This will undoubtedly be 
overcome in the near future as the companies 
entering this market will probably get to- 
gether to arrange that all quotations be made 
through a central body or bureau. 








Chamber of Commerce of the United States 
Takes No Definite Action As to Repeal 
of the Jewelry and Other Special 
Excise Taxes 


At the annual meeting of the Chamber of 
Commerce of the United States held in 
Washington last week, Edward H. Hufnagel, 
Mt. Vernon, represented the American Na- 
tional Retail Jewelers Association, both as 
National Councillor for. that body and as 
advisor of the Special Excise Tax Elimina- 
tion Committee. Mr. Hufnagel had sent to 
the Chamber a short time ago a resolution 
asking that the body endorse the proposition 
for the complete elimination of the special 
excise jewelry tax, the text of which was 
published in THE Jeweters’ Crrcunar, April 
22, and appeared before the Resolutions Com- 
mittee of that body on Thursday to urge the 
adoption of such an attitude on the tax 
question. However, so many resolutions re- 
lating to the Revenue Law in different forms 
had been proposed to the Resolutions Com- 
mittee that it was not feasible to get this 
one out, particularly in view of the fact that 
the Chamber had already been committed to 
the principle of the abolition of the special 
excise taxes. 

As a result of the discussion of the various 
tax resolutions, the Resolutions Committee 
reported Friday to the general Chamber as 
follows : 

RESOLUTION NO. 7, TAXATION, (ADOPTED 
May 22, 1925.) 


The Chamber has frequently spoken in favor of 
the reduction of the Federal income taxes, urging 
repeal of the war excise taxes affecting particular 
businesses and has advocated the creation of such 
a body as the Board of Tax Appeal, which has 
already by its expedition and clarity fully justified 
the expectations of the benefits that would follow. 

The Resolutions Committee has had before it a 
number of proposals for reforms in the Federal 
Revenue Law. The subject is so large and com- 
plicated that it would be inexpedient to offer reso- 
lutions covering the various phases of the law. 
Your committee, therefore, recommends that the 
Board of Directors appoint a committee to study 
carefully the whole subject of Federal taxation, 
giving particular attention to the suggested changes 
which have been submitted to this committee. 


This was adopted unanimously. 








Three boys entered a jewelry store in 
Toledo, O., recently and purchased some 
ammunition for revolvers, telling the clerk 
that they wanted the kind that could be used 
in revolvers like those displayed in the store 
window. The clerk warned the boys to be 
careful in using revolvers of that type as 
they were treacherous. Before dawn the 
next morning a brick was- thrown through 
the window in the store and the revolvers 
stolen. Shortly after noon of the same day 
the three boys were in the central police 
station. They had confessed to stealing 
three automobiles, holding up the East Side 
branch of the Ohio Trust & Savings Bank, 
taking $14,000 and participating in a long 
running gun battle with police which re- 
sulted in their capture. 
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Washington Jewelers Gather at Tacoma 





Members of.State Retailers’ Association Hold Rousing Meeting at Hotel 
Winthrop and Discuss Many Important Trade Topics—Officers 
Elected and Resolutions Passed 

















Tacoma, Wash., May 20.—Over one hun- 
dred jewelers of this State registered at the 
érst day of the 13th annual convention of the 
Washington Retail Jewelers’ Association 
which opened at the Winthrop Hotel here on 
Monday. The program opened at 9 A. M. 
with registration and the distribution of 
programs and badges and came to a close 


yesterday. 





Monday’s Sessions 
The convention was called to order at 10 
,.m. by President Albert B. Jones, of Seat- 
tl. An invocation was offered by Dr. Fran- 








a J. Van Horn. Mayor G. Faweett, of 
‘acoma, delivered a civic address of welcome 
tillowed by an address of welcome for the 
‘acoma jewelers by Henry Day. Charles E. 
Myers, of Davonport, responded to the wel- 
cme addresses, 

_ Committees were immediately appointed by 
‘resident Jones and included the following 
‘ontees: Finance, Paul A. Benton, Seat- 
t; C. B. Coffin, Seattle, Tacoma. Resolu- 
‘ons, Horace Condy, Sedro Wooley, A. 
“eton, Tacoma; C. Noyes Talcott, Olym- 
od Nominations, K, Falkenberg, Walla 
villa; “M. C. Dunbar, Yakima; C. Troth, 
Jatralia; C. B. Coffin, Seattle, and Paul A. 
“alton, Seattle. 

‘President Albert B. Jones then delivered 


th 2 ° 
“annual message of the retiring president. 
ADDRESS OF PRESIDENT JONES 


Ne . ; 
are again assembled in annual convention, as 





the same big family of congenial and well-wishing 
jewelers, and we are delighted to have with us 
many new members who heretofore have not af- 
forded us the pleasure of their attendance. To 
these new members I wish to say—I hope that you 
will get the spirit of real fellowship that prevails 
in our conventions and that you will form friend- 
ships which become dear and sincere. 

It may seem that we are convened for a selfish 
purpose—so to speak—but not so. It is with that 
broad view of helping our fellow worker, as well 
as ourselves, in combating unfair business methods 
and practices which deter in fair dealing and ob- 
servance of the high ideals in business. In earlier 
days shrewd practices were indulged in and passed 
on, but a new order now prevails, whereby. the 
successful and prosperous enterprises are founded 





G. A. Dunbar, new directors. 


and perpetuated, on the principles of integrity, 
quality, service and sincerity. 

It is gratifying to note the wonderful progress 
within this State and the possibilities for future de- 
velopment. The additional land that is to be opened 
for settlement and cultivation. The enormous ex- 
penditure for the creating of electrical energy by 
water power, the value of which will be traced be- 
yond our expectations. 

* * * 


In these times of strenuous competition the mer- 
chant must conduct his business on a _ scientific 
basis, becoming a student of commercial problems 
in their perplexity. The careful observance of 
national as well as local conditions and applying 
that knowledge in the solving: of his individual 
business problems. 

Every jeweler is benefited by association work 
through co-operation in remedying or eliminating 
conditions destructive to the trade, if it be legisla- 
tion, manufacture, wholesale distribution of retail- 
ing methods. 

Our naticnal association has accomplished much 
in its several benefits gained for the retailer. ‘The 
revision of the excise tax law as applied to our 
merchandise has alone demonstrated the value of 
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organization, and-your~-support made--this- possible. 

The ‘reports of the Harvard Research. Bureau 
as applied’ to the retail: jewelry business deserve 
careful study and analyzing in their entirety, as.in- 
formation of much value can be used: to advantage. 

The Jewelers’ National Fire Insurance plan, 
which is known for its unquestioned security ‘and 
at a saving of 40 per\cent in annual premiums,’ the 
several educational campaigns which have been of 
real value and helpful to more modern. merchandis- 
ing methods, as well as many other benefits. well 
known in the trade. 

Our State organization is fortunate in its affilia- 
tion with the Washington Retail Association,. giving 
us the combined support of its several trade. as- 
sociations, in securing legislation beneficial to: legiti- 
mate retailers, as well as suppressing that which is 
detrimental. 

Business today is stimulated by intensive adver- 
tising. Creating a public demand for a particular 
brand of product or merchandise is inaugurated 
with publicity. The present plan to aequire a 
million dollar budget for National Jewelry Publicity 
is in line with opportune undertakings. Manufac- 
turers and distributers, in practically every other 
line, have in force a National campaign of adver- 
tising, such asthe jewelry interests are formulating, 
and itis of necessity that we must support our 
present undertaking to create a greater demand for 


NEW PRESIDENT AND DIRECTORS OF THE WASHINGTON RETAIL JEWELERS’ ASSOCIATION 
Left to right: Lower row—Horace Condy, Director; G. Noyes Talcctt, President-elect; G. R. Troth, Director. Top row—P. C. Pangborn and 


our wares and retain for the jeweler business that 


is being diverted to other channels. 
* * * 


The show window is an advertising medium, the 
value of which is tco often overlooked and must 
receive careful attention or fail in its valued benefit 
to the store. Display of price tags is optional, but 
can bé.used to advantage in creating a demand for 
merchandise. 

* * %& 

Do many jewelers in the smaller stores devote 
too much energy to the repair branch of their busi- 
ness? I believe that too many do. If possible, put 
it on a basis where you can employ a workman to 
lo the repairing. Then look around and find one 
capable of intelligently and syccessfully handling it, 
devoting your time to selling and keeping stock 
clean and well displayed. | With every opportunity 
talk merchandise, show merchandise,. explain its 
valve and shew the artistic beauty, creating a desire 
to purchase and hayé thé article. One is surprised 
with: the frequency that sales are made by this 
method. I do not call it intensive salesmanship, 
but just common sense merchandising. With the 
repair department off your hands, you will’ have 
more tithe to confine jewelry purchases to your own 
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gore and fetain 


ase may go to stores in other lines. 


* * * 


We appreciate our congenial secretary, Dr. Hind- 
yy, who is 2 hard worker in our interests and by 
sy superior ability is a valued asset to our associa- 


mT wish to thank my co-workers for their valued 
apport and know that your incoming president will 
igve that same loyal assistance. 

W. J. Hindley, secretary-treasurer of the 
ysociation, gave the annual report of that 
ificer, jmmediately following the president’s 
nssage. Mr. Hindley called attention to 
fe economic conditions confronting the 
iweler of today, pointing out the outside 
gmpetition from drug stores, hardware 
ores, mail order houses, house-to-house 
gavassers, and department stores and urged 
hat the jewelers organize to meet this com- 
petition. 

“The jeweler of today must organize to 
protect his margins,” said Mr. Hindley. “He 
must use more advanced methods of selling 
ad buying to protect his interests and hold 








tis places ~The drug stores today have from 
tight departments on up and the jeweler has 
the same number he has always had. Too 
= @ wany jewelers rely on their work benches to 
wld their business, but the merchandise end 
isthe big end of their business and the suc- 
wssful jewelry merchant is building up this 
ide of his trade and improving his service 
0 meet the outside competition. 

‘I talked recently with a representative 
if the Federal Trade Commission on the 
whject of standardization of prices for the 
twéler’s work. He said no movement had 
en made in this line, and he saw no rea- 
wn why it could not be accomplished if the 
matter were brought before the commission.” 
Paul A. Benton, of Seattle, past president 
' the State association and delegate to the 
tational convention last Summer, gave a 
fesumé of that gathering in brief form and 
‘poke of the advantages to be gained through 
ational organization and co-operation that 
Smade possible by a body made up in this 
manner. He stressed the importance of 
“ping in touch with the national associa- 
‘mn and in State associations following the 
‘al of the national association in move- 
ments designed to aid the jewelry trade in 
eeneral, 

Ben H. Cohn, of Spokane, who was sched- 
ted to talk on “Our Jeweler Cousins in 
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Europe,” -giving- the results -of-his-observa-— 
tions during an extended tour of the Conti- 
nent last Summer, was unable to be present 
at the convention, and his number on the 
program was omitted. 

Half a hundred delegates were present at 
a complimentary luncheon at the Hotel 
Winthrop at noon. J. C. Herbsman, of Seat- 
tle, spoke on “Observations in the Orient.” 
He stressed the unlimited possibilities for 
commercial ventures in the Orient and stated 
that jewelry lines are one of the most profit- 
able lines for exploitation in this section. 


MONDAY AFTERNOON 


The afternoon session opened with a dis- 
cussion of “How’s Business and Why?” dur- 
ing which the members present told of busi- 
ness conditions in their home towns. The 
general average of those who spoke in the 
discussion, summed trade up as improving 
steadily and declared that business in gen- 
eral is much what the individual jeweler 
makes it. 


Edward N. Phelan, secretary of the Retail 
Trade Bureau of the Seattle Chamber of 
Commerce, spoke on “Your Friend (?) the 
Auctioneer,” and stressed the advisability of 
curtailing public auctions of jewelry lines 
and the resultant protection of the public 
against misrepresentation which would bene- 
fit the trade as a whole by increased con- 
fidence and therefore increased buying. An 
informal discussion which followed this talk 
brought out the fact that the large majority 
of retail jewelers are radically opposed to 
auction methods. 

At 3:30 the delegates and visitors were 
taken for a drive through the city and en- 
virons and to visit the Weaver Motion Pic- 
ture studios just out of the city. Golf for 
the jewelers who play followed the motor 
trip and concluded the afternoon program. 


THE DINNER 


Special entertainment features of the an- 
nual convention dinner held at the Hotel 
Winthrop at 6:30 included selections by John 
Henry Lyons and his male quartette and solo 
Community sing- 


ing was led by Mr. Lyons. W. J. Hindley 


acted as toastmaster at the banquet, which 
took the form of a dinner-dance. 


More than 
100 attended. 
Lloyd Spencer, president of the Pacific 


Coast Advertising -.Clubs,..was.the—only 
speaker on the banquet program, and he fol+; 
lowed a talk on advertising by story telling, 
for which he is famous throughout the coast.’ 
“Advertising is as much a necessary expense 
as rent or any other’accepted overhead ex- 
pense,” Mr. Spencer said. The old meth- 
ods of securing business by attractive window 
displays, service: and mouth-to-mouth ad- 
vertising alone, have become insufficient with 
the increasing size of cities. Advertising is 
the salesman which goes out into the far 
ends of the city and carries the message of 
good merchandise and good service, and it 
is an important part of each annual budget 
of the jeweler. The growing truthfulness of 
advertising makes it more and more worth 
the money spent, and every jeweler who is 
progressive and figuring on a future cannot 
afford to do without a fair amount of ad- 
vertising of the right kind.” 

High lights of the program in the second 
day’s session will include a talk by K. 





GROUP SHOWING SOME OF THE EARLY ARRIVALS WHO ATTENDED THE FIRST SESSION 


Falkenberg, of Walla Walla on “Does 
the Jewelry Business. Need a New Pub- 
licity?” “Has the Installment Business Come 
to Stay?” by Noyes Talcott, of Olympia; 
“Character the Foundation of Business Se- 
curity,” by Dr. C. Oscar Johnson, Tacoma; 
“Jewelers’ Organizations, Local, State and 
National,” by A. J. Sartori, Spokane; 
“Leakages in the Jewelers’ Profits,” by M. C. 
Walgren, Everett; “What the Jeweler Can 
Learn From the Harvard Research Bureau,” 
by L. D. Hepinstall, of Portland; report of 
committees and election of officers. 





Tuesday’s Sessions 

The second day’s session of the conven- 
tion was called to order at 9:30 o'clock by 
President Al B. Jones. The secretary read 
a telegram from Longview, Wash., jewelers 
inviting that body to hold the next annual 
convention in that city. The matter was 
turned over to the resolutions committee. 

K. Falkenberg, of Walla Walla, the first 
speaker on the program, delivered an inter- 
esting address on “Does the Jewelry Busi- 
ness Need a New Publicity?” saying in part: 

ADDRESS OF K. FALKENBERG 

The Publicity Association is a recognized factor 
of progressive industries today, more important to 
its life than any other trade organization. Its 


function is to promote the increase of sales arid to 
serve as the mouth-piece of the industry in carrying 
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the message to the public—through the newspapers 
and magazines, in the advertising and news 
columns, through the show-window, the poster, the 
motion picture and in innumerable ways the average 
individual merchant cannot afford. The Publicity 
Association is a clearing house for information and 
an aid in solving the jewelers’ problems. 

In conformity with the resolutions passed at the 
$t, Louis convention last year, the retailers are put- 
ting on a drive to raise their quota of the Million 
Dellar Publicity Fund, and the manufacturers, 
wholesalers and importers in turn will be canvassed. 

This is not the other fellow’s job, but your indi- 
yidual job and responsibility. Are we less alive, 
ess progressive or do we lack the get-up and go 
of our competitors, who by their progressive and 
modern publicity campaigns made big cuts in our 
jusiness?’ The quickest way out is for each one 
to sign his pledge card and make it his business to 
ge that his fellow jeweler does the same. This 
also applies te the fellow who sells you goods—he 
must understand his responsibility in sharing in 
this fund. 

There never was a time in the history of our 
industry when the urgent need fer publicity was 
more apparent than the present. The trade is 
not getting its share of the country’s business, We 
dt by and permit the more up-to-date modern mer- 
chandising methods of competing industries to take 
the share that has been ours in the past. There 
is no article manufactured that has a greater appeal 
from the sentimental and investment side than the 
goods that we make. There is no article that can 
be brought to the attention of the buying public 
with greater opportunity through interesting pub- 
licity articles. ‘There is the romantic appeal of the 
diamond as it comes from the earth in Africa; is 
carried on to the cutters at Amsterdam; is im- 
ported and mounted in the most artistic pieces; the 
platinum, gold and silver as it comes from the 
earth in the ore, passes on to the refiner and 
eventually is manufactured into articles of utility. 

It is needless to tell you that the jewelry busi 
ness, as it is loosely described; is_ slipping. 
You are all aware of the fact. Each year, for some 
years past, fewer articles are being sold. It cannot 
exist cn the limited number of articles being sold. 
Necessarily, the wholesaler must be at his wits’ 
end to turn over enough of the limited lines in 
demand to make ends meet. The importer is also 
affected, as the goods are not being sold in suf- 
ficignt quantities to show volume in the use of 
stones. The result is that the retailer cannot get 
sufficient returns to carry the unsalable lines on 
the volume that he gets on the salable ones. Hence, 
the ever-increasing overhead and decreasing profits. 
Even with the slowing up of business conditions, 
the public has millions to spend for amusements 
and the things that are brought forcibly to its at- 
tention through the medium of printers’ ink, a 
small portion of which is passing over the counters 
of the retail jewelry stores. There is great stress 
lid on the high overhead and the slow turnover, 
but what we need is more business, and more 
business is to be had if we go after it. With the 
competition from without we cannot sit compla- 
cently by and wait for the possible customer to 
drop in. There is one of two things that we can 
do—either let the business drift into other channels, 
or go after it ourselves. The Million Dellar Pub- 
licity Fund that we are raising is the go-get-it 
part, and there won’t be any go-get-it part unless 
ach one contributes his share to make up the tctal. 

* . * 

Few firms in our industry make a sufficiently 
distinctive line to advertise naticnally, and ccm- 
paratively few are able to stand the expense. Our 
industry is made up to a great extent of small 
mits that must unite their efforts to become ef- 
fective, and conditions are becoming so serious that 
fach and every one can no longer feel that he has 
done his share by simply signing his pledge card 
and paying his subscription. On the. contrary, he 
must know that he is face to face with the most 
vital problem that has confronted him during his 
Ousiness career, and for his own interest, as well 
a the interest of those of the industry, it is es- 
‘ential for him to take a more active part in help- 
mg make publicity a fact within the trade. He 
must see that all those of the trade with _ he 
comes in contact stand their share towafds this 
Mportant undertaking. 

The situation sums up—less advertising, less 
sales for the retailer; less sales for the retailer 
result in less sales for the jobber; less sales for 
the jobber means less sales for the manufacturer, 
2nd eventually we all will be forced in other Jines 
of enleavor, 

The Publicity Association renders service to the 
Tetailer through newspaper advertising, sales mer- 
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chandising helps, local advertising helps, sales plans 
for sales people, ‘“‘Kuild your own ads” service 
and window display, individual articles for talks 
before clubs and through the suppression of arti- 
cles detrimental to our industry. 

Discussion following this talk indicated 
that the general average of retail jewelers 
feel that while the tax for national pub- 
licity may be a little heavy, it is worth it. 
It was advocated that the individual jeweler 
make a point of asking salesmen if their 
house has subscribed to the fund. The “ab- 
sent brothers” were referred to as_ the 
slackers and further emphasis was put on the 
justice of the manufacturer sharing a large 
share of the expense. That membership in 
the association must precede any effort to 
secure funds for national publicity was 
agreed upon and plans were made to conduct 














K, FALKENBERG, CHAIRMAN OF THE NOMI- 
NATING COM MITTEE 


a joint membership and publicity fund drive 
throughout the State working in sections 
with the jewelers of each section accompany- 
ing a man from local State headquarters in 
Seattle. 

G. Noyes Talcott, Olympia retailer, who 
has been in business for many years, the 
next speaker, talked on “Has the Instalment 
Business Come to Stay?” saying: 


ADDRESS OF G. NOYES TALCOTT 


“Has the Installment Business Come to Stay?” 

I cannot altogether believe that the ‘‘dollar down 
and dollar a week’ credit jeweler is here to stay. 
However, I do feel that the merchandising of 
jewelry on some type of an installment plan will 
exist from now on as long as our present method 
of credit cxists, and when I say this I refer to 


the well established methods of our big department .. 


stores in extending credit to the buying public. It 
is to be admitted that the people have abused their 
credit in the purchasing of foodstuffs, clothing 
and other necessities of life, and along with this 
have demanded increased services that have stepped 
up the cost of food preducts to such an extent that 
today there is a decided turn-about in the mer- 
chandising of these necessities and with those lines 
we are rapidly approaching a cash basis. 

There scem to be many people -who gladly pay 
cash for these articles and forego the added services, 
thereby making a saving whichis so necessary in 
these days of high living costs. The result is the 
almost stamping out of the credit grocer. How- 
every there will be a survival of the fittest -in this 
line and a certain percentage will have to exist 
for there will always be some people who want 
credit and to whom it would justify these stores to 
extend it. 
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It seems to me that in this present day of fast 
living that people lay a great deal more stress 
upon the pleasures and luxuries of life than they 
did. They are continually seeking these things to 
the end that—phonographs, automobiles, furniture, 
homes and such things are being procured in 
volumes far in excess of what they were some 
years ago. Jewelry lies in this class and it seems 
almost necessary, due to this type of merchandising 
in these other lines, that the jeweler meet this com- 
petition with his own desirable goods on methods 
employed by these merchants. 

* * * 


The evolution of our merchandising system has 
kept pace hand in hand with the monetary system 
of credit. As wealth of the country has grown 
so has the jobber and wholesaler extended to the 
retailer the necessary credit, and now the wealth 
of the buying public has grown the retailer is in 
turn extending the same credit to the public. 

The life of the department store until the present 
time has heen due to the rapid turnover and con- 
tinual growth in volume largely brought about by 
the productive sales methods made possible by 
their ability to buy merchandise at the right prices, 
to sell in large volumes at a good mark-up and to 
extend to the public, carefully and sensibly, the 
necessary credit that their volume might be stimu- 
lated. 

I will admit that at the present time there is a 
growth of chain stores, which handle many lines 
of toys, toilet accessories, tinware, lace goods and 
such merchandise that they are able to buy direct 
from the factcries due to their ability to buy 
large volumes, and due to the fact that they: have 
been able to reach the buying public who will pay 
cash, so, through this combination of buying and 
selling they have been able to outstrip the depart- 
ment stores at their prices and to run them a close 
competition. These large department stores are to- 
day combining from various large cities, and estab- 
lishing buying units to cope with this situation, 
and it will be fully up to them through this method 
to successfully meet the competition of such cash 
stores. 

My argument is that the present day jeweler’s 
overhead of 35 per cent. is one of the things that 
has largely hampered and wrecked the jewelry 
business during the last five years. It is largely 
up to the jeweler at the present time, regardless 
of what the future may be, to somehow, someway, 
in a sensible manner expand the volume of his 
business. Most jewelry stores are paying high 
rents, employing the highest paid men and clerks 
of any business in the world, and are catering to 
the exclusive public, all of which has step by step 
throvgh the past years increased his overhead in 
merchandising until other stores, with merchandise 
equally appealing as jewelry, have so far outstripped 
them with their sales methods made possible by 
their ability to advertise and pull selling stunts 
that jewelers with such a high cost of doing busi- 
ness have not been able to withstand the keen 
competiticn. Many of us have suffered the con- 
sequences, 

The installment plan of extending credit, when 
properly developed, permits the jeweler the most 
unlimited field of salesmanship as carried on by 
the department store, together with the further 
advantage that the purchaser has a definite and 
complete understanding of the bill and when it is 
to be paid. The jeweler has the opportunity to 
press his customer immediately for the payment 
that is due rather than wait, as under the present 
plan, three cr four months until he presses his 
claim. The amount, the manner and length of 
time offered by the installment jeweler are al) sub- 
ject to local conditions, his ccmpetitors, the class 
of goods sold and his own means of financing such 
a sales plan. 

I do not submit that the installment plan is a 
cure for all the jewelry business, for it is just as 
different as day is from night from the other type 
of store-keeping, and unless the -jeweler who 
tackles this method of selling does not map out 
his sales methods in advance and keep within the 
bonds of reason, always watching for the better 
development of his store and increasing his volume, 
he will fall by the wayside. The game is a lively, 
keen and red-blooded one. 

‘There will always be an opportunity and always 
be a demand for the special gem shop and high 
grade merchandiser of jewelry in every city in the 
country, and it will always be the pride of some 
artist to conduct such a shop and will always be 
the pleasure of wealthy people and people who are 
connoisseurs to trade at such a place. Such shops 
conducted by people of personality and ability will 
always he suceessful and profitable even as specialty 
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,, hats and foodstuffs are at the 


shops in clothing 
sent time. : ‘ 
[ maintain that there is a certain element of the 


buying public who long for beautiful things in a 
jewelry store, 1 erchandise that is well within their 
reach and within their buying power. They are not 
; class of people able to go to the bank and borrow 
but the type who will pay the merchant for his 
woods as their pay is received, and who will 
dadly take advantage of such offers. The credit 
plan in jewelry merchandise, known to all of us 
3s the “dollar down and dollar a week,” in my 
opinion is in its infancy. It is simply explaining 
to the people that credit is extended to them and 
gadly. The methods are crude; they had to be, it 
has been such a staid and prosaic business that it 
has taken something of a decided departure to 
make the public believe that we could offer mer- 
chandise on any credit plan. As time goes on and 
the merchant establishes and secures a buying pub- 
lic cn the credit basis he will be able to evolve 
better and less shocking, if you please, methods 
of merchandising. 

We are all prone, I believe, to somewhat criticize 
the present day seller of jewelry on the credit 
plan, due to the so-called sharp practices as the 
short-weight selling of diamonds, the selling of in- 
ferior grades of watches at immense mark-ups, 
which things are all practices that will eventually 
wreck such stores and which the buying public will 
refuse to tolerate. While at the present time there 
are many credit stores, it is yet an uncharted sea 
and every man who has so far ventured into this 
method of selling has to evolve his own ideas of 
merchandising not only in grade and quality of 
the goods he sells, but also what the necessary 
mark-up shall be and what methods he shall pursue, 
which must be drastic to attract to him a_ public 
that will insure to him a large and growing 
volume of business. 

I submit to you that if our monetary system has 
grown from old days of barter to immense and 
intricate system of exchange, if our merchants in 
big department stores are yet able to extend to 
the buying public a reasonable type of credit, why 
is it not a correct deduction that of all the jewelers 
who blundered into the installment plan, some of 
them will eventually evolve the right principal, the 
right method, and a right plan of merchandising 
with the installment method that will be as ef- 
fective and as permanent as our present day de- 
jfartment store plan of merchandising, regardless 
of whether the dollar down and dollar a week plan 
remains, the merchant of this type will for some 
years yet be able to appeal successfully to the 


publi 

The discussion which followed this address 
brought out the fact that the majority of 
jewelers present are not in favor of the in- 
talment plan of doing business and feel that 
keeping the consumer loaded up with a list 
of payments to be made each week or month 
is not conducive to his having sufficient 
ready money to indulge in luxury goods un- 
= ‘ae the majority of jewelry lines are 
ister 

Dr. C. Oscar Johnson, of Tacoma, spoke 
at the noon luncheon at the hotel on “Char- 
acter as the Foundation of Business Secur- 
ity.” “Let your conscience be your guide’ 
has long been the only rule laid down, but 
i many times the conscience has not dic- 
tated any too well,” said Dr. Johnson. “To 
seek to deceive is fatal; no business can be 
built except on a basis of fundamental hon- 
sty. The highest-priced jewel is character, 
and the security of any man’s business de- 
bends on the character of the people with 
“84 he deals. The only reason for a man 
‘eng in business is that he may serve, and 
he serves best who served honestly.” 


AFTERNOON SESSION 


Pe ‘ Sartori, of Spokane, who was sched- 
Lees! — on Jewelers’ Organizations, 
_Xal, State and National,” as a first num- 
“ ss the afternoon program, was unable 
a ee the convention on account of ill- 
. and his number on the program was 

‘essarily omitted. -M. C. Wallgren, of 
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Everett, speaking on “Leakages in the 
Jewelers’ Profits,’ emphasized overbuying 
and poor stocking as two of the most fre- 
quent causes of loss to the jeweler. Poor 
selling methods and failure to watch inci- 
dental expenses, were other reasons for fail- 
ing to show a profit mentioned by the speak- 
er. “The jeweler who does not watch his 
turnover is not going to have any profits to 
watch,” said Mr. Wallgren. 

L. D. Hepinstall, northwest representative 
of the Community Silver Co., the last speak- 
er on the program of the convention, told 
the body “What the Jeweler Can Learn from 
the Harvard Research Bureau.” 


ADDRESS OF L. D. HEPINSTALL 
“Every retail jeweler can learn a great 
deal about the condition of his own business 
by studying these reports,” said Mr. Hepin- 
stall. “Records kept by this bureau show 
that in 1919 the jewelers made a profit of 
seven per cent., in 1920 of six per cent., in 
1921 the slump in business hit the jewelry 
business because of its specialty nature, and 
the retailer lost six per cent. He lost one 
and five-tenths per cent. in 1922, and since 
that time has shown a gain. These figures 
are based on reports sent in by jewelers and 
in a period of four years the average shows 
a gain of 12 per cent. made by the jewelers 
sending in these reports. This indicates that 
those who are following these figures, who 
are getting the good of them and showing 
their interest by sending in reports to help 
others, are the men who are making money.” 
Mr. Hepinstall presented charts showing 
the selling expenses of the jeweler are 36 
per cent, and his turnover nine-tenths of one 
per cent., the expenses among the highest 
and the turnover among the lowest of any 
line of merchandise. Grocery stores, hard- 
ware stores, drug stores and jewelers were 
classified and presented on individual charts, 
the figures for each being arrived at through 
the reports of from 150 to 300 dealers in 
each of the various lines. The chart of the 
jewelers, made up from the reports of 290 
stores, was divided into merchandise and 
shop departments. The total expense of the 
merchandise department was 36.4 per cent. 
cost of the merchandise, 67.1 per cent. and 
net profit 1.9 per cent. The repair shop 
average showed a total expense of 89.8 per 
cent. and a net profit of 10.2 per cent. 
Another chart of the average monthly 
sales of 209 jewelry stores showed the sea- 
sonableness of the business in jewelry lines 
to be so great as to be unprofitable taken 
the year around. “The rate of stock turn- 
over is the index to profits,” said the speak- 
er. “A turnover of once and over a year, 
means a good profit. The nature of the 
jewelry business prevents a large turnover 
because of little wear or breakage in these 
lines and makes it necessary to break the sea- 
sonableness that has prevailed for so long. 
The Harvard Research Bureau will show 
you how your money is being spent and com- 
parison of these figures with your own will 
save you money. With the competition of 
today systemizing the business is an abso- 
lute necessity and the classification of de- 
partments is explained by the bulletins of 
this department. Those departments which 
cannot be stimulated should be gotten rid of. 
Only one-fourth of the jewelers’ capital is 
making him money, it is shown by reports. 
“Turnover figures are confusing, and the 
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only way to figure turnover is to divide the 
total cost of the merchandise sold by the 
average inventory of the store. In general, 
the jewelry business is on the upgrade and 
the improved methods of window display, 
the instalment business (in spite of the op- 
position to it) is making money for the 
jeweler who has gone into it. Another thing 
that is to be considered in the business to- 
day is the fact that the young girl, who is 
one of the big customers of today, wants 
effect and she must be catered to.” 

The discussion following this talk brought 
out several points, and several jewelers re- 
lated their experiences in the line of offering 
quality merchandise to compete with cheaper 
grades. That too much quality for the 
money is expected of the jeweler was 
brought out’ by one merchant, and that a 
jeweler should offer all grades of merchan- 
dise and refuse to guarantee the merchan- 
dise that is not of such quality as to justify 
the guarantee was agreed by several. 

“Exclusiveness and dignity are all right to 
a certain extent,” said Paul A. Benton, na- 
tional convention delegate last year, “but the 
jeweler must offer all grades of merchandise 
with a frank statement of what the goods 
are worth to make money.” That the jewel- 
er should strive to build up his reputation 
for handling high-grade merchandise and not 
deal in the cheaper grades was contended by 
Charles Larne, of Seattle. 

Maurice Green, of Seattle, spoke of the 
value to the jeweler of timely advertising 
and window displays in an effort to cut down 
the present seasonableness of the jewelry 
business. Mr. Green also took exception to 
the use of the word “cheap” in showing 
jewelry lines. He advocated that the better 
plan is to refer to more and less “expensive” 
goods. Answering his urge for timely ad- 
vertising, Mr. Benton referred to discussions 
at the last national convention, bringing out 
the fact that national advertising is the an- 
swer to this problem. 

“There isn’t a jeweler in the room; or the 
State, or the United States but who has 
been saved money through the efforts of the 
Tax Elimination Committee. He has real- 
ized more through this than he has ever paid 
into the State and national association plus 
what he will pay in the next 16 years. It 
hasn’t cost a single jeweler a penny to be- 
long to his trade association and it never 
will. And when you go back to your re- 
spective towns tell those jewelers who are 
in the habit of “letting George pay all the 
bills” and carry all the load, that they are 
pikers and that it is a crime that they can 
share these benefits obtained without any ef- 
fort on their part,” Mr. Benton said. 

The convention ended with the reports of 
committees and the election of officers. The 
secretary reported a total registration of 123. 

The following resolutions were adopted by 
the convention: 


Resolutions 


We, the members of Washington State Retail 
Jewelers’ Association, assembled in our 13th annual 
convention at Winthrop Hotel, Tacoma, hereby give 
expression te the following resolutions. 

We express our heartiest thanks to our president, 
Albert B. Jones and the other officers of our asso- 
ciation for their efforts in our behalf during the 
nast trying business year. 

ia * * 

That we extend our thanks to Messrs. Roessler, 
Larter, Hufnagel ard Rothschild and others, who 
have and still are carrying on the fight for the 
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Jimiation of the unjust excise tax and pledge 
io , 

u upport. 
ihem oor contin ed ae 


t we call to the attention of our members, 
jor their earnest consideration and support, the 
“ae of the National Jewelers’ Publicity Com- 
om and the Horological Institute of America. 
a * * a 


Tha 


That we urge every member of our association 
7 wall himself of the excellent service and savings 
be had through the National Jewelers’ Insurance, 


stich savings will pay his dues in our association 
masy times over. —— 

That we appreciate the splendid hospitality ex- 
woded to all in attendance at our convention by 
the jewelers of Tacoma, and also to the manage- 
mat of the Hotel Winthrop for their excellent 
ervice, which added so much tc the success of 
wr convention. 

* * * 

That we do herein express our utmost thanks 
each and every speaker on our program, which 
tus been one of the best, most interesting, helpful 
snd instructive that we have ever held. 

(Signed) Horace Conpy, 
G. Noyes Taccort, 
A. Mtrrow. 


The following list of officers proposed by 
the nominating committee were unanimously 





elected : 
President—G. Noyes Talcott, Olympia. 

: First vice-president—Charles E, Myers, 
Davenport. 


Second vice-president—Gus Cohen, Seattle. 

Secretary-treasurer—W. J. Hindley, Seat- 
tle. 

Representative to the national convention 
—Albert B. Jones, Seattle. 

The directors elected are: G. A. Dunbar, 
Yakima; Grover R. Troth, Centralia; J. P. 
Fix, Spokane; P. C. Pangborn, Wenatchee, 
Horace Condy and Sedro Woolley. 

The nominating committee also reported: 

“If a joint convention can be had with 
Oregon, we recommend accepting the invi- 
tation of Longview for our 1926 conven- 
tin, If a joint convention cannot be ar- 
ranged, we recommend accepting Seattle’s 
invitation. Consider the latter part of April 
for our convertion.” 

The finance committee presented plans for 
llowing up the drive for dues and mem- 
‘ership made two years ago. 











Death of Rush H. Bixler 


PuLapELPHTA, Pa., May 23.—Rush H. 
Jixler, one of the first jewelers in Easton, 
Ya, formerly well known to the Phila- 
‘elphia trade, is dead at the Easton hospital 
tom the effects of an attack of heart dis- 
“se. Mr. Bixler was taken ill on a train 
® which he was going from the National 
vidiers’ Home at Hampton, Va., to the 
soldiers’ Home at Erie, Pa., and was hur- 
ted to the Easton hospital. 

He served all through the Civil War, and 
ater being mustered out established himself 
athe jewelry business in Easton, which he 
‘nducted until a few years ago, when ad- 
"acing age caused his retirement. 

He was 86 year old. 








Another Lapidary Museum 


Pasis is enjoying the increased artistic 
_vantage of a new “lapidary museum”. 
has just been opened in the “quartier” 
fe as “le Marais” ((the marsh), and 
cated in the rue Payenne, a few steps 
distant from the Place des Vosges. 

¢ installation is only just perfected. 





THE JEWELERS’ CIRCULAR 


Death of Carl V. J. Christensen 


ATTLEBORO, Mass., May 23.—The funeral 
of Carl V. J. Christensen was held this 
afternoon at 2 o’clock from his home, 27 
2nd St., and was largely attended by busi- 
ness associates by whom he was held in high 
esteem. A native of Copenhagen, Denmark, 
he had been a world traveler before settling 
in this city. He had been in failing health 
for more than a year. 

Before coming to America he traveled 
through Europe, South America, Iceland and 
northern Africa and was an accomplished 
linguist and an expert mathematician besides 
following the profession of a mechanical 
engineer. His inventive genius is to be 
found in numerous complicated and intricate 
tools as well as patents in the manufactur- 
ing jewelry plants of this city. 

Mr. Christensen came to Attleboro to ac- 
cept the position of superintendent of the 
Frank Mossberg Co., which he held several 
years. He later became affiliated with the 
Mossberg Wrench Co. in Central Falls, R. 
I., and was the inventor of several devices 
of substantial and practical value in the in- 
dustrial world—jewelry, mechanical and 
textile lines, 

He was much interested in the Masonic 
fraternity being a Past Master of Ezekiel 
Bates Lodge, a Past High Priest of King 
Hiram Royal Arch Chapter, a member of 
Attleboro Council of Royal and Select 
Masters, Bristol Commandery of Knights 
Templar, Boston Consistory of the Scottish 
Rite of the Northern Jurisdiction of the 
United States; a Past Patron of Hope Chap- 
ter of the Order of Eastern Star, a member 
of Palestine Temple of the Ancient Arabic 
Order Nobles of the Mystic Shrine. He 
was also a member of the Old Colony Club 
of this city and of the Kiwanis Club of 
Providence. 

His widow, Mrs. Ethel Christensen, and 
a young daughter, survive. 








Outline of Plans for Annual Convention of 
New Jersey Retail Jewelers’ Association 
at Asbury Park, June 21 and 22 


Newark, N. J., May 21.—Arrangements 
for the annual convention of the New Jersey 
Retail Jewelers’ Association, which will be 
held June 21-22 at Asbury Park, were fur- 
thered at a meeting today of the general 
committee. Registration will be conducted at 
2 o’clock in the afternoon of the opening day 
at the Coleman House. 

A shore dinner will be served at 6 o’clock 
at Deal Inn, Deal, and the plans call for an 
elaborate event. Dancing will follow the din- 
ner. The opening convention session will 
begin at 10 a. m. the following day at the 
Coleman House, and efforts are being made 
to secure the attendance of every retail 
jeweler of the State. 

The list of speakers. has not been com- 
pleted as yet, but one of the topics to be 
presented is, “Retail Merchandising.” The 
usual luncheon will be omitted to permit the 
members to take a dip in the ocean or enjoy 
other recreation. The afternoon session will 
begin at 2 o’clock, during which officers will 
be elected. Dinner will be served at 6:30 
o’clock. 

Committee chairmen named by President 
Jean R. Tack are: Arrangements, A. W. 
Cornelius; reception, C. A. Lund; speakers 
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and entertainment, William Baird and Wil- 
liam P. Walsh; tickets, A. J. Jaeckle; 
badges, Max W. Wien; program, Richard 
P. Hartdegen, who is preparing an interest- 
ing year book. 








CHARGED WITH RECEIVING 





Salesman in Philadelphia Pawn Shop Held 
in $10,000 Bail Following Confessions 
of Thieves 


PHILADELPHIA, Pa., May 23.—Joseph Len- 
nox, a jewelry salesman in the pawnshop of 
Benjamin E. Sadler, 9th and Buttonwood 
Sts., has been put under $10,000 bail to an- 
swer the charge of receiving stolen goods, 
His arrest followed the confessions of Abe 
and Harry Cohen, of 675 N. 11th St., who 
are held on the charge of having stolen 
jewelry valued at more than $20,000 from 
private homes and stores during the last few 
months. On the witness stand both prison- 
ers broke: down and admitted stealing the 
jewelry, and also asserted they had sold some 
of their loot, valued at $1,600, to Lennox, 
who, they said, gave them only $300 for it. 

Lennox, when arrested, denied having 
bought the stolen goods, but both Cohens 
identified him before Judge Monaghan in 
Quarter Sessions Court and he was held for 
a hearing. 

Mr. Sadler denies knowing anything of 
the alleged activities of Lennox in receiving 
stolen goods and the police do not involve 
him in the case. 

The confessions of the Cohens followed 
the sentencing of one of their band, Philip 
S. Kaplan, who, the police say, was the lead- 
er in at least two jewelry store robberies 
and a number of other holdups and thefts. 
He was without counsel at his trial and evi- 
dently had “split” with the Cohens who 
testified against him. He received a sentence 
of from 15 to 30 years in the Eastern Peni- 
tentiary. Z 

Kaplan was convicted of being one of four 
men who held up and robbed 14 patrons of 
a cigar store owned by Israel Brody, at 
Franklin and Poplar Sts., last March 19, 
Abe Cohen, who admitted he was the driver 
of the bandit car on that occasion, turned 
State’s evidence against Kaplan. The hold- 
up netted $1,500 in jewelry and money. 

When the Cohens, who, as it happens, are 
not related, were arraigned before Judge 
Monaghan, they pleaded guilty to two jewel- 
ry store robberies. One was at the store of 
Jacob Simon, 935 S. 4th St., in which they 
got jewelry valued at $3,413, after terroriz- 
ing Mr. Simon with a pistol. The other rob- 
bery was at the store of William R. Hylton, 
2230 Frankford Ave., last Jan. 31, when 
goods aggregating $2,500, principally rings, 
were stolen. 

Abe Cohen, the first of the two to weaken, 
also admitted being concerned in several 
holdups of pedestrians, and added that Kap- 
lan and the others had mapped out a cam- 
paign of jewelry store robberies in every sec- 
tion of the city, in which it was planned to 
raid a store in one section, then dash in 
their car to a distant part of the citv and 
rob another store. In this way they planned 
to divide the police chase and get away 
easily. 








R. H. Colony has moved from New 
Canaan, Conn., to Stamford, Conn. 
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“BUY FROM THE CUTTERS” 


GEMS 


EMERALDS AQUAMARINES 
RUBIES CHINESE JADE 
SAPPHIRES BLACK OPALS 


and other PRECIOUS 


and SEMi-PRECIOUS STONES 


AMERICAN GEM @>® PEARL Co. 


Miners : 


Cutters : Importers 


SIX WEST FORTY-EIGHTH STREET 


LONDON 


NEW YORK 


A 











PARIS 

















EVERYTHING IN THE STONE LINE 


S. NATHAN & CO. 


IMPORTERS AND CUTTERS OF 


DIAMONDS, PEARLS, PRECIOUS, 
SYNTHETIC AND IMITATION STONES 


which reason we have just imported various 


} NANCY shapes in calibre are the vogue, for 


unusual shapes and sizes in sapphires, rubies, 
and emeralds, both in precious and synthetic. 


—-—>-—_ 


It will pay you to look over our line. 


71-73 NASSAU STREET, NEW YORK, N. Y. 











C. IRVING WASHBURN, 108 Fulton Street, N.Y 





May 27, 1995 


“Jewelers Block” 


Policies 
and 
“All Risks” Policies 


on Jewelry and 


Personal Effects 


Pendleton & Berger 


Incorporated 


INSURANCE 
15 William St. New York 


Members National Jewelers Board of Trade 



































THE WASHBURN: 


SECURITY 
Automatic Holder 


for all sizes of scarf- 
pin wire. Guaranteed. 


MAGIC NUT 


for ear studs, scarf-pins, 
etc. 


SAFETY CATCH 


for Brooches, etc. 
Can be applied to a 
work — pin Peedi 


are used 


Closed, 





EAR WIRES 


for unpierced ears. 


FOZ 


Open. Closed. <= 
Descriptive Circular on Application. 
Pearl Drilling and Adjusting a Specialty 
Special Order Work and Repairing 











| =< TD) SHAPE 
| WA1CH GLASS i 
Perfe >t Fitting Dust nt 


Attention — Manufacturers 


ONYX RING STONES 


Furnished for Any Siz 
Diamond 


EARRING STONES 
ONYX and AMBER BEADS 


THE DOUBRAVA | ©. 
61 Beekman St. 








114 Fulton St., New York 
UGER & FANDEL 










U. S. HEADQUARTERS If 
MAUSER & LUGER Arms 
.g Luger Barrels. Repairing. 
| Rifles, Shotguns, Over and Unders, 
rar as, Automatics, Drillings. 
Se wwnition. Zeiss Binoculars. 
i ee Illustrated Catalog ““B”’ = 
! TOEGER, /*¢ 
24 Bye St., New York 


J.&H.BERGE ee 
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Bandits Active in Chicago 





Diamond Dealers Held Up in Heyworth and Capitol Buildings—One Partici- 
. pant in Former Is Caught While Police Recover Gems Stolen in Latter 
Robbery—Two Prosecutions in Old Robberies 














Cuicaco, May 23.—The past week has 
heen a sort of draw in the contest: that is 
ping waged between the jewelers of this 
city and the bandits. Both sides have scored 
gccess and suffered losses. Most of the 
tattle happened on Wednesday. 

The first news flashed to the trade that 
day was that armed bandits had entered the 
fice of Julius Heinsius in the Capitol build- 
ing and escaped with more than $50,000 
yorth of loose diamonds and cash. Then 
ame the news of the arrest and return to 
this city of a young man that registered at 
the Congress Hotel last Fall as Henry Hart 
wd through this means secured a package 
of diamonds sent to a New York diamond 
alesman stopping at the hotel. About three 
gclock in the afternoon, in the midst of the 
excitement attending a successful, daring 
holdup in room 1110 of the Heyworth build- 
ing, the announcement was made that S. 
Chaplain, with many aliases, who was re- 
turned here after serving a term in the Ohio 
prison, had been found guilty of stealing 
the sample cases of a jewelry representative 
in this city during the Fall of 1920 and re- 
ceived a sentence of from one to 10 years 
in Joliet. 


Bandits Hold Up Office of Phil Altschul 
in the Heyworth Building and Get Gems 
Worth $25,000—One Bandit Cap- 
tured and Another Arrest 
is Made 

The most daring holdup recorded in this 
city was that of Phil Altschul and his asso- 
cates in room 1110 of the Heyworth build- 
ing which took place about 3:30 o’clock last 
Wednesday afternoon. 

Twice before on Tuesday and Wednesday 
aman had called and asked fog Mr. Altschul 
during his absence from the office. Upon 
this visit Mr. Altschul was called from his 
private office and entered into conversation 
with the caller. They stood just outside the 
door and when two others entered with 
drawn revolvers Altschul ry¢yforced into his 
ofice by the one bandit ana was others took 
charge of Wallace H. Lancton and Joe Fox, 
‘o-tenants, and R. B. Piawaty,,ef the North 
American Watch Case Co., who was visit- 
ing Mr. Lancton at the time. 

While the bandit with Altschul was re- 
living him of two wallets of diamonds 
valued at $25,000, those outside searched 
Lancton and took about $60 in cash from 
him, When the attempt w., Je to search 
Piawaty he grabbed the arm the bandit 
Who Was holding the gun. <"/spAandit pulled 
the trigger twice but the gun efgiled to go 
off and while wrestling for possession of the 
bun the other bandit struck him on the side 
of the head causing a considerable gash but 
om Seriously injuring him. About this time 
: m Fleishman, of M. S. Fleishman & Son, 
the 9th floor, appeared at the door and 
ancton with his hands up began waving at 
oto Fox nodding his-head and trying to 
“Plan the situation. Fleishman imme- 


diately started down the hall to give the 
alarm and the bandits realizing the situa- 
tion rushed from the office after warning the 
men to remain in the office and to keep quiet. 
Instead, the victims rushed“out in time to see 
the men fleeing down the stairway and began 
to yell “police.” 

This office is located in front of the bank 
of elevators and the alarm carrying down 
the shafts the entire building was soon in an 
uproar. Tenants on various floors attempted 
to intercept but were rewarded by jabs and 
licks from the revolver. One bandit was 
captured on the main floor and severely 
beaten by the crowd before the police 
arrived, but the other two who had the mer- 
chandise escaped. 

At the police station the man captured 
gave the name of Frank Monoco, 1506 W. 
Polk St. The victims identified pictures at 
the bureau of identification and the men 
identified proved to be pals of Monoco and 
were arrested with him several months ago 
at the time a messenger of the American 
Railway Express Co. was held up and killed. 
Yesterday one of these men, James Berardi, 
was arrested and is being held at the station 
for further identification by the victims. 
Monoco is being held in bail of $5,000 for 
each charge preferred which will amount to 


about $40,000 or $50,000. 


Chas. F. Goldberg, New York Diamond 
Dealer, Reports Loss of $60,000 in Hold 
Up in Capitol Building and Police 
Recover Gems After Making 
Two Arrests 

The holdup in the office of Julius Heinsius 
in 1108 Capitol building was less sensational 
and lacked the thrills of the one in the Hey- 
worth building. The victims quietly sub- 
mitted and being bound with cords were 
unable to give the alarm before the bandits 
had escaped from the building. 

The report of this holdup as given to the 
police was that Charles F. Goldberg, dia- 
mond merchant, formerly of Chicago and 
now of New York, who was in the city on 
business and stopping at the Clarendon 
Beach Hotel, had an appointment with Mr. 
Heinsius at 10:00 A. M., to collect for two 
diamonds that had been sold on the Saturday 
previous. He arrived about 9:30 and waited 
until a little after 10:00. In the meantime 
Edmore N..  tcher and Louis Mangold had 
entered the office. 

Soon after the arrival of Heinsius a man 
with an automatic gun in his hand entered 
and ordered everyone to lie on the floor. 
About this time two other gun men entered 
and assisted the first in tying up all of the 
men present with ropes which they had 
brought along. Before they had completed 
this task Shelby E. Hogan and Sam Pevsner 
entered and were also tied up. Bandits then 
proceeded to search the victims. From Gold- 
berg they secured two diamond wallets 
valued at $60,000 on which he carried no 
insurance, From Boucher they secured $61 
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in cash and Heinsius reported that they 
secured $5,000 worth of diamonds from him. 
Pevsner had a wallet containing $15,000 
worth of loose diamonds, but while lying on 
the floor slipped the wallet under the rug. 

After an investigation of the robbery 
Julius Heinsius and his father, Herman, who 
was convicted in 1921 of operating a con- 
tidence game, were arrested and held at the 
Hudson Ave. police station. Through a tip 
said to have been given by Julius Heinsius 
a home in the city was visited and the woman 
at this place arrested and questioned. She 
was later released and her name withheld 
because the police were convinced that her 
knowledge of the affair was not a guilty 
knowledge. Through this lead, however, 
all of the diamonds were recovered and re- 
stored to Mr. Goldberg. 


Kansas City Man Faces Charge of Stealing 
Diamonds Sent to Salesman 
Last Fall 

Wednesday morning Jerome DD. Katz, son 
of the president of a large silk company 
here was returned to this city from Kansas 
City, Mo., to face charges of having stolen 
$10,000 worth of diamonds belonging to 
Henry Hart of New York. It is alleged 
that he registered at the Congress Hotel last 
Fall under the salesman’s name and called 
at the office for a package which contained 
the diamonds belonging to Mr. Hart. 

Last January young Katz was charged 
with robbery with a gun but the case was 
not prosecuted and he was put on probation. 
According to the police Katz admitted tak- 
ing the gems and police are looking for 
two men to whom he says he sold them. 


Carrier who Stole Cases of Basset Jewelry 
Co. Gets Sentence of from One 
to Ten Years 

As stated in these columns last month S. 
Chaplain, alias “Wagner,” “Green,” “Cohen,” 
“Gold,” etc., who pleaded guilty to the 
charge of having stolen the sample cases of 
the Basset Jewelry Co., while acting as a 
carrier for one of the hotels in Cincinnati 
during the Fall of 1921 was returned to this 
city after serving his term in the Ohio peni- 
tentiary. 

At the time he was arrested in Detroit 
for the theft in Cincinnati he was recog- 
nized as “Green,” who had used the same 
methods in this city about a year previous 
to secure cases belonging to the representa- 
tive of Marenstein & Smallback, of New 
York city. 

When arraigned last Wednesday he 
pleaded guilty to the charge and begged to 
be released stating that he wished to start 
life anew and go straight in the future. 
However, after hearing the statements of 
the prosecution the judge assessed his 
punishment at from one to 10 years in the 
penitentiary at Joliet. 








Recent offerings in Italian pottery in- 
cluded a small jug and bowl for cream and 
sugar, which, because of noval design and 
shape, appeals to buyers of discrimination 
and taste. Small porcelain baskets of the 
same style of workmanship can be combined 
with the jug and bowl, giving a three-piece 
gift that can scarcely be equalled in value 
A jug of dull yellow with gaily colored par- 
rot handle is popular. 
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Treasure 


The Hary I 


“Thelatest Creation in “Treasure Solid Silver 





Each season sees some new pattern establishing the mode in Silver Tableware. Through some 
its design expresses a new, responsive note 


outstanding feature, some particular individuality, 
in the taste of discriminating buyers. This season the mode is expressed in the new MARY II. 
Never before has a pattern so quickly and positively been proclaimed the choice of smart 


people. 


ROGERS, LUNT & BOWLEN Uo. Treasure 


Silversmiths ~, Creators of Distinctive Tableware $8... 
—— GREENFIELD, MASSACHUSETTS mer'G 


— 
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GUILTY OF MURDER 


George W. Bittle, Driver of Taxicab in 
Buffalo Jewelry Store Robbery and 
Murder, Must Pay With His Life 


BurrALo, N. Y., May 23.—George W. 
Bittle, driver of the taxicab in which Frank 
H. Minnick and Stella Mackowska rode to 
the fatal holdup of August H. Hoyler’s 
jewelry store, 313 Genesee St., on the eve- 
ning of May 10, 1924, was convicted of 
murder, first degree, by a jury in county 
court today. The verdict, coming as some- 
what of a surprise in view of a disagree- 
ment at Bittle’s first trial, was brought in 
after deliberation of one hour and 38 min- 
utes. Judge Thomas Noonan will sentence 
Bittle to die in the electric chair next week, 
conviction on a first degree murder charge 
carrying no other alternative. 

Minnick, actual slayer of Rufus Eller, 
Hoyler’s clerk, paid the extreme penalty a 
few weeks ago. His female companion, 
whose first trial resulted in a. disagreement, 
remains in the Erie county jail awaiting dis- 
position of her case. Recently District At- 
torney Guy B. Moore announced that he 
expected her to plead guilty to a reduced 
charge. 

One of the surprises of Bittle’s trial was 
the failure of the prosecutor to summon as 
a witness Stella Mackowska. When the 
State rested its case on Thursday afternoon 
without calling the girl, it was whispered 
around the court room that Moore would 
reserve her testimony for the State’s rebut- 
tal. But the following afternoon Moore 
created a profound stir when in an aside 
to former Judge George B. Burd, Bittle’s 
counsel, he said he didn’t need the blond 
girl in the case and would conclude without 
her. 

The trial consumed the entire week, three 
days being required to select a jury from 
122 veniremen. Bittle’s wife sat by his side 
during the trial and determined the accep- 
tability of the jurors in whose hands her 
husband’s life was to be placed. Bittle’s 
little seven-year-old daughter sat on her 
father’s knee during the earlier part of the 
trial, clasping him around the neck while 
he kissed her affectionately. This was ob- 
jected to by District Attorney Moore, who 
claimed that it was “staged” for the benefit 
of the jury. The district attorney’s objec- 
tions were sustained by Judge Noonan and 








the child was not allowed to go near her, 


father after that. 

Prosecutor Moore presented a particularly 
strong case against Bittle and in his cross- 
examination caused the defendant to deviate 
considerably at times from testimony which 
he gave at his previous trial. 

August H. Hoyler, jeweler, in whose store 
the fatal holdup took place, was one of the 
Prosecution witnesses. He testified that he 
had not seen Bittle at any time during the 
holdup of his store and the shooting of 
Eller. Hoyler related the story of the hold- 
up, telling how Minnick and the Mackowska 
girl had come into his store to look at 
some rings and had left, saying he would 
return. He also told of Minnick running 
from the store a short time later when he 
had returned to actually ‘rob the store. 
Minnick, he said, jumped into an automobile 
and when he could not start the motor 
Jumped out and ran up the street. Mrs. 
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Hoyler corroborated her husband’s §state- 
ments. 

The statement of Bittle, made at police 
headquarters two days after the shooting, 
was read to the jury by the district attor- 
ney. Bittle set forth how he had met Min- 
nick by driving for him; how Minnick 
talked of hiring him to drive him to. San- 
dusky, O.; how they were considering this 
the night of the fatal shooting. 

The statement told how Minnick ordered 
Bittle to call a cab and that he was “going 
to make some rings tonight,” and showed 
him a gun. In the statement Bittle admitted 
he called the cab when he should have 
called the police. 

Outside the Hoyler store he said Min- 
nick pressed a gun to his head and told him 
to hand over his own gun. Fear of Min- 
nick dominated Bittle the night of the 
shooting, according to the statement. He 
set forth how he waited outside the jewelry 
store in a cab he had stolen, and then ran 
down Walnut St. when he heard fired the 
shot which killed Eller. 

One of the tense moments during the trial 
was when Bittle testified he was about 700 
feet from the Hoyler store when he heard 
the shot fired. Moore scribbled a number 
of figures on a blackboard and with the 
assistance of the court estimated the number 
of feet a man could normally walk in five 
minutes. Bittle had testified it required five 
minutes to get 700 feet from the cab. The 
prosecutor showed the average man can walk 
four miles an hour, or 352 feet a minute 
and 1,760 feet in five minutes. Moore said 
the figures spoke for themselves. 

Bittle made what appeared to be a star- 
tling statement,near the close of his cross- 
examination. He testified in response to 
one of Moore’s queries that Minnick drank 
more or less to excess during the week be- 
fore the robbery-murder and that on the 
night of the shooting of Rufus Eller he was 
intoxicated. 

“What!” shouted Moore, surprised. “Tell 
us about that. Who told you that?” 

Bittle stuttered. “I got that from Min- 
nick himself; he told me about it,” replied 
Bittle, his face red. 

“So you have spoken to Minnick after the 
murder?” pursued Moore. 

It appeared that an entirely new develop- 
ment was about to be injected into the trial 
but it collapsed in a moment. Bittle said 
he had been told by someone who knew Min- 
nick well. The court then ordered the tes- 
timony in reference to Minnick’s intoxication 
stricken out. 

Moore dwelt at length upon purported 
conversations between Bittle and Minnick 
which he averred were held in “Hog Latin,” 
a schoolboy jargon. Bittle denied using the 
system in order to conceal the robbery plot 
from possible listeners-in. Moore promptly 
produced the record of the previous trial in 
which Bittle explained “Hog Latin” at his 
counsel’s request, to refute the statement of 
the defendant that he was unacquainted with 
the jargon. 

Attorney Burd called beside the defendant 
nine character witnesses. To each of the 
latter Moore put the following question: 

“What would you say of a man’s char- 
acter if you knew he had stolen a watch?” 

Most of the witnesses refused to commit 
themselves and were excused with a “Very 
well, we won’t embarrass you.” 
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Bittle had admitted on the stand that he 
had been fined $25 for stealing a watch while 
in the employ of the General Electric Co., 
and placed on probation by the then City 
Court Judge Noonan, before whom he was 
being tried for murder. He admitted he 
swore falsely when he signed an application 
to carry a revolver, 

In his summation District Attorney Moore 
dwelt upon the inconsistencies in Bittle’s 
testimony. 

“It was Bittle’s gun, in the hands of Min- 
nick, which made Mrs. Rufus Eller a widow 
and the Eller child an orphan. Why should 
this defendant, because he quailed and ran, 
be permitted to escape the consequences of 
this crime when the man who was unfortu- 
nate enough but had nerve enough to handle 
the gun, had paid the penalty in the electric 
chair?” the prosecutor asked. 

He scored Bittle’s actions as those of an 
accomplice with full knowledge of his com- 
plicity and therefore equal responsibility with 
the actual slayer. 

Judge Burd scoffed at the idea of a con- 
spiracy between Bittle and Minnick. At no 
time, he said, was there even the beginning 
of a conspiracy. 

“All that has been placed before you 
jurors by the district attorney is conjec- 
ture,” cried defense counsel. 

The case was presented to the jury at 
3:42 o’clock and the verdict was brought in 
at 5:20 o’clock this afternoon. 








National Better Business Bureau to Replace 
National Vigilance Committee 


The National Vigilance Committee of the 
Associated Advertising Clubs of the World, 
which during the past 13 years has developed 
into an intensive nationwide system for the 
maintenance of- the “Truth-in-Advertising” 
standard, announced at the World conven- 
tion at Houston, Tex., recently its incorpora- 
tion under the laws of Delaware as the Na- 
tional Better Business Bureau. The change 
in name arises from the fact that the com- 
mittee is affiliated with and co-ordinates the 
local work of the many Better Business 
Bureaus in leading cities of the country. 

Operations of the National Better Busi- 
ness Bureau will be in charge of 15 direc- 
tors, five selected from the Better Business 
Bureaus, five from the sustaining members 
of the National Vigilance Committee, and 
five from the Executive Committee of the 
Associated Advertising Clubs of the World. 

There will be no change in operating pol- 
icy, but it is believed this step will enhance 
the prestige and influence of the Bureau’s 
work throughout the country and make of it 
a still more useful servant of advertising, 
American business and the consuming public. 

The incorporators of the National Better 
Business Bureau are: Lou E. Holland, of 
Kansas City, retiring president of the Asso- 
ciated Advertising Clubs of the World; Her- 
bert S. Houston, of New York, chairman of 
the board of trustees of the National Vig- 
ilance Committee; Harry D. Robbins, chair- 
man of the committee on management of 
the National Vigilance Committee, and Merle 
Sidener, of Indianapolis, a member of the 
committee on management. 








Louis A. Peabody, Wabash, Ind., has been 
succeeded by C. C. Farris. 
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Maryland-Delaware Convention a Marked Success 





Other Notables 


Greatest Gathering in the History of the Organization Held at Baltimore, 
May 21 and 22—Addresses and Social Features of Unusual Merit—Gov- 
ernors of Two States, President Brotherly of the A. N. R. J. A. and 
in Attendance at the Banquet— 

Officers Elected for Ensuing Year 




















Bartimore, Md., May 23.—A genuine suc- 
cess! That was the verdict of hundreds of 
delegates and their guests at the 11th annual 
convention of the Maryland and Delaware 
Retail Jewelers’ Association held here 
Wednesday and Thursday. Many of the 
delegates, taking a fancy to the city, re- 
mained here for several days after the con- 
vention. Brilliant weather, unexcelled Mary- 
land hospitality, scores of automobiles placed 
at the disposal of the visitors, sight-seeing 
tours and high-class entertainment will cause 
the convention to linger long in the minds 
of those who came. 

It wasn’t a cut-and-dried convention. 
There were no intensive addresses, but what 
was said was genuinely enjoyed from an in- 
structive and illuminative viewpoint. Ban- 
quets that were scheduled to stop at 11 p.m. 
lingered into the early hours of the morning. 
Reserve was thrown aside. The Baltimore 
entertaining committee had resolutely decid- 
ed to show the visitors a royal time. The 
jewelers of the two States were puzzled on 
how they could show their appreciation of 
such a glorious convention which had gotten 
away from the usual convention idea. So 
the jewelers of Maryland and Delaware got 
together and elected C€. Howard Millikin, 
managing director of the Hennegen-Bates 
Co., Baltimore, president of the Maryland 
and Delaware Retail Jewelers’ Association. 
Quite an honor and wholly a surprise to Mr. 
Millikin. The other officers elected were 
jewelers from Maryland and Delaware cities. 

Of course, all jewelers here are unani- 
mously working against the present tax on 
jewelry sales. They have written to their 
congressmen and have taken other means of 
making their protests effective, but no reso- 
lutions along this line were passed. But the 
jewelers in convention assembled did adopt 


a plan to lend vigorous support to the na- 
tional advertising campaign. They are in 
favor of such a campaign, but they believe 
that an equal support should come from the 
wholesalers and the manufacturers. 

The new officers of the association are C. 





C, HOWARD MILLIKIN, PRESIDENT-ELECT 


Howard Millikin, president; Samuel C. 
Evans, Milford, Del., vice-president; Ell- 
wood Davis, Wilmington, secretary, and T. 
Tschantre, Cambridge, Md., treasurer. The 
convention next year will be held in Phila- 
delphia, where several other jewelry conven- 
tions will be held simultaneously during the 
sesqui-centennial celebration of the signing 
of the Declaration of Independence. Asked 
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SOME OF THE OFFICERS, MEMBERS AND GUESTS WHO ATTENDED THE CONV 
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for an analysis of the business meeting of 
the association which was held Thursday 
morning, Mr. Millikin, the newly elected 
president, said: 

“T honestly believe that the most constrye. 
tive talk that we heard was the address de. 
livered by Conrad J. Brotherly, president of 
the National Retail Jewelers’ Association, 
Mr. Brotherly spoke on the benefits derived 
from collective advertising—advertising 
which does not single out a special house, 
but in which “group appeal” is made direct. 
ly to the public. The national publicity cam. 


paign, as explained by Mr. Brotherly, is an. 


objective which certainly should be achieved, 
I believe that such a campaign would have 
a stimulating effect on the retail jewelry 
trade.” 

Mr. Brotherly told the jewelers that they 
are not getting the trade which they should, 
simply because properly directed publicity 


has not been employed to attain that end” 


He cited the advertising campaigns of the 
national paint association, the florists and 
automobile manufacturers. A central fund 
whereby sums of money can be used for put- 
ting across an era of jewelry buying through 
collective advertising is the remedy, Mr, 
3rotherly said. 

Another highly educative and interesting 
address was that delivered on the afternoon 
of the opening day by Joseph D. Little, his 
subject being the “Evolution of a Tea- 
spoon,” 


ADDRESS OF JOSEPH D. LITTLE 


Mr. Little traced the evolution of the 
knife, fork and spoon and said that the first 
spoon used was a clam shell and when used 
for hot liquids a sharp split stick was at- 
tached. 

Quoting from the Bible, he showed that 
both gold and silver bowls and spoons were 
used over 3,000 years ago and that there 
were over 200 allusions to silver and 300 al- 
lusions to gold in the Scriptures. 

He also spoke of the interesting styles of 
spoons used by the ancient Egyptians, and 
also those taken from Herculaneum and 
Pompeii, which are now on view in the 
museum in Naples, and also called attention 
to the spoons made by the ancient Romans 
and Grecians. He then spoke of early Eng- 
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fish spoons, tca caddies, apostle spoons, snuff the mouth of Benjamin’s sack his ‘silver cup.’ 


gons, funeral spoons and folding spoons 
with tooth-picks which screwed in the 
igndie, Continuing, he said: 

“The earlicst knife used by prehistoric 
gan was Of flint stone. In the medizval 
jays man wore the knife at his side in a 
death attached to the belt. It served a 
jouble purpose, for it was used as a table 
implement and also as a weapon of defense. 
“Three hundred years ago everyone ate 











CHARLES M. BANKS, RETIRING PRESIDENT 

with their fingers before table forks were 
invented. Forks are of a very recent inven- 
tion and were introduced into England by 
Thomas Coryatt in the year 1611. Mr. 
Coryatt in taking a walking trip into Italy 
found the Italians using forks. He was 
ridiculed and spoken of as a man who fed 


himself with a fork. 


“One of the earliest allusions to silver 
hollow ware is mentioned in sacred Scrip- 
lure, where Joseph met his brethren who 
went into Egypt to buy corn, and he 
fave instructions to the steward to put into 


“The silversmith in the middle ages loved 
his trade and has never been excelled or 
equaled. He not only was a silversmith but 
a sculptor, a goldsmith, an artist, a painter, 
an architect, frequently excelling in one or 
more of the fine arts. 

“Benvenuto Cellini was one of the world’s 
greatest silversmiths. Michael Angelo was 
also a silversmith. 

“Paul Revere was one of the most inter- 
esting silversmiths of Colonial days, as well 
as a horseback rider, and he was also a 
maker of church bells, and a dentist, a cop- 
per-plate engraver and furnished cannons 
and gun powder to the army when they were 
in great need of these.” 

Mr. Little’s talk was illustrated with a 
very unusual collection of lantern slides 
which is said to be one of the finest in the 
country on silverware. 

James H.. Noyes, secretary of the Jewel- 
ers’ Security Alliance, in his address, stressed 
the importance of membership in his organi- 
zation. He recounted statistics showing the 
number of burglaries and holdups through- 
out the country. Mr. Noyes told of the im- 
portant work being done by the Pinkerton 
National Detective Agency in its continued 
war on crooks who prey on the jewelry 
trade. 

Retiring president, Charles M. Banks, in 
greeting the convention, in part, said: 

“In greeting you at this our 11th annual 
convention, I want to express to you my 
appreciation for the support you have given 
me during my term of office as your presid- 
ing officer, and to assure you that it has not 
only been a privilege but a very great pleas- 
ure to be associated with men such as those 
who make up our organization. We are to- 
day living in an age of progressiveness, an 
age of great accomplishments, an age where 
bigger and broader minds are making his- 
tory day by day. The Maryland and Dela- 
ware Retail Jewelers’ Association, actuated 
with this same sort of heroic courage, can, 
in a commercial way, do things of conse- 
quence that will command the attention and 
respect of other similar organizations 
throughout the country. Complete organiza- 
tion, co-operation, sincerity and truth must 
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be our watchword, else all will be in vain. 
It, therefore, behooves each and every one 
of us to not be unmindful of the Golden 
Rule in our daily business transactions if 
we hope to accomplish the cause for which 
our organization stands.” 

Two of the outstanding features of the 
convention were the banquet held Wednes- 
day night and the dinner given the next day 
at the Country Club. The banquet was at- 
tended by 400 members of the association, 
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including many ladies. <A total of 350 cov- 
ers were laid and at the last moment 50 
other jewelers and their friends appeared. 
The banquet committee had arranged to take 
care of a’ score of extra guests, but they 
didn’t expect such an “overflow” attendance. 
But Maryland hospitality was at stake and 
within 10 minutes an extra corps of waiters 
brought in many tables and all were seated. 

At the speakers’ table were seated many 
distinguished guests, including Albert C. 
Ritchie, governor of Maryland; Robert P. 
Robinson, governor of Delaware; Howard 











N " , 
D AND DELAWARE CONVENTION OF RETAIL JEWELERS, 


HELD AT BALTIMORE, MAY 21-22 














86 


3ryant, acting mayor of Baltimore; G. W. 
K. Forrest, mayor of Wilmington; C. J. 
Brotherly ; J. Thomas Lyons, general man- 
ager of the Baltimore News, and others. 
A. S. Golsborough, executive secretary of 














ELLWOOD DAVIS, SECRETARY-ELECT 

the Baltimore Association of Commerce, was 
toastmaster. Special guests included: John 
L. Alcock, president, Baltimore Association 
of Commerce; F. L. Davis, president, Penn- 
sylvania Retail Jewelers’ Association; Wil- 
liam F. Metten, of Wilmington, and James 
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H. Noyes, of the Jewelers’ Security Alli- 
ance. 

Governor Ritchie made an interesting ad- 
dress, but Acting Mayor Howard Bryant 
and “Tommy” Lyons were the men who kept 
the banqueters in great humor. Comment- 
ing on the influx of additional guests, Mr. 
Lyons remarked: 

“They just came at the right time; you 
all know how it is in Maryland. When you 
drop in around dinner-time why of course 
you’re invited to stay. 

“We have a hundred waiters here and 
they know what to do when extra guests ar- 
rive: they just make the portions smaller.” 
Uproars of laughted greeted Mr. Lyons’ re- 
marks. Howard Bryant, acting mayor, got 
a great ovation when he told the guests: 
“You know I give you the keys to the city, 
but you get the keys to the cellar from How- 
ard Millikin.” Music and dancing added to 
the glory of the evening. 

The menu was as follows: 

Salted Almonds 
Celery 
Cantaloupe Supreme 
Petit Marmite 
Planked Rockfish—Southern 
Noisette of Lamb Murat 
Breast of Virginia Chicken 
New Peas Creamed Hominy 
Heart of Palm with Tomato Salad 
Russian Dressing 
Fresh Strawberry Mousee 


Petits Fours 
Mints 


Cigarettes 


Demi ‘Tasse 
Cigars 
Many ladies attended the convention and 
they were given especial attention by Mrs. 
Frank M. Schofield and her committee. Au- 
tomobiles were constantly at their disposal 
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and trips to the shopping district and to the 
world-famed Lexington Market were made 
The final dinner was tendered at the Coun. 
try Club, Thursday afternoon. Two hun. 
dred members of the association attended the 
dinner. Before being taken to the clyh the 
delegates and their friends were taken op 
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an automobile tour of the Guilford-Roland 
Park residential district. 

Baltimore jewelers composing the group 
committee which arranged the convention 
included: C.. Howard Millikin, C. Frank 
Pearson, F. M. Schofield, E. H. Mealy, 


Harry E. Jacobi, Philip Katz, H. R. Greene- 
baum, H. O. Jenkins, Michael Caplan, S, 
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Judson Mealy, Henry Castelberg, H. C. 
Garthe, L. Krieger, Ferd Kohner, E. D. 
McParland, W. H. Brookman, S. P. Nor- 
folk, Jr, A. H. Morstein, Jacob Engel, Wil- 
fiam J. Miller, Leon Levi, F. J. Euler, L. F. 
Sackerman, G. N. Stieff, S. Katz and Arnold 


Rosenfeld. 








TRIAL ._UNDER WAY 





Three Youths, Indicted for Murder of Balti- 
more Jeweler, Now Facing Court 
for Second Time 


BatTrmoRE, Md., May 23.—Three youths 
indicted for the murder of Louis Cohen, 
East Baltimore jeweler, who was slain in 
front of his store May 13, 1924, went to 
trial this week before Judge Henry Duffy 
and a jury in Part I, Criminal Court. It 
is the second trial for Claude Dobbs, Thomas 
J. Foran and Charles Mullen. Ten months 
ago they were convicted of first degree mur- 
der and Dobbs and Foran were sentenced 
to hang, while Mullen, who confessed, got 
life sentence. The Maryland Court of Ap- 
peals allowed a new trial. 

It took two days to get the jury this 
week and three days were consumed in lay- 
ing the foundation for the admission of 
Mullen’s alleged confession. Ten alienists, 
including Dr. William A. White, who testi- 
fied at the Leopold-Loeb trial in Chicago, 
were called to the stand to testify as to 
Mullen’s mental calibre. The outcome of 
the testimony was that Judge Duffy ruled in 
favor of the admission of Mullen’s confes- 
sion, which was considered a victory for 
State’s Attorney Herbert R. O’Conor and 
his able assistant, Deputy State’s Attorney 

land K. Adams. 

fter a three-day battle with alienists and 
psychiatrists the State began the presenta- 
tion of direct evidence. Every inch of pros- 
ecuting ground is being contested by counsel 
for the defense. They are former United 
States District Attorney Robert A. Carman, 
Leonard Weinberg and former Assistant 
State’s Attorney Ellis Levin. The trial is 
attracting unusual attention here. The mur- 
der was one ‘of the most cold-blooded com- 
mitted in ‘the history of ‘recent crime, Mr. 
Cohen having been shot through the head 
when he resisted the bandits when they 
were robbing his window. 

Testimony began today when two wit- 
Messes positively identified Dobbs and Foran 
as members of the gang engaged in the at- 
tack on Mr. Cohen. The trial is expected 
fo continue for at least 10 days. 








A complete confession of the unsuccessful 
holdup of the Dan S. Parks & Co. jewelry 
store, Cheyenne, Wyo., recently, was dictated 
toa court reporter in the presence of Sheriff 

rge J. Carroll by George Montgomery 
Parks and Karl Nelson, who first gave his 
fame as “Guinan,” both of Fort D. A. Rus- 
sell. The reason given by the youths for 
their attempted robbery of the store was to 
secure $180, the sum they needed to buy 

it release from the army. The confession 
tame after the Sherriff learned the name of 
@man at the fort who brought the two 
Would-be bandits in his car on the day the 
tobbery was committed. The youths were 
atrested by Sheriff Carroll, as reported in a 
Fecent issue of THE JEWELERS’ CIRCULAR. 
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JEWELER COMMITS SUICIDE 


Morris Seiger Jumps to Death from Fifteen 
Story Window of New York Office 
Building—Business Affairs of 
Firm Under Investigation 
A meeting between Morris Seiger and his 
son, Simon, who until placed into bank- 
ruptcy were engaged in the jewelry business 
in New York, and attorneys representing 
creditors came to a sudden and tragic end 
last Wednesday afternoon, when Morris 
Seiger committed suicide by jumping out of 
a 15-story window of the Knickerbocker 
building. The body of Mr. Seiger was 
found crushed on the roof of a barber shop 
12 floors below the window from which he 

had leaped, 

Mr. Seiger and his son, Simon, were con- 
ferring with attorneys in the law offices of 
Rosenthal & Altman, in the Knickerbocker 
building at 42nd St. and Broadway and were 
discussing the affairs of the concern. The 
son was apparently the center of the discus- 
sion and unnoticed the father walked from 
the room and was not missed until several 
minutes later. When his absence was dis- 
covered, the son began a search for his 
father and was told that he had just killed 
himself, 

The Seiger firm which dealt in jewelry, 
precious and semi-precious stones, and had 
places of business at 136 E. Houston St., 
and 93 Nassau St., was petitioned into bank- 
ruptcy the latter part of February of this 
year. With the filing of the petition, Law- 
rence Berenson, who was appointed receiver, 
retained Greenbaum, Wolff & Ernst and 
Archibald Palmer, as attorneys. They im- 
mediately began examinations under Section 
21A of the Bankruptcy Act, and the testi- 
mony introduced at these hearings showed 
an alleged shortage of $200,000. This con- 
dition, it is claimed, was explained by Simon 
Seiger who, it is reported, testified that he 
had squandered the money on women along 
the “Great White Way” and that in order 
to obtain this money, the firm was compelled 
to resort to irregularities in buying and sell- 
ing merchandise. This story of young 
Seiger, however, was discredited by the re- 
ceiver, who claimed that the bankrupt told 
this for the purpose of preventing the re- 
covery by creditors of the large sums which 
the bankrupts, it is alleged, were endeavoring 
to conceal. 

The situation undoubtedly worried the 
elder Mr. Seiger and led him to.commit the 
act which ended in his death. In com- 
mitting this act, Mr. Seiger, it was learned, 
walked from the office of Rosenthal & 
Altman, which is located on the 11th floor 
to the 15th floor. There he went to the 
rear of the building, opened a window and 
jumped. The occupants of the barber shop 
were startled by the noise on the roof and 
by the time the body was removed and taken 
to the street a crowd had gathered and 
Broadway and 42nd St. was badly congested. 

Morris Seiger was 53 years old. He 
originally conducted business from his resi- 
dence and in 1909 opened a repair shop on 
Second Ave. The following year he estab- 
lished a store on Third Ave., and with his 
cousin did business under the style of Seiger 
& Satofsky. In 1919, the firm of Morris 
Seiger & Son was formed and subsequently 
an office was opened at 93 Nassau St., for 
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the purpose of engaging in the wholesale 
diamond business. The business at 136 E. 
Houston St. was a retail establishment. For 
a short time the firm had a branch in Phila- 
delphia. Morris Seiger and his son were 
also president and secretary, respectively, of 
the Simms Jewelry Co., Inc., which also 
went into bankruptcy following the action 
taken against the Seiger concern. 








SUIT OVER TRADE-MARK 





Jewelry Corporation Brings Action in New 
York Supreme Court to Prevent Use of 
Name “Tecla” on Face Powders 
and Toilet Preparations 


A suit to restrain the use of the word 
“Tecla” by the Salon Tecla, Ltd., was filed 
in the Supreme Court on Thursday last by 
the Tecla Corporation through Albert T. 
Scharps as attorney. The complaint, signed 
by Abraham Goldberg, president of the Tecla 
Corporation, states that it is the successor 
of M. Tecla & Co., which was organized in 
1906 to engage in the business of selling arti- 
ficial pearl necklaces and other jewelry. 
This corporation was succeeded in 1923 by 
the plaintiff corporation, which took over 
all its business and assets, and has spent 
hundreds of thousands of dollars in selecting 
and designing artificial pearls and other 
jewelry. The business increased until sales 
amounting to hundreds of thousands of dol- 
lars are now being made. 


The complaint states that prior to 1910 
M. Tecla & Co. adopted the trade mark 
“Tecla,” which had been registered by Frank 
Joseph Godsoll, founder of the business in 
the: United States, for pearls ‘and precious 
stones. The number of the trade mark is 
64,783. The trade mark has been displayed 
on the advertising, boxes and packages, and 
on the articles sold by the plaintiff, and in 
the window of the store at 398 Fifth Ave. 
The complaint states that to further protect 
the rights to the name the plaintiff’s pred- 
ecessor applied in 1922 to register the name 
written and displayed in a peculiar charac- 
teristic. The business of the plaintiff and 
his predecessor expanded to the extent that 
the name was used to include articles ap- 
purtenant to a lady’s boudoir, inciuding per- 
fumes, face powders, creams, etc. The name 
was registered for these products in 1915 
and 1923, it was alleged. 

The plaintiff alleges that the defendant has 
adopted the same name for the purpose of 
deceiving the customers of the plaintiff and 
the public in general, and is selling face 
powders, creams and like articles under that 
name. It is alleged that the defendant em- 
ploys the word. written in the characteristic 
manner in which it is used by the plaintiff, 
with the word “Salon” omitted and “Ltd.” 
used in a minute and inconspicouous manner. 

The complaint asserts that the. defendant 
was warned that it was using a name be- 
longing to the plaintiff, but it refused to 
desist from doing so. The plaintiff not only 
asks an injunction but demands an account- 
ing from all profits arising from the use of 
the name. 








An optical department has been installed 
in the jewelry store of Isaac Joseph, 535 
Warren St., Hudson, N. Y. 
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—and for the 
Bridesmaids 


SRE SETAE LCRA TROT ERT ARN EARNER ATOR 


DAINTYMODE 


The Effective, Comfortable 
Lingerie Supporteur 


—for the under-things or evening gown 


HE “marriage month of June” is almost here and, as usual, 
you will be asked time after time for suggestions for a 
gift for the bridesmaids—as well as for the bride. 


SB? DAINTYMODE is an ideal gift for bridal parties— 


attractive, useful, intimate, and new. The wide range of styles 
— and materials enable you to meet every taste and purse. 








Daintymode Lingerie It has won the women of the country from the moment it 
upport ] j i 
gear was first shown. Let it win extra profits for you this season. 


one in a. styiee S 

14K and 10K : . , 

Filled with 14K 1-10 Gold Write today for Daintymode dealer helps. They are free. 
Chains; and Sterling Sil- is a 

ver. Ornamental, Enamel, 


and Stone-set, Bins. | Order From Your Wholesaler 


in 6 fashionable shades. 
Obtainable from your 
wholesaler to retail at 


— B. A. BALLOU & CO., INC: 


- PROVIDENCE. R. I. 


“Pins for Every Purpose” 
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Seventh Tournament a Great Success 





Fifty-six Players Compete in Great Spring Event of Manufacturing Jewelers’ 
Golf Association at Rhode Island Country Club—O. P. Richardson 
Carries Off Honors and Eben F. Wilde Wins Mulford Cup 
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Proviwence, R. I[., May 23.—Eben F. 
Wilde, of the Baer & Wilde Co., Attleboro, 
had the best gross score in Class A at the 
Manufacturing Jewelers’ Golf Association’s 
Spring tournament last Thursday afternoon, 
and became thereby permanent possesser of 
the handsome silver loving cup presented 
two years ago by Vincent S. Mulford, of 
Tue JEWELERS’ CIRCULAR, having won it 
three times. 

Fifty-six players from this city and the 
Attleboros competed in the tournament, which 
was held at the grounds of the Rhode Island 
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Country Club, at Nayatt, overlooking Narra- 
gansett Bay, and was run off in three classes. 
It was the seventh tournament that the as- 
sociation has held, but for the first time only 
I8 holes were played, the playing beginning 
officially at 12:30 o’clock. James O. Otis, of 
Harvey & Otis, was the official handicapper, 
assisted by Herbert A. Boss, handicapper of 
the Metacomet Golf Club; Horace M. Peck, 
ot the Manufacturing Jewelers’ Board of 
Trade, officiating as scorer and clerk. 

Playing in three classes, those with handi- 
caps of 18 or less were rated in Class A, 
while those whose handicaps were greater 
than 18 were in Class B, and the third class 
Was composed of guests. Nine took part in 
the latter division, eight of whom turned in 
cards, and by a curious coincident there were 
Just eight guest prizes. 

0. P. Richardson, of the Highland Coun- 
tty Club of Attleboro, in the guests’ division, 
won the chief honors for the day, scoring 
highest in both gross and net—&4 and 78, 
respectively. E. B. Van Turbengen, of the 
Bogota Country Club, of Bogota, Colombia, 
South America, stood second in this class. 

he latter, who is spending a few weeks in 
this city with his brother-in-law, Eugene T. 
Abbott, of the Potter & Buffinton Co., spoke 


very enthusiastically concerning the Rhode 
Island Country Club grounds, buildings and 
location, and was much interested in the de- 
tails of the formation and growth of the 
Manufacturing Jewelrs’ Golf Association. 

Dinner was _ served at 7 o'clock, when an ex- 
cellent beefsteak was the piece de resistance, 
as a menu card at each plate showed: 

Menu 


Cream of Asparagus 
Steak Delmonico 
Stringless Beans 
Ice Cream and Cakes Demi Tasse 


Seated with President Samuel B. Levy at 
the head table were Past President Edgar M. 
Docherty and Manager Woodward Booth, 
of the New England Manufacturing Jewelers’ 
and Silversmiths’ Association; James O. 
Otis, President Howard C. Baker, of the 
Manufacturing Jewelers Board of Trade; 
Albert S. Vennerbeck, of the Vennerbeck & 
Clase Co., who is president of the Rhode 
Island Golf League, and Horace M. Peck, 
while among the special guests of the asso- 
ciation were Howard K. Clery and William 
H. Mason, of THe JEWELERS’ CIRCULAR; 
Robert B. Carr, of The Manufacturing 
Jeweler, and Arthur W. Davis, of The Key- 
stone. 

During the dinner an entertainment was 
furnished by Tom Mulgrew and Miss Ann 
Gorman, with Jack Clark accompanying at 
the piano, and everyone joining heartily in 
the community singing. 

At the conclusion of the dinner several 
songs were indulged in by the party, after 
which President Levy announced that the 
next association event will be held Tuesday, 
June 16, at the Metacomet Golf Club grounds 
in East Providence, when there will be a 
team match betwen Providence and Attleboro 
members for the Walter B. Frost cup. Al- 
bert S. Vennerbeck will captain the Provi- 
dence team and Lloyd G. Balfour (L. G. 
Balfour Co.), the Attleboro team. This cup 
was first played for last Spring, when it was 
won by Providence by the narrow margin of 
one point. Last Fall Attleboro took it away 
from Providence with a score that the Rhode 
Islanders do not like to remember. He then 
called upon Mr. Vennerbeck, who, he said, 
was a famous golf celebrity 17 years ago, 
when he won the championship of Rhode 
Island, to say a few words and present the 
prizes for the day’s play. 

Making his remarks short and snappy, Mr. 
Vennerbeck said that there is nothing that 
cultivates good fellowship more than golf, 
and stated that the four seasons the Manu- 
facturing Jewelers’ Golf League has been in 
existence has made the members of the in- 
dustry better acquainted with each other than 
ever in the history of the trade. Likewise, the 
game has made business and professional 
men in all lines better acquainted and had 
brought about numerous friendships that 
have become legion. He said in part: 

“T am not going to take the time this eve- 
ning of telling you the traditions of golfing 
as I have experienced them during the 28 


Sirloin Potatoes 
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years that I have been playing at the game. 
It would take me a year to tell you how the 
game has grown from a three-hole course at 
the Agawam Hunt to the present intensive 
and expansive courses; how the players have 
increased until now the game is played by 
thousands of men in every walk of business 
and professional life. I might also tell you 
how it has made men of certain human 
beings who previous to playing the game in- 
stead of at it have come to recognize and 
realize that there is a vast difference be- 
tween the shots you take and the shots you 
count. Many a man has ceased cheating him- 
self. 

“Now about this match gatne that is to be 
played at the Metacomet on June 16. I’m 
going to captain the Providence team, and 
Ballie over there will lead the Attleboros. 
They led us a long trail last Fall, and if 
we expect to maintain our right to even look 
at the cup we've got to get busy. For good- 
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ness sake practice the game so that if we 
can’t have quality we can have quantity. 
Sut enough of reminiscing and enough of 
moralizing. 

“T have been delegated again this evening 
by your president to present these prizes that 
have been donated by our friends to you 
mud-hunters of Providence and the illus- 
trious and illuminated grab hounds from 
Attleboro, you fellows who came down here 
with double-headed coins and won everything 
in sight.” 

He then made the various awards, making 
pertinent and personal remarks concerning 
each recipient. Among the prizes donated 
were the following: Gorham Mfg. Co., vase; 
Wightman & House Co., flask; Theodore W. 
Foster & Bro. Co., flask; Louis Stern Co., 
belt set; Ford & Perry Co., gold sets; Ostby 
& Barton Co., gold knife; V. E. Black Co., 
two match boxes, and Power & Mayer Co., 
gold chain. 

In winning Class A, Eben F. Wilde led 
with 90 gross and 78 net, taking the first 
gross, which carried with it the Mulford cup. 
Lawrence P. Keeler, of McRae & Keeler of 
Attleboro, and William C. Foster, of Theo- 
dore W. Foster & Bro. Co. of this city, tied 
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Reduction on the Entire Stock of Oriental Jewelry, 
Jades, Seed Pearls, Precious and Semi-Precious 
Stones, Amber, Beads, Necklaces of every descrip- 


tion, Diamonds, Watches, etc., or anything else in 
our huge assortment 


Terms: 90 Day Note 


1% a month discount allowed for cash 


THIS UNUSUAL OPPORTUNITY 


Will Begin June Ist and Continue for 
30 Days Only 








This rare opportunity is due to the incorporation of the 
well known house of Boyajian Brothers, which takes place 
on June Ist. Their successors, the Boyajian Brothers 
Jewelry Corporation, have taken over their entire stock of 
over a quarter of a million dollars worth of the finest mer- 
chandise, but find it necessary to liquidate some of this 
stock and are therefore offering it to the trade at a 


30% Reduction 


BOYAJIAN BROTHERS 


JEWELRY CORPORATION 
50 West 47th St. . New York 


_no way affect the personnel. or management which has had the 
The original Boyajian Brothers are still the sole owners of the new incorpora- 
The reduction sale which starts on June first is simply a means to 





N. B.—The incorporation of this well known house will in no 
confidence of the trade for over twenty-five years. 
tion, and there will be no change in the policy of this firm. 


reduce an unusually large stock. 
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fo 


toss. : 
yo H. Lincoln, with a net of 80, re- 


ceived the first prize in Class A and got one 


leg 
George F. 


r second gross at 91, but Keeler won it on 


on the Doyle cup, while R. O. Smith, 
McIntyre and James O. Otis 


broke even with 81 apiece, and on the match 
of the coin took the second, third and fourth 


prizes in the order named. 


Charles A. Mealy and R. F. Drew picked 
wp first and second gross prizes in Class B 
gith 105 and 106, respectively, while the net 
prizes went to James L. Wiggmore, 83; 
samuel B. Levy, 86; N. C. Grant, 88, and 
Chris W. O’Brien, 89. O’Brien was tied 
with Charles H. Perry, Frank R. Budlong, 
Frank A. Howard and Leon M. Flanders, 
yt was the lucky man on the draw. 
A great deal of interest was shown in the 
tournament and all are looking ahead to the 


next one. 
The scores were as follows: 
Crass A 
Player Gross 

ETT, WAGE 5 5.04 6:6 sievo-6: 90 
Lawrence P. Keeler....... 91 
William C. Foster......... 91 
James H. Lincoln......... 95 
UL ee ee 93 
George F. McIntyre....... 99 
Serer 93 
Mion HH. Riley.........% 101 
George Kolistedt.......... 99 
Gustave W. Strandberg... 104 
Harald W. Ostby......... 108 
Albert S. Vennerbeck...... 96 
mtt A; OSB .6. ssies'es 103 
Frank P. Daughaday...... 111 
Wien J. GOW.... 0.600 101 
Rn or near 109 
George L. Shepardson.... 114 
Loyd'G. Balfour......... 110 


Handi- 
cap Net 
12 78 

7 84 
15 76 
15 80 
12 81 
18 81 
12 81 
18 83 
12 87 
17 87 
18 9 
7 89 
id 89 
18 93 
7 94 
14 95 
18 96 
10 100 


Guy Mayer, Frederick A. Ballou, Jr., Ed- 
ward L. Gowan, Reginald J. White, Edward 
B, White and Louis F. Rodenberg—no cards. 


Crass B 
Charles A. Mealy......... 105 
R. Frank Drew........... 106 
James L. Wiggmore....... 113 
Samuel B. Levy........... 108 
eee 118 
Chris W. O’Brien......... 114 
Charles H. Perry......... 114 
Frank R. Budlong......... 1) 
leon M. Flanders......... 109 
ee ee 111 
Walter H. Preufer........ 119 
Howard he ae 126 
‘ugene T. Abbott......... 121 
beweltzer ....... ccc ee cs 123 
Charles W. Douglas....... 117 
Herbert D. Hough........ 129 
‘td L. Bridgham........ 121 
+ @ Sistrand............ 152 


25 
20 
30 
22 
30 
25 
25 
22 
20 
20 
25 
30 
25 
27 
20 
30 
20 
20 


80 
86 


101 
132 


RL. Wells, James C. Garvin, Jules P. 


Goldstein and Edward L. 


cards, 

GUESTS 

4. P. Richardson......... 184 
: D. Van Tunbergen..... 103 
re 107 
ttederick Schwinn........ 117 
3 re 119 
: | 131 
‘chert eee 133 
- Coatsworth.......... 146 


). H. Hennessey—no card. 


McHugh—no 
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Heard on the Greens 


Fifty-six took out cards. 


* * 
The 18-hole schedule pleased every one. 
* . 


“Tt’s a long way out, but further back,” Jim 


Garvin claims. 
* * 


There were eight players in the guests’ class and 


each won a prize. 
* - 


Walter Preufer has eyes for only one object, 
which wasn’t first prize. 
* * 

Jules Goldstein was a good side partner to the 

soloist, Tom Mulgrew says. 
* * 
Frederick Fairbrother, Jr., enjoyed everything 
on the list from soup to cabaret. 
* * 
Horace Peck acknowledged that he sure did 
miss Kelley in keeping the scores. 
* @ 
Gus Strandberg turned in a score just as he 
does everything else. hard to beat. 
* * 
Al kiley says there should be an obliteration or 
an elimination or something. Ask him. 
* * 

Frank Budlong hustled back from his western 
trip so to be on hand. Frank’s a hustler, anyway. 
* + 
The score keeper allowed that the Class B fel- 
lows were much better with a rake than a gold 


club. 
* * 


C. N. Douglas is a dandy partner to have, but 
he won’t help his partner out of a hole. He won't 


cheat. 
* <a 


Guy Maher showed his adaptability for golf 
or business and usually made some of the fellows 
hustle. 


* * 
Some one said that it was a setter dog that 
graced the menu cards, but the query was, who 


set for it? 
* * 


“All together for the Frost cup match at the 
Metacomet Club on June 16,” is the slogan of the 


team leaders. 
7 * 


Eben Wilde sat at the foot of the table, but 
according to the card he turned in, he should have 


been at the head. 
* *& 


Jules Goldstein’s new nickname of “Scissors” 
is said to have originated in the posture he as- 
sumes when making a drive. 

* + 

Theodore W. Foster not only donated a prize but 
sent a representative to put up all the argument he 
could to make it interesting. 

* * 


Frank Daughaday occupied a big easy chair on 


the Italian terrace most of the afternoon and 
watched the “sad sea waves.” 
* * 
Al Vennerbeck declares the Attleboro fellows 


were all provided with “double headed’’ coins. At 
least they all the tosses. 
+ * 


won 


George Shepardson may be a buckle manufac- 
turer but he can also tie up to any one on a golf 
course, or outside, for that matter. 

* * 

Herbert Hough and George Shepardson are the 
“cure hold’? combination when it comes to buck- 
golf tournament, or belts. 

* * 

Gene Abbott had as a guest E. D. Van Tubergen 
of the Bogata Country Club of Bogata, Columbia, 
S. A. He won guests’ prize. 


ling into a 


second 
* * 

A hard combination to heat is the White firm. 
Ted sets the pace; Reg runs it down and J. J. 
is in at the finish to see that all is well. 

* * 

For some reason Gene Abbott was on his dignity. 
It may have been hecause he shot a good game, 
or because he had just got back from a business 


trip. a 


A hard question to answer is whether Al Venner- 
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beck looks more dignified when he plays golf or 
when he is singing with his glasses up on his fore- 
head. 

* * * 

Charlie Mealy kept his word. He appeared in 
a pair of gold stockings that were wonderful 
to behold, but not being red enough, failed to win 
a prize. 

* * 

Of all the hard workers there is none better 
than “18-K Sam” as the medal custodian termed 
him. He sure puts his heart and soul into the 
Association. 

* * 

Herbert Hough, after putting three balls into 
the Italian village off the course on the ninth, 
reckoned that the only way to get even was to 
re-figure cigarette cases. 

* * 


Eben Wild’e fine drive from the fifth green 
helped him win the Mulford cup. He had a wind 
gauge on his driver which kept him out ‘of thé 
sand trap where several of the others landed and 
“bided” at least “a wee” before “ganging awa.” 


. ” 


Fred Howard, Fred Brigham and Alton Riley 
made a North Attleboro threesome. An adding 
machine salesman could have sold this trio a ma- 
chine to keep track of the scores after the third 
hole. Incidentally, it would have settled a lot of 
arguments. 

io _ 

“Bill” Gow says that his weight accounts for 
his score. “When I weight over 200,” he said, 
“my score invariably goes over 100. When I re- 
duce my score goes down correspondingly. Right 
now I weight 217. If I was down to normal my 
score would have been around 74,” 

* * 


Lloyd G. Balfour, Attleboro, left the course at 
the fourth hole and beat it across lots to the club- 
house. Ray Wells confided to the other members 
of the foursome that “Ballie’ had to quit the 
game in order to exercise a brand new Packard 
eight which decorated the rear yard of the cluh- 
house, 








Silver Service Once Owned by Grandfather 
of Field Marshal Von Hindenburg on 
Exhibition in Cumberland, Md., 
Jewelry Store 


CuMBERLAND, Md., May 23.—A complete 
silver service once owned by the grand- 
father of Field Marshal Paul von Hinden- 
burg, now President of the German Repub- 
lic, is on exhibition in the window of Guy 
Neff’s jewelry store on N. Liberty St. 

The set consists of a dozen dinner knives 
that are gold-plated and a dozen steak knives 
of steel. The handles of the knives, as well 
as of the forks, are all of porcelain and 
beautifully hand engraved. There are a 
dozen teaspoons and a dozen tablespoons, 
gold-plated, and with an engraved crown 
over the initial “H.” The service is packed 
in the original case, lined with leather on 
which the crown and “H” also appear. The 
pieces show that they have been much in 
use. 

According to the owner, Fred A. Puder- 
baugh, local attorney, 111 Green St., his 
father came into possession of the valuable 
service long before the outbreak of the 
World War, and at a time when the Hinden- 
burg name had no more prominence than 
hundreds of other German names. Mr. 
Puderbaugh’s father was a collector of an- 
tiques and old coins, and was attracted to 
the Hindenburg silver service by its intrinsic 
value alone. Since the election of General 
Paul Hindenburg as president of Germany 
the timely interest of the set has increased 
to such an extent that friends persuaded Mr. 
Puderbaugh to place it on exhibition. Its 
age is estimated at about 250 years by silver 
experts. 
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HAMILBURG-SHAW CORPORATION 


8 WEST 30TH STREET 
NEW YORK CITY 


ANNOUNCE 








that they have purchased all the Dies and Tools to 


manufacture the entire line of the L. J. Anshen Co., 
Providence, R. I., with the exception of the Expansion 
Watch Bracelet. They will continue the manufac 
turing of all Ring and Bracelet Mountings formerly 
made by the L. J. Anshen Co. Attractive numbers 
will be added to the line. which will soon be ready for 
your inspection. 


They are in the process of equipping a modern 
factory at the above address, installing the most 
up-to-date machinery with the view of reducing cost 
production to the least possible degree, thereby giving 
you “Value plus Service”. 








HAMILBURG-SHAW CORPORATION 


8 WEST 30TH STREET 
NEW YORK CITY 


TTT 
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ROBBED OF $80,000 IN GEMS 





seman for New York Concern Held Up 
by Bandits in Newark, N. J., Who 


Escape in an Automobile 


\ewaRK, \. J.. May 23.—A country-wide 
watch was instituted today by the local de- 
tective force in an effort to apprehend six 
andits who late yesterday afternoon robbed 
William E. Keer, Jr., a salesman for Albert 
orsch & Co., jewelers, of 37 Maiden Lane, 
New York, of uncut diamonds valued at 


IF sees had proceeded but a few steps 
irom his home at 86 Walnut St, when two 
men jumped from an automobile, the engine 
of which was running, and poked revolvers 
into his face. He was ordered to put up 
sis hands, which he did promptly. In the 
meantime four other men, accomplices of the 
two who were in the automobile, moved 
dose to the salesman. 

The diamonds were in a wallet in Keer’s 
inside coat pocket and one of the bandits 
qickly extracted it. The men then jumped 
tack into the car, which sped down New 
lersey Railroad Ave. Keer watched it dis- 
spear in the traffic and ran to his home to 
wtify the police by telephone. Later he 
was taken to the rogues’ gallery in an effort 
o identify the bandits. The detectives did 
sot say whether he was able to identify any 
f the pictures. 

Keer told the detectives that he was on 
his way to 50 Walnut St., where he had 
expected to negotiate a sale, when the holdup 
ocurred. He said that he had used a thin 
vallet and his pocket did not bulge. It was 
jutile for him to battle with the men, the 
detectives said afterward. 

Besides Keer, three women furnished the 
lice with descriptions of the men and the 
formation was immediately broadcast to 
New York and adjoining cities and a watch 
kept on the roads leading out of Newark. 
letectives also spread a net to the various 
ferry terminals. The women who witnessed 
te holdup are Mrs. Vera Slenis, Mrs. Jean 
Poole and Mrs. Ruth Barry, all of Walnut 
St 

The detectives had been furnished the 
tense number of the automobile the bandits 
wed and in checking up found that the car, 
wned by Edward Schartoff, of 41 Ridge- 
mod Ave., this city, had been stolen from 
‘iront of Petty’s pharmacy, Broad St., two 
lays previous. 

The Jewelers Security Alliance of New 
tk has offered $1,000 reward for the 
ast and conviction of the bandits. In 
iin, the Lorsch firm offered 10 per cent. 
“all diamonds recovered. The automobile 
“ed in the holdup was found abandoned on 
* Canal St. this city, about a half mile 
“m the scene of the robbery. The police 
“wrt that they have come in possession of 


Me oe : . 
thes Which will result in early capture of 
% bandits. 





The holdup and robbery of William E. 
, Jr, salesman for Albert Lorsch & 
vd Maiden Lane, N. Y., which occurred 
mia N. J., last Friday, is the second 
en the concern has suffered in a little over 
a The loot taken from Mr. Keer 
. ted of loose diamonds and is valued 
Lem oximatel y $80,000. The loss of the 

Concern is fully covered by insurance, 
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In explaining the reason for Mr, Keer’s 
possession of the diamonds while at his 
home, Mr. Henry, of Albert Lorsch & Co., 
who was interviewed by a JEWELERS’ CIRCU- 
LAR reporter, stated that Mr. Keer lives in 
Newark and has been covering that city for 
25 years. He resides in the vicinity of a 
number of the jewelry factories in that city 
and goes home each day for lunch. In the 
evening he places the diamonds in a safe 
deposit vault in one of the banks of Newark 
and in the morning takes them out and visits 
his trade. He was leaving his home after 
eating his lunch when held up. 

Mr. Keer has been with the concern over 
35 years and is well known among the trade 
in Newark. Owing to his regular habits it 
is believed that the bandits watched him and 
waited their opportunity, knowing about 
when he would leave his home on Friday. 








OFFERS 45 PER CENT 





Paul Jewelry Co., Chicago, Makes Settlement 
Proposition to Creditors 


Creditors of the Paul Jewelry Co., Chi- 
cago, held a meeting last Thursday at the 
offices of S. Howard Imbrey, attorney, 110 
William St., New York, at which time, the 
entire condition of the Chicago firm was dis- 
cussed. A creditors’ committee was also 
appointed and at the conclusion of several 
meetings, held on Thursday and Friday, the 
Chicago firm offered to settle with creditors 
on the basis of 45 cents on the dollar—pay- 
able 15 cents in cash and the balance of 
30 cents in nine equal monthly payments 
beginning on Sept. 1, 1925 and properly en- 
dorsed and secured. The creditors’ com- 
mittee consists of Louis Whitelaw, chairman, 
Norbert Salter, Jacob Schoen and Leo Sher- 
man. S. Howard Imbrey was appointed as 
counsel to the commitee. 

The Paul Jewelry Co., executed a deed 
of trust recently to Louis Goldman of Chi- 
cago, who is now in possession of the assets. 
It was stated at the meeting on Thurs- 
day that a perpetual inventory was kept by 
the concern and all of this merchandise was 
checked up against this inventory and found 
to be correct. A statement read at the meet- 
ing and which has since been sent to all 
creditors showed the financial condition of 
the firm. An examination of this report 
indicated to the creditors that while the 
assets nominally are more than the liabili- 
ties, that on a liquidation basis they would 
not bring, considering the expense of court 
proceedings and liquidation, anything like 
the settlement that is being offered. The 
creditors’. committee in a statement issued 
under date of May 23, stated in part: 

“The instalment accounts are not usually 
collectible except through a going concern 
and will bring very little. The merchandise 
inventory, after taking off $49,792 worth 
of pledged merchandise amounts at cost to 
$78,808. As there is quite a good deal of 
cheap jewelry included in the inventory a 
liquidation sale of same would bring much 
less than 50 cents on the dollar. ‘As to 
the furniture and fixtures, most of them 
being built in, it is doubtful if they would 
have very much value. 

“All of the above facts were considered 
by the committee in coming to their con- 
clusions and also the important fact that no 
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irregularities were found and after a: great 
deal of discussion and when it was thought 
that no settlement was possible of accom- 
plishment the debtor finally raised his offer 
to 45 cents on the dollar, payable 15 cents 
on the dollar in cash and 30 cents in nine 
equal monthly payments beginning on Sept. 
1, 1925, properly endorsed and secured. 

“The commitee is sanguine that the cred- 
itors will be very pleased with the result 
of their labors and as the notes are not only 
to be endorsed by a responsible endorser 
but the debtor has agreed to give the lease 
which he personally has on the Sherman 
Hotel store as collateral security for the 
payment of same, there should be no hesi- 
tancy in seeing that this matter goes through 
very quickly. 

“The committee cannot too strongly rec- 
ommend the acceptance of this proposition 
because failure to accept will mean bank- 
ruptcy and court proceedings which will be 
extremely expensive and will eat consider- 
ably into the estate and it is hardly likely 
that the creditors will get very much of a 
settlement if this proposition is not at once 
accepted and put through.” 

Each creditor is being sent an agreement 
for his signature stating that the deferred 
payments are to be evidenced by the promis- 
sory note of the Paul Jewelry Co., endorsed 
by Paul Korshak and by another endorser 
satisfactory to Louis Goldman, trustee, and 
S. Howard Imbrey, counsel to the creditors’ 
committee. These payments are also to 
be secured by the assignment in escrow 
of the lease held by Mr. Korshak on his 
store now occupied by the Paul Jewelry 
Co., in the Sherman Hotel in Chicago. The 
assigning of this lease has been made to 
Mr. Imbrey and to Mr. Goldman, as trustees 
for the benefit of creditors. At the meeting 
a great deal of discussion arose over the 
lease on the store in the Sherman Hotel. 
While the store is occupied by the Paul 
Jewelry Co., the lease is under the name of 
Paul Korshak, who is head of the firm. 
He refused to include this among his assets 
but at the creditors’ committee meetings, 
he was finally induced to assign it in escrow 
to Mr. Goldman and Mr. Imbrey, to secure 
the payment of the proposed settlement. 








Diamonds from Antwerp Composed One- 
Third of Total Value Belgian Exports 
Last Month 


Wasuincton, D. C., May 25.—Polished 
diamonds comprised nearly one-third of Bel- 
gian exports to the United States last month, 
Consul General Messersmith, at Antwerp, 
advised in a cabled report to the Department 
of Commerce. 

Diamond exports to the country from Bel- 
gium totaled $1,500,000 and total exports 
$4,991,000. 








Market Prices for Silver Bars 
The following are the quotations for silver 
bars in London and New York as reported 
for the past week: 


Selling Price 
London U.S. Gov't New York 
Date Official Assay Bars Official 
May 19 ...... 31% 59% 67% 
May 20 ...+.. 31% 69% 67% 
May eee 31 ys 69% 67% 
May 2? ssc02 Stk 69% 67% 
a eee 31% 69% 6714 
May 25 ...... 31% 70% 67% 
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fMid-Bear Dinner 


Held at Curk’s Head Club, PMayp 20. 


“Wear fore Jewelry” the Keynote 


ProvipENCE, R. I., May 23.—The mid-year 
dinner meeting of the New England Manu- 
facturing Jewelers’ and Silversmith’s Asso- 
ciation held at the Turks’ Head Club, this 
city, last Wednesday evening was a de- 
parture in almost every feature from its long 
list of predecessors. Even the most cherished 
traditions were shattered and, in the opinion 
of many, to good purpose. 

Long years ago—so long that few of the 
present membership have personal knowledge 
of it—all reference to business was banned 
and tabooed at these gatherings, but on 
Wednesday night business was a keynote of 
the meeting. It was launched by President 
Stone, taken up by the committee and car- 
ried prominently throughout the program. 

And, in order to stimulate business, the 
more than 225 members and guests pledged 
themselves to wear more jewelry, and to 
begin doing so at once. As President Stone 
said: “If you don’t want to wear your own 
production, wear the other fellow’s. But 
get the habit; set the example.” 

Aside from the keynote of business stimu- 
lation, good-fellowship was the outstanding 
feature of the meeting, which was given 
voice through the message brought by the 
principal speaker of the evening, Rabbi 
Harry Levy of the Temple Israel, of Bos- 
ton. Then there were other features, con- 
spicuous among which was the lack of for- 
mality and the assembling earlier and the 
getting away early. 

But withal, and through-al, the inspiring 
theme of the meeting was the admonition to 
the manufacturers to wear more jewelry 
themselves and set the example if they ex- 
pected others to buy and wear it. Scarfpins, 
the “sick sister of the business,” came in for 
particular attention, President Stone calling 
attention to the fact that he was wearing 
one for the first time in three years. Rabbi 
Levy, in his introductory remarks, called 
attention to his scarfpin, which he declared 
he had been wearing for three years, thereby 
making him eligible for honorary member- 
ship in the Association, he said. 

The usual dinner program was reversed 
for they sang before eating. This was an- 
other of the innovations of the occasion, the 
usual half an hour or more of waiting in 
the club lounge being curtailed and substi- 
tuting therefor the assembling about the 
small group tables in the banquet hall and 
joining in the group and community singing. 
This was led by a quartet consisting of 





Samuel B. Levy (V. E. Black Co.), Paul 
B. Paris (Cohn & Rosenberger), and W. 
Clarke S. Mays (Mays Mfg. Co.) of this 
city and James L. Wiggmore, Jr. (H. W. 
K. Co. of Attleboro, assisted by Frederick 
Linke, baritone and Miss Maude Blackburn, 
contralto, with Mr. Mays as song leader and 











RALPH K, STONE, PRESIDENT 


director, and Charles Sheldon at the piano, 
as accompanist. 

Then there was singing between the 
courses and then everybody sang again when 
the dinner was over, the closing number be- 
ing a clever parody on “Oh, Katharina,” de- 
scriptive of the woes of the jewelry business 
and what to do to cure them. W. Clarke 
S. Mays admitted sufficient evidence to con- 
vict him of writing it, and was sentenced 
to lead the gathering when they sang it. 

At each plate was a neat card on one 
side of which was “The Jewelers’ Creed” 
which everyone was expected to sign, hang 
up in his office or home, and observe faith- 
fully for a method for boosting business. It 
read as follows: 

The Jewelers’ Creed 

I believe in my business or I would not 

be in it. 

I believe that to have my business good, 

men and women must wear jewelry. 


I believe that EXAMPLE is important, 


THEREFORE-—I am going to wear mon 
Jewelry and urge others to do so—AND 
I AM GOING TO DO IT Now: 
On the reverse side of the card was a list 
of 24 articles of men’s jewelry, headed by 
the query: “Do YOU set a GOOD Ez. 
ample?” with the request to “check yourself 
up by making a mark opposite the items that 
you wear.” 
Beneath was the admonition “Turn over a 
new leaf” and remember “Gifts that Last.” 
Seated at the head table were President 
Ralph K. Stone, Rabbi Harry Levy of Bos- 
ton; Manager Woodward Booth, Past Pres- 
ident Henry Wolcott and Vice-President 
Joseph Rioux of the Association, while 
among the guests of the Association were 
Past Presidents William T. Chase, Harry 
Mays and Edgar M. Docherty; Charles E. 
Hancock, New England Vice-President of 
the National Jewelers Board of Trade; 
Howard C. Baker, President of the Mam 
facturing Jewelers’ Board of Trade; Samuel 
B. Levy, President of the Manufacturing 
Jewelers’ Golf Association; William H. 






















' Mason, of THE JeweLers’ Circuar; Wil: 


liam Lyons of The Manufacturing Jeweler, 
and Arthur W. Davis of The Keystone. 

It was announced that the whole proceeé: 
ings of the evening would be broadcasted 
through station WJAR, the Outlet Co., and 
Mr. Ryan, the radio announcer from that 
station was in attendance with all his para 
phernalia. In fact the trick was s0 wel 
staged that the majority of the auditors 
were taken in by the stunt, which was 4 
ranged by Clarke Mays and Sam Levy who 
had “Levy-ed on Station WCSM” for the 
effects. This part of the program wé 
opened by Mr. Mays who announced a seriés 
of three prizes to be given for the best 
essays of not to exceed 100 words each on 
“Why Men Should Wear Scarfpins,” sett 
in by radio listeners, while everyone submit: 
ing an essay was assured of a pearl scarfpi. 


ADDRESS OF PRESIDENT RALPH K. STONE 

President Stone called the attention of the 
diners to the cards and said that he “a 
checked his card up and found that he 
wearing about 33 per cent, which isn't bat 
he added. “It’s the first time in three re 
that I have worn a scarfpin but I am glad ° 
see tonight that the committee has on 
a move to popularize scarfpins.” He hs 
cited a case where an automobile ac “ 
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was caused by the wind blowing the ends 
of a driver's tie into his face, which might 
have been avoided if a scarfpin or clasp had 
heen worn. 

“lf as a result of the little satire the 
committee has staged here tonight we start 
4 demand for scarfpins we will have accom- 
plished a big thing. But the New England 
Manufacturing’ Jewelers’ and Silversmiths’ 
Association is constantly doing big things. 
It is always moving and moving fast. It 
has to keep up with its secretary.” He then 
mentioned the two new bureaus recently 

tablished by the Association and which 
have been described in detail in these col- 
ymns—one in which firms may list their 
products so that in answering inquiries direct 
information can be given whereby business 
may be retained in New England. The 
other is the bureau of economy wherein ma- 
chinery, tools and other equipment, tempo- 
rarily out of use may be exchanged to those 
desirous of it. He urged the members to 
take advantage of these bureaus and they 
would find them a betterment not only for the 
individuals but for the industry as a whole. 

“Membership in this association is one of 
the most essential needs of this industry. 
It is a wholesome, practical insurance policy 
against tariffs and other legislation inimical 
to the interests of the industry and against 
harmful activities and measures in other sec- 
tions which, any day in the year, might re- 
sult in a heavy loss to you along lines that 
may well be designated as welfare work. If 
you do not understand what I mean by this 
get in touch with the secretary immediately. 

“From the very outset of preparing for 
this supper meeting the procedure has been 
unusual and, in accordance with the cut 
and dried plans usually followed, very irreg- 
ular. And so having delivered my short 
speech I will close by welcoming you all 
and hope you will enjoy the occasion.” 

Paul B. Paris from the committee on mem- 
bership drive reported that the committee 
has three applications all signed to be pre- 
sented to the directors at their next meeting 
and several other prospects in sight. 


ADDRESS OF RABBI LEVY 


Rabbi Levy was then introduced and im- 
mediately won his auditors by the free and 
tasy manner of addressing them and the 
unctuous humor and sage wisdom that per- 
meated his remarks, his interesting and 
forceful address explaining better than words 
the reason for the remarkable following of 
men which he is reputed to have at the 
Temple Israel in Boston. 

Facetiously referring to the fact that three 
years’ wear of his scarfpin ought to qualify 
tim for honorary membership in the Asso- 
tiation he said that he had no objection 
‘0 wearing jewelry and was in a receptive 
mood. This was followed by a rapid fire 
tlivery of witty stories, piquant remarks 
pointing a lesson or emphasizing a principle, 
"hich prefaced his main address. His ad- 
tess dealt mainly with the necessity of the 
Moples of the world knowing each other 
better, dealing with toleration and the need 
a larger appreciation of the better quali- 
ies of other men. 

_His address was divided into three topics 
ilustrative of this point. Wars, he said, 
tre due to international ignorance and stu- 
hidity. “While it has been said that all wars 
e caused by business rivalry, in the opinion 
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of ‘an impractical -visionary minister,’ that 
is not so. We go to war because we don’t 
know people, who in the final anaylsis are 
much like ourselves.” 

The second point, he said, is the better 
relations and understandings between the 
native and the foreign born. The latter 
can never become wholly Americanized; can 
never assimilate our American ideas and 
ideals so long as they are given the cold 
shoulder and made to feel that they are out- 
side the ban, and thus cause them to more 
closely segregate themselves into circum- 
scribed colonies. The antagonisms of the 
people of different nationalities in this coun- 
try arises from the lack of knowledge of 
each other, and religious strife is the result 
of the same cause. 

“All men are brothers,” he declared, “and 
all are sons of the same God. We have 





MANAGER 


WOODWARD BOOTH, 


enough religion to make us hate each other, 
but not énough to make us love each other, 
but the fact that we differ denominationally 
need not make us enemies. No church or 
denomination has a monopoly on truth and 
the best religion for any man is the religion 
of his fathers.” 


ADDRESS OF WOODWARD BOOTH 


President Stone then called upon “the man 
behind the guns of the association”—-Wood- 
ward Booth, who spoke on business condi- 
tions and said he wanted to stress one point, 
the need of optimism and a firm belief in 
the jewelry industry. He said that nothing 
is so detrimental to an industry as to have 
the members of it constantly telling how 
poor it is. He asserted that in spite of the 
general pessimism of the manufacturing jew- 
elers, no less than seven of the largest man- 
ufacturers had assured him that their business 
was in better condition than it had been in 
a long time and that prospects for continued 
good business were bright. He mentioned 
the instance of a buyer, who recently vis- 
ited this city and after talking with the 
manufacturing jewelers many of whom said 
that jewelry -was passe, decided not to buy 
anything and left without placing any orders. 

“The little blue glooms are unconsciously 
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absorbed by all of us,” he said, “and.to offset 
this everyone of us should cultivate and stim- 
ulate latent: optimism.. Humanity has. an 
innate desire to adorn itself. Jewelry has 
not become passe; as the people of the world 
have become more intelligent, more enlight- 
ened, they have not overcome the desires of 
their ancestors for adornment. The desire 
for adornment is latent if not actively pres- 
ent with the average person, man, woman 
or child, and as articles of adornment are 
the productions of your industry you should 
never entertain, and certainly never express, 
pessimistic sentiments concerning it. 

“The desire for adornment is the same 
the world over whether it be in the diamond 
circle of the Metropolitan opera in London, 
Paris or New York; at the mill gates of 
Fall River; among the savages in the jun- 
gles or darkest Africa, the desire for per- 
sonal ornaments of value has manifested it- 
self in every age and in every era of the 
world’s history. That it was present in the 
days of King Tut, centuries ago, has been 
revealed upon the opening of his tomb. 

“This desire is an asset to the industry 
and notwithstanding the gloomy present of 
the jewelry industry, the economic conditions 
are fundamentally sound and while the pros- 
pects are promising it is a mistake to be 
broadcasting gloom.” 

Mr. Booth was followed by Samuel Levy 
who, introduced as “six feet of the V. E. 
Black Co.” appeared in “green gloves” and 
gave an uproarious monologue that was re- 
plete with witticisms and jibes at members 
of the association that were duly appreciated 
by the auditors. 

During the evening alleged telegrams were 
read from various well known members of 
the trade including Jake Engel, Arthur Stone 
and Wiliam B. Cooper, stating “that the 
program was coming over fine” and extend- 
ing congratulations. : 

The committee that had charge of the ar- 
rangements consisted of Edgar M. Docherty, 
chairman, Matthew T. Dunn, Paul B. Paris, 
Joseph Lancor, Samuel B. Levy, W. Clarke 
S. Mays and Charles A. Mealy. 








Deposit of Jade Reported to Have Been 
Discovered in the Transvaal 


WasuHINGTON, D. C., May 25.—Commer- 
cial exploitation of an important jade dis- 
covery in the Transvaal is reported by As- 
sistant Trade Commissioner F. E. Sullivan, 
at Johannesburg, to the Department of Com- 
merce. The find was made on a farm on 
the west side of the Crocodile river, near 
Brits. A company doing business as Jades, 
Ltd., with headquarters at Johannesburg, has 
been organized. The discovery of the de- 
posits was made while prospecting for 
chrome iron ore was being conducted. The 
stone being found is blue, white, pink, green 
and in various shades of these colors. 

The company has obtained permission from 
the Minister of the Interior of the Union 
government to bring Chinese jade experts 
into the country as cutters and polishers, in 
order that the jade may be cut and marketed 
in the shape of beads and Chinese art orna- 
ments, in which form it is expected to bring 
better prices. 








Bert Lederman is the successor to the 
Cawood Jewelry Shop, Washington, Kans, 
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HILSINGER HONORED 


President of Masonic Clubs of New York 
State, Guest of Honor at Dinner 
in Metropolis 

E. F. George Hilsinger, president of the 
Masonic Clubs of the State of New York 
and past president of the Jewelers’ Square 
Club, was honored last Saturday evening at 
a testimonial dinner held at the Hotel Astor, 
New York. About 200 Masons including 
a large delegation from the jewelry trade 
gathered to honor Mr. Hilsinger and pre- 
sented him with a diamond ring and a 
leather traveling bag. The ring, which was 
made of paltinum, bore the emblem of a 
32nd-degree Mason and was given by the 
jewelers, while the bag came from the 
State organization. 

The association 


had as its guest, A. B. 





HILSINGER, PAST PRESIDENT OF 
J EWELERS’ SQUARE CLUB 


GEORGE 


Eaton, president of the National League of 
the Masonic Clubs and several of the vice- 
presidents of the same organization. Dr. 
Brown, past grand chaplain of the New 
York State Association was also among the 
guests and the evening’s activities were pre- 
sided over by Captain Bertholf, president of 
the United States Army Square Club. 

The speakers included National President 
Eaton, C. A. McHenry of Fredericksburg, 
first vice-president, and George H. Peterson, 
of New Jersey, second vice-president of the 
national organization. Dr. Brown and War- 
ner A. Miller, past president of the Masonic 
Clubs of the State of New York were also 
speakers. All of these speakers took the 
occasion to compliment the guest on his 
efficient work and pointed out that he is one 
of the hardest working presidents the State 
organization has ever had. Since Mr. Hil- 
singer has been president, he has visited 
approximately 10 clubs in New York which 
are affiliated with the State organization. 

President Hilsinger responded to the ad- 
dresses and also acknowledged the two 
gifts. The ring given by the jewelers was 
presented on behalf of the Jewelers Square 
Club by Ben Cohen, president of this or- 
ganization, while the presentation of the 
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bag was made by Harry Booth, who acted 
on behalf of the New York State organization. 

There were 60 clubs represented at the 
dinner. The vaudeville for the evening was 
furnished by the Lyceum Bureau of En- 
tertainers. 

Among those present from the Jewelers 
Square Club was Ben Cohen, president; 
Ben Biffer, vice-president ; Otis A. Edwards, 
secretary; W. B. Peck, treasurer; Harry 
Booth, George Cullis, I. Lassner, Joe Graf, 
Dave Graf, Jack Seltzer, Fred Backus, G. 
A. Flint, E. Morse, L. Meyers, Louis Leo- 
pold, Sam. Bamberger, Max Stein and Fred 
C. Kielman. 


HOLD MONTHLY MEETING 








Members of Buffalo Retail Jewelers’ Ass<o- 
ciation Decry Cut Price Selling of 
Watches by Department Stores 


Burrato, N. Y., May 22.—Keen indigna- 
tion was voiced by several jewelers over the 
practice of department stores in cutting the 
price of standard grades of watches and 
clocks, at the meeting of the Buffalo Retail 
Jewelers’ Association at the Hotel Lafayette 
last night. The upshot of the discussion 
was the adoption of a resolution that a vig- 
orous protest be sent by the secretary to the 
manufacturers whose products are being 
slashed, acquainting them with the feelings 
of local jewelers and asking that the evil 
be remedied. Particular instances of flagrant 
price cutting were cited. It is hoped to im- 
press the manufacturers with the idea that 
jewelers in the aggregate are a more profit- 
able outlet for watches and clocks than de- 
partment and hardware stores and for that 
reason are entitled to some protection. 

President Leininger, who has been ap- 
pointed chairman of the national publicity 
drive in this city, allotted to members present 
at the meeting pledge cards to be filled in 
by those who had not subscribed to the 
fund a year ago and obtained a promise of 
the fullest co-operation in enlisting the sup- 
port of those who haven’t yet contributed 
to this worthy cause. 

It was decided to accept the invitation of 
President Charles G. Oeclheim of the 24 
Karat Club that the Summer outing be made 
a joint one. Arrangements will be made by 
a committee representing both organizations 
and will probably take place early in July. 

In view of the proximity of the State 
convention in Albany, it was decided to 
advance the date of the next meeting of 
the local association to July 9, when an 
effort will be made to muster a strong dele- 
gation from this city. 

At the conclusion of the business session, 
members listened to an interesting address 
on precious stones by Gustave A. Frisch, a 
fellow member, who illustrated his remarks 
with stereopticon slides of diamond mining. 
Mr. Frisch stressed the desirability of jewel- 
ers being thoroughly familiar with all gems 
they handle, since prestige demands that they 
be authorities upon all subjects pertaining to 
jewelry. Jewelers, he said, should be in a 
position to answer any question pertaining 
to precious stones. He quoted during his 
address from a book on precious stones writ- 
ten by the late Julius Wodiska. 








L. T. Ethridge has moved from Glen- 
mora to Shreveport, La. 
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Sam Mendelsohn, Trading as Sam Mendel. 
sohn Co., New York, Files Schedules 
in Bankruptcy 


Schedules in bankruptcy filed in the United 
States District Court, New York, on Mop. 
day, May 18, indicate that Sam Mendelsohn 
doing business as the Sam Mendelsohn Co, 
dealer in jewelry, watches, precious and 
semi-precious stones, 68 Nassau St. Ney 
York, owes $24,423, all to unsecured cred- 
itors, and has no assets. Mr. Mendelsohn 
was petitioned into bankruptcy on Noy, |, 
last. 

Listed among his largest unsecured cred- 
itors are: E. L. Spencer Co., $396; W.C 
Edge Co., $1,617; Savoy Watch Co., $588; 
\dolphe Schwob, $646; Rex Mfg. Co., $350; 
Newall Mfg. Co., $125; Marathon Co, 
$1,205; Moise Hirsch, $333; Harry H, 
Gross, $2,392; Weinstrom Watch Co., $931; 
J. Gottlieb, $1,153; Jacobson & Wilner, 
$148; S. M. Watch Case Co., $224; Jovis 
Watch Co., $292; Leon Hirsch, Inc., $118; 
Essef Watch Co., $476; Montreaux Watch 
Co., $935; Prutinsky Woolf, $1,469; H. Rif- 
kin, $400; Masur & Herman, $1,146; Liberty 
Watch Case Co., $880; Schultz-Goldman, 
$2,155; F. Kirschenbauer, $879; Buss-Linth- 
icum-Thorson, $750; Woolf Co. $16; 
Jewelry Cutlery & Novelty Co., $232; G, C. 
Hudson Co., $138; H. C. Arnold, $252; H. 
1). Merritt Co., $314; K. & S. Jewelry Co, 
$104; Lanter Co., $596; Elgin Engine Turn- 
ing Eng. Co., $375; B. & G. Mfg. Co., $224; 
Morris Popper, $175; J. Frier, $200; Edwin 
B. Levy, $100; Frankel & Mendelsohn, $383, 
and 1). D. Chain Co., $240. 








BIRMINGHAM TRADE POOR 


Consul Reports Manufacturing Jewelers of 
British City Hard Hit by Conditions 
—Silver Trade Slightly Active 

Wasuinoton, D. C., May 25.—The maa- 
ufacturing jewelry trade of Birmingham, 
England, is pessimistic, reports Consul John 
F. Jewell to the Department of Commerce. 
Last year was the third to record a slump, 
the main reasons being the change in wom- 
en’s fashions and in public taste. There was 
some improvement during the year, said 
Consul Jewell, but it was scarcely sufficient 
to preserve the vitality of the industry that, 
in the Birmingham district, normally em- 
ploys more than 60,000 people. During the 
latter months of the year there was an ul 
usually large number of unemployed among 
the gem setters. English jewelers contend 
that, since the war, people have spent money 
on motor cars, radio and phonographs, 1- 
stead of jewelry. 

sirmingham silversmiths did not have 4 
good year, but silverware always is in some 
demand and the call has improved in recent 
months, Consul Jewell reported. Orders for 
electroplate come irregularly to the Birming- 
ham district. 








Store, 


The Landau Music and Jewelry 
arade 


Hazleton, Pa., is conducting a bicycle p 
and race on July 15. The parade will 
held first, starting at 1 o’clock, and the races 
will follow the return of the procession to 
the Landau store, probably about 2:19. 
Landau’s boys’ band will play for the para 
and other musical attractions are ems 
arranged. 








es 


ee t 6 "3 Fae © 
-- 7% ie 


“5s 


> » 


it 
of 


e, 
le 


$ 


Ss a — 





May 27, 1925 


{ESALE PRICES 





New York Attorney Submits Opinion on 
Maintenance of Resale Prices to Sec- 
retary of National Wholesale 
Jewelers’ Association 
PHILADELPHIA, Pa., May 23.—In reply to 
an inquiry made by Secretary George A. 
Fernley, of the National Wholesale Jewelers’ 
Association, as to the legal rights of manu- 
fcturers in insisting upon the maintenance 
of resale prices, Felix H. Levy, an authority 
on the Sherman Law and the Clayton Act, 

tas submitted the following opinion: 

“The Federal Anti-trust Law is settled to 
the effect that a manufacturer has the legal 
right to suggest to his customer the prices 
at which the manufacturer’s product shall 
te sold. The manufacturer cannot, however, 
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nounce in any form he pleases, such as. in- 
serting a circular or other printed notice 
with the merchandise, or in any other way 
whatever, furnishing a schedule of suggested 
resale prices, and if a customer does not ob- 
serve such resale prices then to refuse to 
deal with him further. This is, however, 
the limit of his right.” 








Philadelphia Girls Learning Jewelry Mak- 
ing at the Art Appliance Building 


PHILADELPHIA, Pa., May 26.—Girls are 
becoming apprentices in jewelry manufactur- 
ing in Philadelphia as the result of the ef- 
forts of Miss Helen Sweetser White, her- 
self a retail jeweler, one of the few women 
actively engaged in the retail jewelry trade 
in this city. Miss White’s shop is in the Art 














MISS HELEN S. WHITE INSTRUCTING GIRL APPRENTICES IN ART OF JEWELRY MAKING 


txact or receive from his customer any con- 
tract, agreement or promise that the cus- 
tomer will observe the suggested resale 
prices. The manufacturer is limited to the 
right to suggest such resale prices and'to the 
lurther right to refuse to make subsequent 
sales to a customer who does not observe 
‘uh suggested resale prices. This statement 
: the law is based upon a decision of the 
vnited States Supreme Court in the well- 
known Beach Nut Packing Co. case, in 
which that court said: 


_ "By these decisions it is settled that 
lf prosecutions under the Sherman Act 
a trader is not guilty of violating its 
‘etms who simply refuses to sell to 
others, and he may withhold his goods 
'rom those who will not sell them at the 
Prices which he fixes for their resale.’ 


oma cases have arisen where a manu- 
‘turer does not content himself with sug- 
ssting a resale price, but goes further and 
makes contract, or accepts an oral promise 
that the customer will maintain such price. 
his Procedure is unlawful. It is, however, 
‘ttirely lawful for a manufacturer to an- 


Alliance building, and for some time she has 
been instructing two girl apprentices in the 
art of jewelry making, her work in this re- 
spect proving of much interest to officers 
and members of the Art Alliance, who are 
giving her as much assistance as possible 
in the work. 

Miss White says the girls show consider- 
able aptitude for their work, are keen on in- 
struction and take great interest in it. Her 
shop is fully equipped for jewelry work of 
every kind, both in gold and platinum and 
in mountings. In addition to ordinary jewel- 
ry work, she also gives them instruction in 
designing, and they already have turned out 
some very creditable work in that line. 

An exhibition of the work of Miss White 
and her apprentices is now on at the Alli- 


ance and is attracting considerable attention 


from the members of that organization, as 
well as jewelers of the city and others in- 
terested in industrial art. This is the only 
jewelry shop in town where girls are taught, 
although there are schools in Boston and 
New York. Miss White has been established 
at the Alliance for some five years and is 
well known in art circles in this city. 
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Gus Bucky, Denver, Colo., Makes an Assign. 
ment and Creditors Take Over 
the Establishment 


Denver, Colo., May 21—With the assets 
of $5,130.65, which may be swelled an addi- 
tional $4,000 through an equity in diamonds 
which were pledged for a loan, and liabil- 
ities totaling approximately $18,436.12, Gus 
Bucky, Denver retail jeweler, doing business 
at 623 15th St., made an assignment to his 
creditors last week and they have taken 
over the establishment. 

Ginsberg & Ginsberg, a local firm of at- 
torneys, are acting as trustees for the cred- 
itors, and the stock in the store, which in- 
ventoried $5,130.65, is being offered for bids. 
In addition to the stock, Attorney Charles 
Ginsberg believes the defunct jeweler may 
have an equity of between $3,000 and $4,000 
in diamonds which were pledged to the 
Provident Loan Society of Denver for $10,- 
000. Interest of $1,000 is owing on this ac- 
count, according to Attorney Ginsberg. A 
settlement on the basis of 30- cents on the 
dollar is predicted. 

Bucky had 49 creditors. They include: 
Walter S. Cheesman Realty Co., $300; 
Rothstein & Gluck, $254; Seth Thomas Clock 
Co., $124; I. Schwartz, $273; W. A. Schaef- 
fer Pen Co., $130; Philip G. Ruvelson, 
$626; Isaac Licht, Inc., $550; Ludwig Leh- 
man, $214; Michael Levy, $1,821; A & Z 
Chain Co., $363; Allsopp Bros., $1,120; F. 
Bergner & Co., $121; Belais Mfg. Co., 
$880; LeCount & Sims, $127; Dave Holtz, 
$100; Eisenstadt Mfg. Co., $436; Evans Case 
Co., $105; Joseph Frackman Co., $465; 
Fisher Importing Co., $1,378; A. Edward 
Fisher, $200; Philip Present & Son, $111; 
Bulova Watch Co., $971; California Jewelry 
Co., $1,234; Savoy Watch Co., $332; Gold- 
smith, Stern & Co., $2,373; Kloville Bros., 
$668; Samuel Koshers, $551; A. D. Good- 
man, $108; L. Prince Jewelry Mfg. Co., 
$155; M. Steinan, $371; Jos. Mayer, $271; 
Milton Watch Co., $287. 








The Keystone Athletic Association, which 
is composed of male employes of the Key- 
stone Watch Case Co. and the Riverside 
Metal Co., Riverside, N. J., held its second 
annual banquet in the club rooms on Tues- 
day evening, May 19. At 7:15 p. m. 190 
guests seated themselves about the tables 
and a very tasty dinner was served. A 
10-course menu hit the spot for everybody 
present. W. D. Eddowes taught the fellows a 
number of new songs and led themin singing 
the old ones. The Boulevard Trio, composed 
of Mr. Koch, Mr. Carpenter and Mr. Ed- 
dowes, rendered several humorous selections 
which kept the house in a veritable uproar 
from the beginning of their act to its finale. 
Professor Harry Alpigini entertained for a 
few moments and removed the thoughts of 
everyone to the realm of mysticism and charm. 
Frealen Smith, president of the association, 
introduced the toastmaster of the evening, 
Walter Allison. Mr. Allison, who is a mein- 
ber of the International Davis Tennis Cup 
match committee, spoke briefly about the 
benefits derived from athletics. He gave a 
word of praise and commendation to the 
Keystone Athletic Asociation for the prog- 
ress made in athletics. One of the principal 
speakers of the evening, C. W. Graham, bet- 
ter known to the radio audierce as “Uncle 
Wip,” was introduced by Mr. Allison. 
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Start Under Favorable Auspices. 


National Wholesalers in Convention at Chicago 





Manufacturers and Distributors of Jewelry from Many Sections Gather at Edgewater Beach Hotel 
where Sessions of the Annual Meeting of the National Wholesale Jewelers’ Association 
“Wear More Jewelry” the Keynote of 


the Opening Proceedings. 





—! 











ConveNTION Hawt, EpcGewaTer BEACH 
Horer, Cuicaco, Tuesday, 1:30 p. M.—The 
18th annual convention of the National 
Wholesale Jewelers’ Association, which is 
holding a three-day conclave here, is now 
under way and the convention is proving to 
be one of the most successful ever held by 
the association, both from the standpoint of 
instructive addresses and discussions, and 
judged also by the social features of the pro- 
gram. This year, a style show, with living 
models displaying jewelry appropriate to the 
costumes, isa feature. Thus far the program 
has been followed fairly closely with some 
few changes, and the enthusiasm and spirit 
of co-operation which prevails marks the 
gathering as one which will long be remem- 
bered by all of those in attendance. 

The sessions of the conventions are being 
held in the ballroom of the hotel, and the 
exhibits are on the lobby floor, some out in 
the lobby and others in the rooms west of 
the corridor. The banquet tonight will be 
held in the ballroom. No definite arrange- 
ments for golf tournaments have been made. 
These will be informal. 


Monday Sessions 

Registration of delegates and distribution 
of badges began Monday morning and 
promptly at 11 o’clock President William R. 
Cooper called the convention to order with 
about 100 present. He spoke briefly of 
Chicago and its importance in trade and ex- 
pressed pleasure that the 18th annual con- 
vention of the National Wholesale Jewelers’ 
Association convenes in Chicago this year. 
He welcomed every branch of the trade, 
manufacturers, wholesalers and retailers, and 
invited all to attend every session. He said 
that there would be no secret on executive 
sessions. 

Mrs. W. E. Taylor, New Orleans, La., 
and Mrs. Wm. Land, Chicago, led in sing- 
ing “The Star Spangled Banner.” President 
Cooper then delivered his annual address. It 
was as follows: 

ADDRESS OF PRESIDENT COOPER 

Once again we are brought together for the 
purpose of solving many time-worn problems as 
well as many new ones, renewing friendships and 
forming new contacts, and too, the gathering of 
a goodly store of knowledge and enthusiasm to 
aid in the furthering of our best interests at 
home. 

Your president, quite naturally, has looked over 
the year’s work for results. Not always can our 
work be measured by any tangible results. Pro- 
gress in any field of endeavor has a way of 
keeping us dissatisfied with conditions as they are, 
thus forcing us on to a higher goal. [ realize, with 
not a little disappointment, that the closing year 
has not been as full of achievement as I would 
have wished. Of one thing, however, I am deeply 
grateful. I believe that the splendid feeling of 
friendly cooperation between manufacturers, whole- 
salers and retailers, which exists today, is the 
outstanding factor, portending untold power for 
this organization. I am confident that as a body 


we realize the utmost importance of our standing 
face to face with conditions as they are, not as 
we wish them to be, or as they have been. What 
we wish to accomplish and what has been accom- 
plished must be brought closer together. 

My message therefore, to you at the close of 
this, my second year as your president, is in nature 
a suggestive outline of outstanding problems, which 
I am hopeful will be given due consideration. I 
am desirous that my successor be informed as to 
what you wish to accomplish, realizing my own 
experience of assuming the duties of your execu- 
tive office without any previous knowledge of its 
requirements, 

As we are here assembled, let each and every 
one speak for himself. Let no question pass by. 








PRESIDENT 


WILLIAM R. COOPER, 
We will have ample time for discussion; so that 
when we leave for our homes, entering once again 
into business, our minds will be clear, not as 
pessimists who see disaster in every opportunity, 
but as optimists who see opportunity in 
disaster. 

We must keep ourselves informed on all of the 
various questions, either directly or indirectly 
affiliated with our own ideas, and through our 


efforts in this cooperative feeling we will, in the” 


future, be better qualified to give the service re- 
quired of us. Our friends, upon whom we have 


to rely, are the retail jewelers of the United 
States. 
My first subject I will call Legislation. I note 


when a bill is brought up in either national or 
State legislation there is always represented large 
bodies of businessmen who interview their senators 
or congressmen in both national and State affairs. 
There are numerous legislative questions that arise 
that do not deal directly with us as wholesale 
jewelers, but are questions of a general character 
that we are interested in, and, from my observa- 
tion, we take no active part whatever. 

I have in mind at this:time one bill in particular 
which I brought before the American National 
Retail Jewelers’ convention, held in St, Louis dur- 
ing the year 1924, and I wish to read part of 
the address presented by the Honorable Nelson B. 
Gaskill, member of the Federal Trade Commis- 
sion. What I am about to mention, you older 
members of this association are well-acquainted 


every . 


with: “There is danger in monopoly; there ig jn- 
jury in restraint of trade; and these practices are 
denied by the law because they close the door of 
opportunity to the individual, the maintenance of 
which as a free and open channel is essential, not 
only to American institutions but to the exact 
operation of the competitive system. Where mono- 
poly is sought in a relatively few instances, where 
combinations in restraint of trade occasionally 
make their appearance, while the alarm from these 
manifestations is justifiable and is not to be 
minimized, a constant danger lies in the practice, 
now so prevalent, of single-line leaders sold below 
cost for the purpose of inducing other business, 
or establisments in which many lines are sold below 
cost, with concealed profits in other sales, which 
not only equalize the loss but translate the whole 
practice into a profit balance. The most effective 
remedy, resale price maintenance must, in my 
opinion, be recovered not only for the sake of 
the manufacturer or the distributor, but for the 
sake of those who tomorrow and the day after to- 
morrow will seek to enter into business as in- 
dividuals and find the door of opportunity closed 
against them unless this unbalanced method of 
selling is checked.” 

I mention the above lines as I am told there is 
before Congress a bill which will legalize the 
maintaining of resale prices, and the Lord only 
knows we need something of this kind. i 

I am also informed that there are three different 
bills of this kind that have been brought to the 
attention of other associations. I do not believe that 
it would be right for us to endorse any one ‘of 
these three, but I do believe this association should 
endorse some resolution of this kind, and to ac- 
cept the best that can be obtained out of these 
acts, which undoubtedly will come up in the néar 
future. 

So far we have not accomplished one measure 
that is badly needed and that is a United States 
Stamping Law. From what I can learn there seems 
to be a question between two or three magu- 
facturing localities, as to what each one individually 
wants. This should be cast aside, and some con- 
crete form made that will help the present situation. 
After that is done we can make improvements that 
undoubtedly will be beneficial to all, but section- 
alism must be eliminated if we hope to gain any- 
thing. 

There is another measure that is of vital con- 
cern to every jeweler, immaterial to what branch 
he follows. There does not seem to be at this 
time any urgent need to continue the 5 per cent 
Sales Tax on jewelry. The smaller retailer has 
accomplished the elimination of a tax on such 
articles that are sold day by day of no actual 
value, but the jewelry tax was a war time measure 
which should be absolutely eliminated. Any other 
article you might mention the sales tax has been 

olished, but if a consumer purchases a diamond 
ring for $30.05 he is obliged to pay $1.50 war 
tax. Is there anything consistent about this? Why 
should our congressmen and senators urge upon 
the public such unwise legislation. All of our 
members must direct personal contact with their 
congressmen and everyone active in any way, even 
a workman at the bench, to arouse the interest 
of the congressmen that they will more readily 
recognize the relief necessary to stimulate business. 
Why should we be penalized because we are try 
ing to build up an honest upright business? 


It has been said that the college man_ really 
starts the styles in young men’s apparel. It was 
not long ago I picked up a Chicago paper, in which 
I read these lines: “If ‘Red’ Grange decided he 
did not like loose hanging clothes, it is safe to 
venture that 50 per cent of the Illinois Campus 
wouldn’t like them either, and as far as Illinois 
is concerned the style would never be started.” Are. 
there not among our members some college men, oF 
perhaps who have sons and daughters attending 
college, who could give us the turnover we desire. 
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f us be a “Red Grange’’ to the jewelry 
is to football. 
oy publicity is a subject that has been 
aie the rough road in every line of busi- 
= from the candy-maker up, about which we 
get heard con iderable during the past two years. 
a? Brotherly, the president of the American 
i Jewelers’ Association, has stated 
‘ag his administration he will endeavor 
pp oar the financing of the Publicity Fund. 
Mr Brotherly will be at this meeting and will 
resent his views for your consideration. 

Holding our conventions as we do, generally 
about this time of the year, the greater interest 
akea in association matters seems to be about 
the time of the approaching annual conventions. 
4 year passes by before we meet again. I believe 
‘hat it would be proper and just, and of benefit 
tp all associations and organizations, if our execu- 
tive committee would meet at some centrally located 
city for a one or two day meeting once or twice 
, year, this meeting to consist of members from 
the many different allied associations, all in some 
way or other connected with jewelry lines, In 
this way a concrete form of opinions of the 
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various organizations would bring out important 
subjects that would be of benefit, not only to our 
organization, but to all those organizations we must 
tecognize. 

We will again at this session hear considerable 
Na question that was of vast importance to us 
last year, “Knowledge of Cost and Control of 
Overhead” and you who have received information 
4 to what has been accomplished in the last year 
n comparison with the year before have some 
meresting figures in percentages that are most 
darming at this time. 

Insurance. It is necessary that we have united 
action on this one most important question, especial- 
y with the wholesale jewelers throughout the 
United States, a problem that has cost the jewelers 
of this country millions, and we are yet unable 
‘0 get satisfactory insurance at a moderate cost. 


Those of us who have been fortunate enough not | 


‘9 have suffered any severe losses have paid the 
‘ill, and it is a very important item in our over- 
head cost of doing business. There is no doubt 
“6 my mind that considerable of this expense could 
= been eliminated. Insurance has been too 
may to obtain by merely paying the price asked 
and receiving your policy. This question we will 
_ considerable of during our present session, 
"a believe ways and means can be found where- 
» will be able to obtain a satisfactory rate for 
i just insurance, which should be profit- 
tent > the underwriters. Z wish to call your at- 
pa to this, thinking possibly there might be 
aa action made in regard to the 
and th at are being committed against jewelers, 
08 who buy or display jewelry. There is 
bo gee re the fact that there are so many 
say Be Jewelry stores and individuals who 
large. ry that it is affecting our business at 


I] ’ 
t. erally behooves the wholesale trade to try 
Y way to assist the retailer in holding his 
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trade in the local- communities. against the inroads 
of mail order houses, five and 10 cent stores, chain 
stores, etc. What is greatly needed is some way 
to educate the average small merchant in proper 
ways of doing business to curtail credits and make 
a better turnover. 

We, as businessmen, should organize ourselves 
to fight to a finish the present day pirate of com- 
merce. Such piracy is no new form of thievery, 
but of late years the practice has become so ex- 
tended as to constitute a decided menace to honest 
trade. The trade buccaneer needs just three assets 
to succeed, patience, plausibility and unlimited gall. 
The first step is a series of sales, one after 
another, at which all goods are sold at prices which 
honest competitors cannot meet. The more of 
plausibility and gall the buccaneer possesses, the 
longer he can keep up this string of cut-price sales, 
moving in new goods, bought on credit, as repidly 
as patrons carry away their low-priced purchases, 
paid for with cash. 

In the Senate and House of Representatives of 
Illinois a bill has been presented which is now 
coming up for consideration, establishing State 
police. As we believe this to be a step in the right 
direction, the necessary building of good roads is 
in one respect a boomerang, as it makes it that 
much easier for the criminally inclined to make 
escapes unless the highways of the State are 
patroled by a protection such as the State police 
give. Pennsylvania is conspicious in their success 
in this direction, and if all of the associations— 
National, State and city—interested in the sale of 
jewelry will consider this particular question— 
something might be worked out that will be of 
greater protection to the trade; or at least bolster 
up their courage. Just what can be done we are 
not prepared to say, but the more agitation we 
can get in this direction, providing some kind of 
protection, the greater likelihood there is of ac- 
complishing something. We don’t need any more 
laws, but we need the enforcement of the present 
laws and the more interest there is shown in this 
subject the more likely we are to pay attention to 
a selection of candidates at the polls to represent 
the communities, and if there were some interests 
that could be invoked that the trade collectively 
could engage. to discover, if possible, where these 
stolen articles are disposed of and a check upon the 
fences or pawnbrokers who take articles of jewelry 
without inquiring into the ownership, we might 
accomplish something. This has been suggested 
to me, not with the idea that we are arriving at a 
solution, but to create a collective interest. 


A‘ referendum has recently been sent out on our 
parcel post investigation. This is a matter, which 
if you will investigate, you will find has made a 
material increase in the cost of doing business. 
It was necessary, or our congress seemed to think 
that it was, that certain departments of the govern- 
ment should receive an increase in salary, and we 
as businessmen know that to give an increase when 
we are doing an unprofitable business means but 
one thing; the cost must be added in somewhere. 

John C. Redington, president of a large corpora- 
tion ‘asked thg yuesticn “Isn’t it time for the 
mailers of this country to wake up and organize 
for constructive postal legislation. Our senators 
and representatives must be aroused to action, and 
constructive postal legislation must be started to 
relieve this vig load on direct-mail advertisers and 
mailers of merchandise. No one questions that 
there are ways of raising the necessary revenue on 
a fairer distribution basis. What we need and 
must have, if we are to seek efficient and im- 
mediate relief, is the consolidation of all business 
mailing elements into one’ powerful, coherent 
organization. How far it can go depends only on 
the backing it gets from every concern and indi- 
iuual*wh> uses the mail for business.” 

In connection with this I wish to refer back to 
legislation. Parcel post legislation was a matter 
that every businessman in the United States was 
interested in, irrespective of what line he was in, 
but neither our association nor hundreds of others 
took any active interest in its whatever. I want 
to ask how many of you today are taking any 
interest in an association located at Cleveland, O., 
the National One Cent Letter Postage Association? 

I want to call your attention to part of an 
editorial referred to by one of our trade papers 
recently. Perhaps a good many of you have read 
it, but I wish to impress it upon all wholesale 
jewelers in the United States, whether members of 
this association or any other. “How often we 
hear the criticisms from members of various asso- 
ciations to the effect that they, the associations, 
are run by a small coterie and are not representa- 
tive of the field covered. But how few of those 
who criticise in this way ever take the trouble to 
analyze their own actions and find out if they, 
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personally, are doing their duty toward the organ; 
izations to which they belong. The mere joining 
and paying dues therein in no way fulfills the 
member’s obligation to that body. But we are 
sorry to say that a large number of jewelers who 
join the various trade bodies in a spirit of help- 
fulness, soon forget their obligations to the 
organization, fail to attend its meetings or to par- 
ticipate in its work, and simply pay their dues 
and keep their names on the roll. And these are 
often the very people who, when the organization 
does something of which they do not approve, or 
fails to take action which they desire, are loudest 
in their criticisms against the officers and often do 
not hesitate to say that the organization is un- 
representative. The remedy lies and has always 
laid with the membership at large. If an organ- 
ization is to function properly it is the duty of 
every member of the organization, instead of 
criticising it, to attend the meetings, voice. their 
objections to any of the official acts they think 
subject to criticism, and, if necessary, elect new 
officers to carry out any progressive program they 
think should be inaugurated. There is not to our 
knowledge any important organization in the trade 
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HENRY ARNOLD, 
that is not sufficiently democratic in its constitution 
and general make-up to permit the members as a 
whole or a majority thereof to dictate its policy, 
provided they will come to the meetings and vote. 
If you are a member of any of our many valuable 
trade bodies make it a rule to begin at once to 
attend. Participate in the -proceedings, and allow 
your voice to be heard in the determination of the 
policies to be followed, 

As a member of our association, yours is a 
responsibility as well as an opportunity. Your 
officers are giving you their time and best efforts 
to satisfactorily serve you. The Association serves 
you profit, and your individual co-operation inthe 
various activities of this Association is largely the 
measure of your own, for he profits most who 
gives his best, and you must make your member- 
ship mean much to your business and to yourself. 
The great thing in the world at this time is not 
so much where we stand, as in,what direction are 
we going. Become better. acquainted with your 
fellowmen, and your friendly co-operation is the 
password we must all stand for. You are going to 
get out of your membership in proportion to your 
personal interest and. activities. 

Closer co-operation among the jewelers’ organ- 
izations and all jewelry. merchants who_ possess 
true pride of craftsmanship is imperative, if the 
jewelry business is to assume and: maintain its 
proper status in the field of merchandising. Har- 
monious and concerted effort among men and 
women connected with all branches of the jewelry 
business will create a higher code of trade ethics, 
bring about greater general efficiency in merchan- 
dising, and result in. giving the business the 
publicity it deserves as one of the major lines. of 
modern commerce and artcraft. Without these 
three things, the jewelry trade is dcomed to suffer, 
in contrast to better lines of merchandising.. It 
will be able to protect itself from the inroads of 
other classes of goods, which have become in 
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creasingly severe of recent years, particularly in 
respect to articles which have become popular 
substitutes for jewelry as gifts. 

I can cite to you today no better message than 
that advise the President of the United States 
would like the whole country to take at this time. 
“Forget government, get down to work.” It is his 
feeling that the country has been worrying too 
much about what might happen in Washington, 
and that businessmen everywhere need a vacation 
from governmental interference. He advises us 
that the country could get along for a while with- 
out so much Washington matter in the daily news- 
papers. The country right now is sound, and 
businessmen can safely go ahead and give their 
time and attention to the private conduct of busi- 
ness without interference of Washington. It is 
that keen, upset, unrest feeling that we as 
merchants throughout the United States have been 
paying too much attention to, listening to propa- 
ganda here, there, and everywhere instead of 
setting our minds upon a fixed policy of getting 
out and doing something for ourselves. It is high 
time that this association go on record as approving 
just such methods as have been outlined by the 
President of the United States, so let fear be 


LOUIS P. WHITE, TREASURER 
banished from our trade, let every man conduct 
his own business on sound principles, and the laws. 
of business economics will provide for the rest. 

Generally, there has been a decided improve- 
ment in business and indications for the future are 
for even a greater volume than during any of the 
preceding years since 1919 and 1920, which were 
years it is hardly fair to make reference to. 
General farming communities are in more prosper- 
ous condition, with foreign markets demanding 
their products, and for the first time in a good 
many years we believe that a constructive era is 
upon us. Let us dismiss from our minds radical- 
ism in all its forms, and there will be no question 
as to the outcome of this vast country of ours, and 
the business relations of the world. In summariz- 
ing it would seem that the outlook is gocd for a 
normal business up to midsummer, with the price 
level remaining quite stationary, and if we have 
good crops at good prices, the good business may 
extend through the fall months, and if we have 
long continued prosperity instead of short booms 
in business we must gradually fit ourselves to meet 
these questions as they arise. This is a time for 
a very careful study of our organizations to bring 
them up to highest efficience and the cutting out 
of unnecessary and unprofitable things. 

In closing, I wish to take the opportunity to ex- 
press my sincere appreciation to the other executive 
officers, the individual members and the committees 
for their splendid co-operation given me during my 
two years as your executive office. I am not 
unmindful of the great honor you have conferred 
upon me, an honor afforded to the few in our 
branch of the business. Grateful for your confi- 
dence, I assure you it has been a pleasure for me 
to serve you. I know that you will accord my 
successor that same unlimited support which has 
been mine. I leave you with many regrets, think- 
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ing of the things yet to be accomplished which 
will be taken up by the incoming officer, to whom 
I pledge my most loyal support. 


Jonas Koch, New York wholesale jeweler, 
complimented President Cooper upon his ad- 
dress and urged giving it publicity. 

Next came the address of Secretary 
George A. Fernley, as follows: 


REPORT OF SECRETARY GEORGE A. FERNLEY 


It is my duty to present to you an account of the 
activities of the office of your association during 
the past 12 months. 

We wish to open this report by stating the 
National Wholesale Jewelers’ Association is an 
organization conducted for the benefit of its’ mem- 
bers and the desire of the officers is that it should 
render the utmost service. 

Occasionally we find a member who says—‘‘Why 
did not the association do this,” and in most cases 
we find the party making the inquiry had never 
brought the particular matter to the attention of 
the association. 

We wish each member to be constantly on the 
look-out for matters which should have the atten- 
tion of the organization, for conditions which 
should be and can be corrected through the co- 
operation of all engaged in the business. 

We regard as one of our assets, the fact that 
the members realize they can present matters with 
the assurance that they will be held in confidence, 
and in conferring with the other officers, we always 
use the term—‘One of our Members’’—not the 
individual name—and we have never yet had any 
officer endeavor to ascertain the name of a mem- 
ber making an inquiry or a suggestion. 


OVERHEAD EXPENSE 


We will present to you at this convention, a 
research report giving overhead expense figures of 
our members covering the year 1924. 

We believe you will find this overhead report 
tobe of considerable value and we trust the Con- 
vention will very fully discuss just what lines 
of research work of this character can be under- 
taken by the Association to advantage. 


THE INSURANCE SITUATION 


During the past year, the insurance situation 
which was discussed at our Providence convention, 
has not improved. On the contrary it has seemed 
in many cases more difficult for our members to 
secure proper and adequate insurance at reason- 
able rates. 

This subject is certainly one deserving earnest 
and thoughful attention. 


MEMBERSHIP 
It is gratifying to be able to report that our 
membership has increased substantially during the 
past year, 


COLLECTION OF DELINQUENT ACCOUNTS 


Since our Providence convention, our association 
has continued the service inaugurated to assist mem- 
bers in the collection of delinquent accounts and 
the results have been extremely satisfactory. 

At this time, we wish to particularly urge those 
of our members who have not used this service 
to do so. 

As has been explained, there is no charge for 
the service and its operation is exceedingly. simple. 
Just as you are about to place an account in the 
hands of an attorney for collection, you send a 
statement of it to the office of the association and 
if in 10 or 15 days we cannot induce the debtor 
to make payment, then you proceed to collect as 
you ordinarily would. 

A large percentage of the accounts referred to the 
office of the Association are paid and thus the 
annoyance, expense and delay of collecting such 
accounts through attorneys is eliminated. 


THE TRADE PRESS 


It is only proper in making this report that we 
should publicly recognize the service rendered the 
entire industry by the trade press, in educating, 
enlightening and broadening all connected with it. 

There is no greater power for the constant and 

continual education of employees than the reading 
of the trade papers. 
: The jewelry industry is particularly fortunate 
in its trade papers—having a number of large, wide, 
progressive papers whose constant endeavor is to 
print information of values to those connected with 
the industry. 

One subject we might well discuss is—How Cun 
We Induce a Greater and More Thorough Reading 
of Our Trade Periodicals? 
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SURPLUS STOCK BULLETINS 


The issuance of bulletins listing /verstocks ang 
goods wanted ‘by our members has heen COntinyes 
during the past year and numerous advantageon, 
sales have been effected between members, 


THE AMERICAN NATIONAL RETAIL JEWELER,’ 
ASSOCIATION 


Inquiry would indicate that many of our Member; 
are not acquainted with the work of the American 
National Retail Jewelers’ Association or its ef 
forts to place the retail distribution of jewelry , 
a sound, progressive and profitable basis. ; 

The American National Retail Jewelers’ Associs, 
tion and its affiliated State associations are doing 
a splendid work and one worthy of all the om, 
mendation and encouragement our members cy 
give. 

The prosperity of the manufacturer and whok 
saler is dependent upon the success of the retaile 
and we are serving our own interest when we urge 
upon all retailers the heartiest support of they 
State and national associations in the work these 
organizations are so ably conducting. 


On 


REDUCTION OF TAXES 


Our association is on record as being in fayy 


GEORGE A, FERNLEY, SECRETARY 

of the complete elimination of the excise tax 
jewelry and we view with considerable favor the 
plans now being made by the Excise Tax Com- 
mittee of the American National Retail Jewelers 
Association, to secure the complete elimination of 
the jewelry tax at the next session of Congress. 

From the standpoint of general business, w 
believe the plans now being made for tax reduc 
tion by the next session of Congress, should have 
the heartiest support of the members of our assoc 
tion aad in accordance with particular instruc 
tions we received from our executive committee 
in the early part of 1924, we will continue to urs 
the passage of tax reduction legislaticn. 

It would seem proper at this time to call © 
the attention of our members the necessity for 4 
reduction of municipal and State taxes, as 1 yer 
sections of the country these are excessive ane 
burdensome. 

DIFFERENTIAL AND TURNOVER 
manufacturers during the 
past year cause us to emphasize in this report the 
fact that manufacturers must be educated to the 
fact that the wholesaler cannot make a net prot 
on any item which does not sell at a margin ove 
and above the cost of distribution. _ 

With the expense of distribution averaging 
per cent on the selling price, is it profitable is 
handle any item which is resold cn 4 basis of ms 
per cent above the actual invoice cost! Does * 
not show an actual loss on each turnover pad 
this connection is it not true that the greater 4 
turnover, the greater loss sustained through 
handling of such items : 

We, therefore, wish to suggest the im 
advising manufacturers, particularly 
wish to suggest the price at which. 
shall be resold, of the expense entaile 
tion. 


Our conference with 
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Manufacturers sometimes give as an excuse for 
sagdequate differentials the fact that some distribu- 
= do not observe the manufacturers suggested 
exe price and say ‘“‘why should we increase the 
‘ferential when the wholesalers are not willing 
‘> take advantage of the margin we now arrange 
jor them?” . bes ; 
“The answer to this question is comparatively 
simple inasmuch as the manufacturers in such cases 
bold the 95 per cent responsible for the unbusiness- 
ike actions of the 5 per cent. 


CONTROL OF RESALE PRICES 


During the year we have given considerable time 

ind thought to the resale price situation and we 
iave come to the conclusion that manufacturers 
who suggest resale price should insist upon their 
maintenance and if not willing to do So, should 
refrain from suggesting resale prices, inasmuch 
4s the suggestion of prices, which are not observed, 
laces the price cutter in a position to demoralize. 
An overwhelming majority of distributors are 
yilling and anxious to comply with manufacturers 
requests as to the manner in which their pro- 
ducts should be distributed and it is, therefore, 
most unfair to permit a few distributors to use 
gandard branded goods as “‘leaders” to the dis- 
xdvantage of all other distributors. 

In other words, we are firmly of the opinion that 
most of the wholesalers in the United States are 
snxiots to conduct their business on a profitable 
jasis and are not desirous of selling on a basis 
which does not yield a margin sufficient to at 
last cover the overhead expense. 

Recently the Hon. Felix H. Levy, furnished us 
with an opinion from which we quote as follows:— 


p 


The Federal Antitrust Law is settled to the 
effect that a manufacturer has the legal right 
to suggest to his customer the prices at which 
the manufacturer’s product shall be sold. The 
manufacturer cannot, however, exact or re- 
ceive from his customer any contract, agree- 
ment or promise that the customer will ob- 
serve the suggested resale prices. The manu- 
facturer is limited to the right to suggest such 
resale prices and to the further right to re- 
fuse to make subsequent sales to a customer 
who does not observe such suggested resale 
prices. This statement of the law is based 
upon a decision of the United States Supreme 
Court in the well-known Beech Nut Packing 
Co, case, in which that Court said— 

“By these decisions it is settled that in 
prosecutions under the Sherman Act a trader 
is not guilty of violating its terms who simp- 
ly refuses to sell to others, and he may with- 
hold his goods from those who will not sell 
them at the prices which he fixes for their 
resale. 

“Many cases have arisen where a manu- 
facturer does not content himself with sug- 
gesting a resale price, but goes further and 
makes a contract, or accepts an oral promise 
that the customer will maintain such price. 
This procedure is unlawful. It is, however, 
entirely lawful for a manufacturer to an- 
nounce in any form he pleases, such as in- 
serting a circular or other printed notice with 
the merchandise, or in any other way what- 
ever, furnishing a schedule of suggested re- 
sale prices, and if a customer does not observe 
such resale prices then to refuse to deal with 
him further. This is however, the limit of his 
right.” 

EXPOSED QUOTATIONS 


_ During the past year, our attention was called 
y the American National Retail Jewelers’ As- 
“elation to the fact that some engaged in the 
adustry distribute quotations broadcast to the 
“ail trade on mailing cards, postal cards, etc. 

_ This condition was drawn to the attention of 
‘tr members with the suggestion that the broad- 
sing of such quotations has an injurious effect 
‘pon the retailers located in the smaller cities and 
“wns, inasmuch as they indicate the cost of cer- 
rd goods and in many cases are accompanied by 
“vice as to the percentage of profit obtainable. 

_ Recently we have not had any complaint re- 
e “ng quotations of this character and we trust 
me members will use their efforts to discourage 
“4 exposed price quotations. 


PARCEL POST INVESTIGATION 


enttently our association has been conducting an 
enbation covering various phases of the pro- 
Presented by the increasing demand for 
atcel Post shipments. 
vined mPosite report giving the information re- 
conven ‘om our members will be presented to this 
a and we believe you will find it ex- 
‘eedingly interesting. 


THE JEWELERS’ 


AUCTIONS 

It is pleasing to report that in. various cities 
throughout the country ordinances have beer’ passed 
restricting the activities of itinerant merchants 
and auctioneers. 

We wish to suggest to our members in cities 
which have not as yet enacted such legislation that 
they cooperate with the local retailers in having 
a suitable ordinance passed. 

Members desiring information regarding the 
character of ordinances which have already been 
enacted may secure same from the office of the 
association. 

FUNCTION OF THE WHOLESALER 


At a conference held under the auspices of the 
Department of Commerce about a year ago, the 
function of the wholesaler was defined as follows—- 


“Tt is the wholesaler’s function to carry a 
well selected stock of merchandise, to buy in 
suitable quantities—to warehouse reserve stock 
for retailers within a radius of economical 
distribution and convenience of service and 
to resell in proper units to the retailer as 
economically as possible.” 


Attention has recently been called to the fact that 
some wholesalers at times sell merchandise direct 
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to the consumer at wholesale prices, thus depriving 
the retailer of the profit on such transactions. 

It is contended that such practice is unfair, 
unethical and uneconomical and the office of your 
association offers no defense for the wholesales who 
endeavors to sell the retailer and then also sells 
the consumer, who otherwise purchase from the 
retailer. 

If a wholesaler wishes to sell consumers, he 
should announce this policy and open a retail de- 
partment. 

Our experience would indicate that the whole- 
saler with a retail department has the same over- 
head expense as the individual retailer and general- 
ly the selling prices of such retail departments are 
on a basis which cause no complaint from com- 
petitors. 

INTEREST OF PAST DUE ACCOUNTS 

We wish to again recommend to our members 
the charging and collecting of interest in past due 
accounts. Frequently we receive accounts from 
members to whom they wish collection letters 
sent and we are surprised to note in some cases 
no account is taken of interest. 

The charging of interest is only fair and just 
to those customers who meet their obligations 
promptly and we trust our members who do not 
do so, will inagurate this practice. 


VOLUME AND THE COMPENSATION OF SALESMEN 


With a great number of our members 1924 was 
not as profitable a year as it should have been, 
in fact not only in our line, but in other lines. 
Distributors seemed to forget they were engaged in 
business for the purpose of making a profit and 
indulged in an effort to secure volume. 

Very frequently we confer with members re- 
garding various problems in connection with the 
conduct of their businesses and we find one of the 
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cases of much price demioralization ‘is thé com- 
penating of ‘salesmen on the basis of the- volume 
sold and not on the profit secured. 

It is our hope that during 1925 there will be 
a more diligent effort made to secure a net profit 
on each and every sale and less striving for volume. 

GENERAL 

Our president, W. R. Cooper, has given freely 
of his time and experience in directing the work 
of the association and we wish at this time to 
publicly tender our thanks for his guidance and 
direction. 

Our association has been fortunate in the selec- 
tion of its chief executive and the sound judgment 
and constructive suggestions of our president have 
done much to advance the interests of the associa- 
tion. 

The advisory board and executive committee have 
likewise given freely of their experience and judg- 
ment for which we are grateful. 

Our association is the medium for carrying out 
all work, having for its purpose the betterment of 
the jewelry industry. 

Your office has ample facilities for continuing and 
increasing its work and the suggestions of our 
members will, therefore, be thoroughly appreciated, 

President Cooper at this point in the 
morning’s prograrn announced a change in 
the schedule and introduced Woodward 
Booth, manager of the New England Manu- 
facturing Jewelers’ and Silversmiths’ Asso- 
ciation, paying him a high tribute in his in- 
troductory remarks. 

Mr. Booth, in an interesting and forceful 
manner, painted a beautiful and optimistic 
word picture of the future of the jewelry 
business and named two assets that will con- 
tribute to this condition. These are the 
fundamental condition of the nations of the 
world and the inherent desire for jewelry 
ornamentation the world over. This condi- 
tion, he said, had prevailed for centuries and 
will continue for centuries to come, since it 
is something that time cannot eradicate. 
This desire, he pointed out, is fundamental 
in human nature. He urged the jewelers 
themselves to wear jewelry and called atten- 
tion to the advertising value to be derived 
if every man, woman and child associated 
with the trade would wear jewelry. 

Guy V. Dickinson, chairman of the local 
entertainment committee, next made several 
announcements. He cailed attention to the 
fashion show for Monday night, and the 
drive and lunch for the ladies on Tuesday 
morning, leaving the hotel at 11:30 for High- 
land Park and the return to Edgewater 
Beach Hotel at 4:30, 

The Dirigold Corporation, Minneapolis, 
Minn., George H. Fuller & Sons, Chicago, 
and J. J. Schmukler, New York, were elected 
to membership. 

The following nominating committee was 
next appointed: J. E. Reagan, Indianapolis, 
Ind.; Noble R. Fuller, Kansas City, Mo.; 
J. R. Petersen, Buffalo, N. Y.; L. P. White, 
Philadelphia; L. B. Bach, Cleveland, O.; 
Emil Fryer, Pittsburgh, Pa.; A. C. Spencer, 
Chicago, and Edward Sickles, Philadelphia. 

Adjournment was taken at this point for 
lunch. 

MONDAY AFTERNOON 

T. James Fernly, advisory secretary, was 
the first speaker at the afternoon session. 
He reported the schedule for Tuesday and 
explained the work done for association 
members in collecting delinquent accounts. 

He reported that this department had 
handled 808 accounts, amounting to $110,314, 
of which members had received $53,003. 
This department of the work is conducted 
without any expense to members. The de- 
partment does not collect money, but simply 
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writes to delinquents who otherwise might 
be sued for an account, calling attention to 
the delinquency and urging direct payment 
to the creditor. About 75 per cent. of the 
membership have taken advantage of the 
service, Mr. Fernley reported, and both 
active and associate members who have used 
the plan state that it has been effective. 
Advisory Secretary Fernley invited dis- 
cussion as to whether a charge should be 
made for the service and whether unpaid 
accounts should be reported to a rating 
agency that had solicited them. The ma- 
jority sentiment against both propositions 


prevailed. 
The subject of re-sale price was then dis- 


cussed by M. J. Baer, S. O. Bigney, M. 
Schwab and Conrad J. Brotherly. The dis- 
cussion developed a strong sentiment to in- 
dorse proper legislation to the next Congress. 

President Cooper next introduced G. B. 
Van Buren, manager of Toplis & Harding, 
Inc., Chicago, who talked on “The Jewelry 
Industry and Lloyds.” 

ADDRESS OF C. B. VAN BUREN 


For the past 200 years the name Lloyds has 
been identified throughout the world with the ship- 
ping industry, net only by reason of the insurance 
it has effected on vessels and cargoes, but by reason 
of its wide dissemination of maritime information. 
3ut in the last quarter century the name Lloyds 
has become a familiar word in the jewelry in- 
dustry, and the jeweler’s block policy issued by the 
non-merine underwriting members at Llcyds has 
become as much of a necessity to the jeweler as 
the offce safe. 

We are told that the subject of insurance was 
referred to fcr the first time in the English law 
books in a statute of Queen Elizabeth dated 1601, 
wherein it was stated that “by means of a policy 
of insurance it cometh to pass that upon the loss 
or perishing of any ship there followeth not the 
undcing of any man, but the loss lighteth rather 
easily upon many than heavily upon few.” 

There appears to be an air of mystery about the 
name of Lloyds in the minds of most people in 
this country, which arises, no doubt, from a lack 
of knowledge concerning the early history of 
Lloyds and their method of transacting business. 

The early records of insurance show its begin- 
nings in England in the 17th century when ship 
owners and merchants who were dispatching car- 
goes would go about among their friends and for 
a consideration, known as premium, they would 
obtain an undertaking by various individuals guar- 
anteeing the safe return of the vessel or the safe 
delivery of the cargo. 

There is still preserved in the archives of one 
of the government offices in London what is be- 
lieved to be the oldest marine insurance policy in 
existence. It is dated in 1657, and covers a cargo 
valued at £400, to be transported in the ship 
Three Brothers, a vessel of 350 tons, for a voyage 
from Banton to London. The Underwriters were 
four in number, each individual assuming a risk 
of £100. It is interesting to note that the insuring 
clause in this policy issued in 1657 reading: 
“Touching the adventures and perils of the prop- 
erty hereby insured which we the assurers are con- 
tented to bear and do take upon us, etc.,” is 
identical with the wording appearing in the preseni 
day Lloyds jeweler’s block policy. 

At the bottom of this old policy I mentioned ap- 
pears the undertaking by the individual as follows: 
“One hundred pounds, I, John Nicols, am content 
with this assurance which God preserve for one 
hundred pounds this eighteenth of February,” and 
signed his name beneath it. Hence he became 
known as an underwriter. 

In the latter part of the 17th century there 
sprung up in T.cndon a number of coffee houses 
and various of these coffee houses soon came te be 
patronized by men in the same line of endeavor. 
That part of the commercial community interested 
in shipping patronized 2 coffee house on Tower 
St. kept by a man named Edward Lloyd. Here 
would be gathered the various individuals who had 
become undeiwriters for the purpose of learning 
of the progress of the ship upon which they had 
taker a risk. 

In 1696 Edward Lloyd, in order to better ac- 
commodate the customers who partonized his coffee 
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house. started a newspaper which gave a list of in cash. 


ships whose arrivals and sailings had been reported. 
This paper did not last very long, but was later, 
in 1726, re-established under the name of Lloyd's 
List. Since that date Lioyd’s List has appeared 
regularly, and is still printed and published as a 
daily shipping and commercial newspaper at 
Lloyds, Royal Exchange, London, and is said to 
be, with the exception of the London Gazette, the 
oldest continuous existence in the 
world. 

In the year 1770 the frequenters of Lloyd’s coffee 
house, whose particular business was marine insur- 
ance, formed themselves into an alliance under the 
name of Lloyds Underwriters. In 1774 they moved 
their headgvarters te the Royal Exchange, where 
they are still doing business. 

After 150 years at this location, however, Lloyds 
on last Saturday laid the corner-stone of a mag- 
nificent new Luilding on Leadenhall St., the cere- 
monies being attended by the King and Queen of 
England. 

To touch upon the method by which business is 
transacted I may say that all the underwriting 
business at Lloyds is transacted by the individual 


newspaper in 
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members cf the society, who at this time number 
1,096, each of whom carries on his business for 
his own account and_ risk, either himself or 
through an authorized underwriting agent, the gen- 
eral practice being for several members in an asso- 
ciation, but not in partnership, to carry on their 
business through a single agent who underwrites 
and acts fer the whele group. These groups are 
known as syndicates, and you are, no doubt, all 
familizr with the appearance of their names in 
groups cn the back of the policies possessed by 
many of the members of this association. 

The individual underwriters elect from among 
themselves a body known as the Committee of 
Lloyds’, which has for its object the laying down 
of regulations to safeguard the interests of mem- 
bers, as well as those of policy-holders in much 
the same manner as the committee of the stock 
exchange lays down rules governing the manner 
of transacting business by individual stock exchange 
members. It is also interesting to note that every 
underwriting member of Lloyds is legally liable 
in respect of his engagements under Lloyds policies 
up to the full extent of his means. In other words 
his liability is unlimited. 

In order to become a member at Lloyds a can- 
didate must be recommended by at least six mem- 


hers of Lloyds, one of whom must go before the 


committee and give full particulars concerning the 
candidate’s character, as well as his means, and 
in what securities they are invested. The candidate 
must also sign a trust deed providing that all his 
premiums, as well as the investments of the same, 
shall be placed in trust for the payment of his un- 
derwriting liabilities and expenses, so as to be ex- 
clusively applicable for that purpose. He must also 
provide an annual guarantee policy as provided by 
the hoard of trade for the amount of his non- 
marine premiums for the year, or an equal amount 
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' In addition | he must furnish a cash de 
pesit, which is held in trust by tie Committee of 
Lloyds until his underwriting account js pcr 
up. The minimum amount ffor this deposit 
$25,000, and must be proportionately increased i 
his annual premium income increases, These q 
posits alone now amount to over $35,000,000, : 

It may be cf interest to state that for the year 
1920 the total premium income of Lloyds exceeded 
$150,000,009, of which $60,000,000 represented the 
premium income for non-marine business alone 

These various safeguards which have been taken 
for the pretection of policy-holders and the repu. 
tation for fair dealing and high standard of , 
tegrity which has heen maintained for 209 a 
constitutes a good will, the value of which is beyond 
calculation. : 

But I am reminded that I am requested to speck 
of Lloyds with particular reference to its relation 
to the jewelry industry. This relationship kas been 
a close one, starting with the coverave on diamonde 
in the rovgh as they are brought out of the Mines 
in Kimberly, while in transit to the diamond cep. 
ters cf Europe, and after they are cut there js 
other insurance on the shipments to this country 
from the importer to the wholesaler, from. the 
wholesaler’s block policy to that of the retailer anj 
by means of the personal jewelry policy Lloyds 
still cover the diamonds in madam’s bar pin 
There is thus continuous Lloyds coverage on diy. 
monds from Kimberly to Michigan Ave. 

I have mentioned premium income reterring to 
all the vurious classes of business written by 
Lloyds throughcut the world, and of which only a 
portion is represented by the premiums from ‘the 
jeweler’s block policy. I am sure you will all 
zvgree with me that a large volume of business 
done constitutes merely wasted effort if at the end 
of the year the profits are negligible or appear in 
red ink on the ledger. The increase in preminm 
of the jeweler’s block form of insurance which 
some of you may have noticed recently is easily 
explained when I tell you that for the year 1924 
the losses under jeweler’s block pelicies in 
America were, roughly, 2C0 per cent. of the 
premium income. The underwriters at Lloyds are 
business men like yourselves, and their aim is to 
realize a legitimate profit from their efforts and 
investments, and they cannot be blamed if they do 
net care to go on indefinitely paying out $2 for 
every dollar they take in. 

The trying period following the war has effected 
the insurance business in common with every other 
line, and I think it is no exaggeration to say that 
the insurance carriers are getting a bit more 
than their share as we note the increasing evidence 
cf crime on every hand. The prediction that the 
number of holdups by armed gunmen, which 
ussumed alarming proportions in 1919 and 1920, 
would decrease as the hysteria of war died down, 
has not been borne out by the facts, but, on the 
contrary, this ciass of criminal activity appears t 
be increasing from year to year. An auialysis of 
the losses under jeweler’s bleck policies in America 
in the year 1924 indicates that upwards of 68 per 
cent. of the total loss sustained by Lloyds was due 
to holdup. Bear in mind this does not include 
holdup losses not covered by insurance, nor the 
many lesses of this character suffered by indi 
vidual citizens. 

Again, and contrary to general belief, 65 per 
cent. of the total holdup losses occurred inside the 
premises. This brings us to a very serious consi¢ 
eration cf the protective measures which should he 
taken, and the care which should be exercised by 
the jeweler in his own place of business. The 
erection of a heavy wire screen between the ¢ 
trance to the premises and the area in which valua- 
Lles are kept should be universally adopted, with 
the screen dcor kept locked at all times. This, ™ 
itself, is not sufficient, however, but a rule should 
he laid down that no strangers should be allowed 
inside the enclosure when there is only one man 
inside to deal with them. All strangers should be 
treated with courtesy 2nd_ suspicion. With twe 
men identified by the firm present, one call wait 
on the prospective customer while the other stands 
nearby to watch for a false move. A bandit will 
not attempt to draw his weapon if someone 1s sul- 
ficiently close hy to reach him before he can ee 
his gun from his pocket. If two strangers present 
themselves, especially at noontime or at the close 
of business when a number of the employes ™Y 
liave left, assume they are bandits and act a 
cordingly. 

Caution should al 
establishment for business 
employes should look for loi 
before unlocking the door, and 


so be exercised in opening the 
in the morning. when 
terers in the hallway 
in no event should 
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ofice be opened for business until at least two 
xployes have arrived. : 
The installation of push buttons connected with 
wetive agencies 18 recommended, and at least 
woe employe should be instructed to take his sta- 
on at such @ point when Strangers are present 
dt the alarm can be given on the instant. Push 
vettons located on the floor have been found very 
cient. 

The robbery of salesmen on the road have been 
wfciently serious to deserve careful attention. 
re frst requirement which should be observed 
ats in the careful selection of employes who 
viguld be of sufficient maturity to warrant the 
mercise of due diligence in the protection of your 
merchandise. I recently had oceasion to adjust 
+ fos of merchandise valued at about $100,000 
ie g jeweler of unquestioned integrity. In re- 
izing his movements prior to the date of the loss, 
appeared that he had visited a dentist’s office 
mn the seventh or eighth floor of a building in the 
heart of the city in which he was stopping, and 
ij remained alone with the dentist for upward 
of two hours. During this period $100,000 worth 
if diamonds rested peacefully on the floor of the 
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tentist’s office, and in the rear of both the dentist 
and his patient. 

Leaving aside the consideration of the oppor- 
‘unity the situation afforded a sneak thief, a lone 
unit would have been conscience stricken at the 
“se with which he could obtain possession of this 





vn another occasion I was informed by a sales- 


mn that he had carried a satchel of jewelry 
ued at $80,000 with him when he visited a sub- 
ian development on the outskirts of a city to 
‘spect some property which was for sale. In 
‘ese days when jewelry salesmen are being followed 
“m city to city by criminals awaiting a favor- 
* moment for theft, what better opportunity 
id be presented to them than to be led by the 
‘se salesman to an isolated section presenting lit- 
? chance of interference. I could go on and 
pid similar incidents indicating the lack 
ordinary care and appreciation of the respon- 
“ity placed upon the salesman in the protection 
» Valuable property, which is readily salable in 
mae days of easy channels for disposal of stolen 
ttchandise. . 

Further, 


he I do not need to dwell upon another 
tt o 


e f the situation, and that is the effect felt 
sda entire legitimate trade upon the diamond 
og tay result of the numerous diamond rob- 
nent wt consequent flooding of the market with 
mtandise at below cost. 
iia of jewelers upon their insur- 
tandise on ton for the protection of their mer- 
tisccntinuane ey only one result, and that is the 
bis lace ae 0 the issuance of insurance on 
Nieees risk, Unless the Jewelry industry 
to the bect of its ability in an effort 


elim; : : 
mate preventive losses it is too much to 





THE JEWELERS’ 


expect that the insurers will continue indefinitely 
to carry such an unprofitable burden. 


This address was followed by questions 
and discussions. 

Marcel M. Mirabeau, of Lissauer & Co., 
New York, and Fred L. Goddard, secretary 
of the Jewelers Safety Fund Society and 
Jewelers Protective Union, discussed the 
merits and methods of the two organizations. 

They were followed by James H. Noyes, 
secretary of the Jewelers’ Security Alliance, 
who spoke in part as follows: 


ADDRESS OF JAMES H. NOYES 


I am somewhat saddened in attending conven- 
tions, of both wholesale and retail jewelers, by the 
fact that each year I meet fewer of my old friends 
who were active in the business when I, myself, 
was engaged in the wholesale jewelry trade, most 
of them having retired or passed over to the great 
beyond. 

I feel sure, therefore, that scarcely any of 
those present to-day can look back to the time 
when these organizations were started and conse- 
quently it is difficult for you to realize the great 
benefits they have conferred upon the whole 
jewelry trade. 

For this reason I have no doubt that many of 
you have the idea that the work of the Security 
Alliance is confined to the retail trade and is of 
interest only to such dealers. Perhaps you will 
be surprised to know that 50 of the 53 charter 
members were wholesale and manufacturing 
jewelers, and that the officers and members of the 
executive committee, who are in charge of the 
Alliance, have always been wholesalers and manu- 
facturers, the only exception being our Treasurer, 
Mr. Karsch, who was a retail jeweler for more 
than 50 years and has only recently retired from 
active business life in that line. 

The original purpose of the Security Alliance 
was to protect the credits of the wholesale and 
manufacturing jewelers who had suffered severe 
losses through the robbery of their customers, 
many of whom were either put out of business 
entirely or were obliged to compromise with their 
creditors because their stock had been carried 
away by robbers, and the same reasons exist to-day 
in even larger degree than was the case forty- 
two years ago when we first commenced our work. 

During these years we have expended about 
$450,000 in detective service and about $130,000 
in rewards, through which more than 2500 burglars 
and thieves of all kinds have been captured, con- 
victed and sentenced, many of them to long terms 
of imprisonment. 

It is impossible to estimate what losses would 
have been sustained by jewelers if these 2500 
marauders had not been followed up, captured and 
put out of business by the Security Alliance. 

The result of this vigorous pursuit and prosecu- 
tion of the criminals who prey upon our trade is 
seen in the fact that 94 per cent of our members 
are not attacked by burglars or thieves of any 
kind,. partly through the warning conveyed by our 
signs, and also because of the very valuable in- 
formation and advice which we are _ constantly 
giving to Alliance members regarding the methods 
used by thieves and robbers; the best means of 
preventing their attacks from being successful; how 
to arrange their stores to make them as secure as 
possible; and the advice given to professional 
criminals by the Pinkerton Detective Agency at 
every opportunity ‘‘not to attack any store that is 
under the Alliance protection.” 

In order that you may have some idea of the 
need of just such work as is being done by the 
Alliance and the Protective Union, let me call 
your attention to the fact that in 1924 more than 
$3,500,000, was stolen from the stores and offices 
of jewelers, and $500,000 more from traveling men, 
making a total loss of $4,000,000, and probably 
more than that amount because it is impossible to 
get complete statistics including every loss which 
occurs. You can readily see that such a drain 
upon the finances of the jewelry trade is a very 
serious matter and affects wholesalers, manu- 
facturers and retailers alike. 

Undoubtedly a portion of this loss was covered 
by insurance so that the individual loser was re- 
imbursed, but do not fool yourselves with the idea 
that the Insurance Companies pay losses out of 
their own funds. As a matter of fact the premiums 
pay the losses and indirectly therefore the jewelry 
trade paid this $4,000,000 and not the Insurance 
Companies. 

We paid $8,340.00 in rewards in 1924 for the 
arrest and conviction cf 109 burglars and thieves 
who attacked our members and in almost every 
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instance the property was recovered. This will 
help you to realize the importance of the work 
done by the Alliance and the Protective Union to 
keep down the losses and thus to reduce the cost 
of insurance, as the premiums are directly affected 
by the amount of property which has to be paid for 
and you all know they have been advanced to an 
almost prohibitive amount during the past two or 
three years and they would be still higher if we 
were not doing our part to reduce the losses. 

The remainder of the afternoon until ad- 
journment was devoted to a discussion of 


insurance. 
Monday Evening Style Show 


On Monday evening the style show attract- 
ed a great deal of attention. It was given 
by Marshall Field & Co. in the Passaggio, a 
240-foot passageway connecting the two 
main structures of the hotel, and the large 
lounge rooms opening off this on east and 
west sides. 


Fourteen models showing 56 costumes 
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paraded, dressed in various kinds of apparel 
with the proper jewelry to be worn with 
each. Included in the sports apparel display 
were riding habits, bathing suits, tennis and 
golf costumes and dresses for various occa- 
sions, and the models also showed morning, 
afternoon and evening gowns. There were 
also two bridal outfits with two attendants 
each. 

Jewelry with the sport suit included a 
mannish watch, with a suede strap. The 
tennis and golf costumes included a watch 
and colored beads, the beads being both short 
and long. A sport suit was of knitted jer- 
sey of two-tone cubic design. The jewelry 
included copper colored jagged beads, choker 
necklace and bracelet. 

A properly bejeweled June bride was rep- 
resented by a model who wore a straight- 
line frock of white crépe de chine, the skirt 
of which from hips to knees sparkled with 
crystal beading. The veil of tulle was pinned 
to the bride’s blond hair by a headdress of 
imitation pearls. Silver slipers and stockings 
completed the dress. A $30,000 pearl neck- 
lace was worn by the model and a large 
diamond bracelet adorned the left arm. The 
wedding ring was a narrow circlet of dia- 
monds worth $500, and.the bride wore a 
$6,500 engagement ring. Both gowns and 
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jewelry..were furnished exclusively by Mar- 
shall’ lteld & Co. 

The Fashion Show served to demonstrate 
the. proper jewelry for each dress and cos- 
tumie worn, and called attention to the fact 
that a piece of jewelry, even though costly, 
is not always appropriate. 

The parade was directed by Mrs. G. 
P. Reid, fashion expert, who predicts that 
in the near future fine jewelry will be sold 
from living models, just as dresses are now. 


Tuesday Morning 


H. W. Burdick, Cleveland, O., was not 
present at the opening of the Tuesday morn- 
ing session to report for the committee on 
the code of ethics, and Arno Dorst, Cincin- 
nati, O., was introduced as the first speaker 
of the session. 

Mr. Dorst talked on publicity and was 
the representative of the National Jewelers’ 
Publicity Association at the convention. He 
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called attention to the benefits being derived 
from publicity for the jewelry industry and 
discussed the subject at some length, calling 
attention to the need of the co-operation of 
all branches of the industry to make the 
publicity campaign a success. 

Ilis address was followed by a long dis- 
cussion on publicity, many of the jewelers 
taking part. All favored the principle of 
urging subscriptions to the $1,000,000 fund. 

President Cooper urged that some more 
definite action be taken than the adoption of 
resolutions. The discussion was closed by 
a forceful address by Conrad J. Brotherly, 
president of the American National Retail 
Jewelers’ Association. Mr. Brotherly went 
into the subject of publicity at some length 
and strongly urged action by the jewelry 
trade. 

The report of the Committee on Code of 
Ethics was next read by Secretary Fernley 
and adopted without discussion. 

Secretary Fernley then called attention to 
the report on the cost of .parcel post and 
several members spoke of personal experi- 
ences. 

The subject of catalogue discounts was 
the last one discussed at the Tuesday morn- 
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ing session, The sentiment of those using 
catalogues was against change in 
present arrangements. 

Following adjournment for lunch a 
group picture of the convention delegates 
was taken. 

Weather here has been fine thus far, The 
roar of the lake can be plainly heard in the 
convention room. 

It is expected that there will be about 
300 at the banquet tonight. 

The first subject on the afternoon program 


any 
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will be stamping legislation and the discus- 
sion will be led by Marcel Mirabeau, of 
LLissauer & Co., New York. 








LOOT CHICAGO GEM SHOP 


Bind Rob Safes and 


Disappear in Crowd 


Cuicaco, May 26.—Three thugs today 
escaped with diamonds and other jewelry, 
said to be worth over $100,000, from Adolph 
Gastman’s jewelry and pawnbroker store, 20 
N. Dearborn St., which had not yet opened 
for business when the thieves appeared. 
They knocked at the door, overawed one 
of the employes who answered, forced their 
way in, and looted the safes, which had just 
heen unlocked preparatory to filling the 
showcases. 

Clubbing the three employes who were 
present into submission, the thugs bound 
their victims and then looted the huge safes, 
fled into Dearborn St. and were swallowed 
up in the crowded thoroughfare. 

One of the employes managed to break his 
bonds, seize a revolver and get to the door. 
He fired four shots at the men, but all went 
wild. 


Thugs Employes. 








The home of King H. McEntire at Ruther- 
fordton, N. C., caught fire one night a 
short time ago and was damaged to the ex- 
tent of $2,000 or more. The exact cause of 
the fire is unknown. Quick work on the part 
of the fire department and neighbors saved 
the house from being a complete ruin. 


P. J. Duane, Wakefield, has sold out hi 
stock and gone out of business. 

W. J. Nelson is selling out the stock ix 
trade of the Berlin Jewelry Co, Berlin, 
N. 74. 

Charles Sinclair, of Concord, N. H,, was 
in Boston last week for several days calling 
on members of the trade. : 

George E. Fletcher, former president oj 
the Bcston Jewelers’ Bowling League, is pre. 
paring to go to his Summer home in Fit. 
william, Me. He will be there for ty, 
months. 

Robert Graham and Carl J. Rist, special 
representatives of the Gruen Guild, watch. 
makers, were in attendance at a special dis. 
play of platinum and diamond set watches a 
the store of the Regan Kipp Co. during the 
week of May 18-23. 

Mitchell J. Hamilburg, formerly with the 
L. J. Anshen Co., Providence, R. [., and 
now a member of the newly organized firm 
of the Hamilburg-Shaw Corp., of & W. 3%) 
St.,.New York, will visit Boston shortly i 
the interest of his new firm. 

Addison Bros., of Chelsea, have moved 
from their old location which had been occu- 
pied by them and their father for the last 75 
years, to a new _ store near Bellingham 
square. Business has been gradually drifting 
to this district, so that the change of loca- 
tion was deemed advisable. 

Having sold out his interest in the Travis, 
Farber Co., Albert Travis now is located at 
333 Province building. The purchaser is H. 
Reubin, who with Mr. Farber will continue 
the company’s business in the Jewelers’ build- 
ing, as in former years. Mr. Travis has 
just returned from a tour through Europe, 
where he visited the diamond markets. 

The Boston Credit Men’s Association has 
started a campaign to raise $100,000 as its 
share of the $1,000,000 fund planned by the 
national association for a crusade against the 
credit crook. The Boston association has 4 
membership of 1,000 and opened their cam- 
paign with a dinner to J. Harry Tregoe, 
executive secretary of the National Associa- 
tion of Credit Men. Officials say that the 
growing wave of commercial credit crime 
has reached proportions which call for ener- 
getic measures of self-protection by the busi- 
ness men of the United States. 








Plainville, Mass. 


Richard Berkeley is planning to attend the 
reserve officers’ training camp, commencing 
July 1. 

Edward Hoffman, for more than 15 years 
an employe of the Whiting & Davis Co, 
died last Wednesday after a short illness. 
He was born in Plainville and leaves # 


widow, a daughter, two brothers and four 


sisters, He was a member of Aurora 
Lodge, of Odd Fellows. 








Charles Brand, a jeweler of White Plains, 
N. Y., has done excellent work in the m- 
tensive drive for the Chamber of Commerce 
to increase its membership. In two wee 
52 members have joined. 
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John Kelso was a business visitor in 
oston the past week. - 

Henry G. Thresher, of the W aite-Thresher 
Co, has returned from a several weeks’ trip 
to Havana. 

“Mr, and Mrs. Raymond E. Ostby have re- 
tuned from several days’ stay in New York 
and vicinity. 

The Olneyville Business Men’s Associa- 
tion will hold an outing at Chopmist Inn, in 
Scituate, July 29. 

Mr. and Mrs. Frederick C. Somes left last 
friday for Matunuck, where they will spend 
the Summer months. 

Mr. and Mrs. Robert W. Hamilton 
ened their Summer home at Plum Beach 
st Wednesday for the season. 

The factory of Parks Bros. & Rogers, 7 
Beverly St., resumed Monday of this week 
ater being closed since May 14. 

A mortgage for $26,000 against property 
of Sigmund Rosen has been discharged the 
past week by Willard C. Perkins. 

B. N. Nelson, of the D. & N. Mfg. Co., 
of this city, spent a portion of last week 
at the firm’s New York headquarters. 
Frederick D, Carr, secretary of the Ostby 
& Barton Co., returned from a visit to the 
frm’s Chicago headquarters the past week. 
The Citizens Savings Bank has recorded 
the discharge of a mortgage against 
property of Archibald Silverman of $60,000. 
Samuel H. Workman has recently with- 
drawn from the manufacturing jewelry con- 
cern of A. P. Workman & Son, 53 Clifford 
St. 

Stuart H. Felt has given a chattel mort- 
sage for $883 to the E. L. Logee Co., on 
hubs, dies, cutters, etc., in shop at 95 Chest- 
nut St. 

John F, Harlow, Jr., has given a mort- 
gage of $4,000 to John Lister on a lot with 
improvements on the south side of Plain- 
field St. 

W. Clarke S. Mays, of the Mays Mfg. 
Co, has purchased a 28-foot power cruiser 
on which he will spend his leisure time this 
Summer, 
Mr. and Mrs. Edward B. Hough and 
lamily are at Buttonwoods for the Summer 
and are occupying their country home, But- 
‘onwoods Gardens. 

Mr. and Mrs. A. Tingley Wall closed 
their house in town last Tuesday and are 
xcupying their Summer home at Watch 
Hill for the season. 

J. Robert Sweet, with the Providence 
ofice of the National Jewelers’ Board of 
Trade left Friday night to go to Philadel- 
hia and New York. 

Horace F. Remington has given a mort- 
kage for $5,000 to the Citizens Savings 
ank on lot with improvements on the south 
side of Adelaide Ave. 

Alfred W. Hughes has recently started 
manufacturing metal and rubber fountain 
pens at 197 Colfax St., under the firm name 
of the Utility Pen Co. 

he petition of William H. Manchester, 
Jr, for a discharge in bankruptcy was heard 
granted in the United States District 
rt here on Saturday. 
Mr, and Mrs 
. rs. Howard L. Carpenter are 
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among the early arrivals at Buttonwoods, 
having opened their Summer home there for 
the season the past week. 

The Ralston Co, is the style of new 
concern that has recently started at 101 
Sabin St., conducting a general wholesale 
business in ring mountings. 

Among the latest contributors to the 
American Legion fund are the Tilden-Thur- 
ber Corp,, $100; Arthur Henius, $100, and 
R. L. Griffith & Sons Co., $100. 

Albert I. Russell has placed a $10,000 
mortgage with the National Bank of Com- 
merce on a lot with improvements corner 
of Humboldt and Wayland Aves. 

Mr, and Mrs. Samuel E. Moore have sent 
out invitations for the marriage of their 
daughter, Miss Susan Swift Moore to 
Frederick Rhodes Sisson on June 10. 

Gustave C. Liljendahl was elected Grand 
Outer Guard at the annual convention of 
the Grand Lodge of Rhode Island, Knights 
of Pythias, in this city the past week. 

Edward B. Hough has become a contribut- 
ing member and Mrs. Horace K. Blanchard 
an active member of the Rhode Island Asso- 
ciation for Promoting the Interests of the 
Blind. 

Norris G. Abbott has just purchased a 
residential estate at the corner of Taber and 
Everett Aves., upon which he has placed a 
mortgage with the Industrial Trust Co. for 
$9,000. 

Theodore B. Pierce and Walter S. 
Lederer were members of the committee in 
charge of the second annual dance party of 
the Exchange Club at the Arcadia Ballroom 
last week. 

The case of J. riggs & Sons Co., against 
F, E. Ashmun Co. et al, which was on the 
calendar of the Superior Court for trial the 
past week, was called and passed for re- 
assignment. 

The word “Lingerette”’ when used in con- 
nection with lingerie clasps has been regis- 
tered in the patent office at Washington as a 
trade mark by Parks Bros. & Rogers, Inc., 
of this city. 

George F. Sawyer, of the Improved Seam- 
less Wire Co., has brought his 50-foor 
cruiser Roamer, that he purchased last Fall, 
up from Wickford and is having the in- 
terior refinished. 

According to information filed at the city 
clerk’s office the Prulesco Art Metal Co., 
recently started at 127 Chestnut St., is owned 
by Arthur S, Vaughn, Harvey A. Prew and 
Philip E. Gravalese. 

E. Primavera has given a mortgage for 
$7,000 to the Citizens Savings Bank on a 
lot with improvements on the east side of 
Cranston St, and one for $1,500 on the same 
property to Patrick M. Shea. 

Harry W. Buffum has been appointed a 
member of the committee from the United 
Train of Artillery Veterans to arrange for 
attending the 150th anniversary celebration 
of the battle of Bunker Hill at Boston on 
June 17. 

Charles H. Fuller, president and treasurer 
of the George H. Fuller & Son Co., of 
Pawtucket, was recalled from an automobile 
trip to Chicago last week by the sudden 
death of an uncle, a Civil War veteran, 
Joseph R. Ide, in his 92nd year. 

The Narragansett Novelty Co., of Provi- 
dence, has been granted a charter under the 
laws of Rhode Island with a capital stock 
of 500 shares of common stock of no par 
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value. The incorporators are Henry M. 
Boss, Jr., James I. Shepard and P. H. 
Brereton. 


Edward B. Lederer, of the Providence 
Stock Co., was a member of the delegation 
from Providence Forest, Tall Cedars of Le- 
banon, that attended the annual convention 
of the Supreme Forest at Atlantic City last 
week and succeeded in securing the conven- 
tion of 1926 to be held at Providence. 

Among those who attended the semi-an- 


nual conclave of the Grand Commandery of 


Knights Templar of Massachusetts and 
Rhode Island in this city last Wednesday 
were Clarence M. Dunbar, of Cook, Dun- 
bar, Smith Co.; Robert I. Durfee, with 
Gorham Mfg. Co., and Adelbert E. Place, 
of O. E. Place & Sons Co. 

An attempt to break into the home of 
Howard L. Carpenter at 165 Taber Ave., 
was discovered the other night by the patrol- 
inan on the beat, who found a first floor 
window broken above the latch. The house 
being closed for the Summer, the window 
had been screwed down and the robbers 
foiled in their attempt to enter. 

At the semi-annual communication and 
dinner of Orpheus Lodge of Masons last 
week among those in attendance were Eric 
E. Berkander, of E. E. Berkander Co., who 
is Worshipful Master; Charles E. Hancock, 
Edward M. Wheeler, William H. Mason, 
Sylvester M. Budlong, George H. Capron, 
William S. Greene and Raymond I. 
Blanchard. 

By a decree handed down by the Superior 
Court, Samuel H. Workman has been ap- 
pointed temporary receiver of the India 
Ivory Co., manufacturers of celluloid 
jewelry and novelties at 283 Thurber’s Ave. 
At a sheriff’s sale last week the stock, fix- 
tures and contents of the plant, the stock 
and machinery was purchased by Joseph 
Adels, of Yonkers, N. Y., on a bid of $800. 

At the 135th annual communication of the 
Grand Lodge of Masons in Rhode Island, 
held last Monday in this city, Howard 
Knight, of the Livermore & Knight Co., 
was elected Most Worshipful Grand Master; 
Augustus F. Rose, Sylvester M. Budlong, 
and Newton P. Hutchison were among the 
seven District Deputy Grand Masters elected. 
Among those who attended the session 
were Norris G. Abbott, Edgar M. Docherty, 
Edward M. Wheeler, William H. Mason, 
Howard B. Rice, William S. Greene, James 
A. Hawes, Kenneth P. Armstrong, Eric 
EK. Berkander. 

Among the jewelry buyers reported in this 
city during the past week were the follow- 
ing: Mr. Patten, of S. S. Kresge Co., De- 
troit, Mich.; Charles and Herman Rauch, 
of the Louis Rauch Co., Cincinnati, O.; 
Eugene Fromeyer, of Klein Bros. & Co., 
Cincinnati, O.; Max Barish, of the American 
Jewelry Co., New York city; Mr. Johnson, 
of Sperry & Hutchison, New York city; 
A. W. Myers, of the Canadian Jewelry Im- 
porting Co., Ltd., Winnipeg, Man.; E. E. 
Pfersich, of A. L. Pfersich & Co., Phila- 
delphia; J. Michel, of M. & J. Michel, Inc., 
New York city; E. H. Woolnough, of Mon- 
treal, Que.; Mr. Seltzer, of Seltzer Bros., 
New York city; Claude Jacobs, of R. 
Jacobs & Co., Cincinnati, O.; Mr. Brassler, 
of Calhoun, Robbins Co., New York city. 








E. N. Gardner has moved from ‘Mendon 
to Kalamazoo, Mich. 

























































William I*, Ehmann, Elk St. jeweler, 
moved on Wednesday to his Summer home 
at Crystal Beach, where he will remain until 
after Labor Day, commuting daily to and 
from his store. 

Among the out-of-town retail jewelers 
visiting the local wholesale trade last week 
were the following: George Kingan, 
Angola; George Engel, Springville, and A. 
M. Thomas, Niagara Falls. 

William Hauser represented the King & 
Eisele Co. on the trade excursion to Erie, 
Pa., and intermediate points held last week. 
J. K. Thompson, vice-president of the firm, 
was prevented from going through being 
called for jury service. 

Samuel A. Blumberg has purchased the 
interest of his partner in the jewelry store 
at 57 Main St., Batavia, and will continue 
the business himself. With Jacob Weber, 
Medina jeweler, Mr. Blumberg purchased 
the store from the estate of the late Eugene 
R. Muller about a year ago. 

H. Ferdinand Vander Voort, Jr., member 
of the firm of Vander Voort Bros., whole- 
salers in Ellicott Square, is expected home 
on June 1 from a three weeks’ vacation with 
his family at Versailles and Louisville, Ky. 
Mr. Vander Voort left Buffalo by automo- 
bile for Louisville on May 11 and was 
among the vast throng which witnessed the 
running of the Kentucky derby. 

Max Segal has moved his jewelry store 
from 385 William St. to 406 William St., 
where he now occupies one-half of the 
ground floor of a building which he pur- 
chased from Albert Zilliox, another pioneer 
William St. jeweler. The building has been 
completely remodeled, two stores being made 
of the one formerly operated by Morris 
Goldsman, auctioneering jeweler. 

Sol. L. Levy, whose store at 438 Main 
St. is among the pioneers in the jewelry 
installment field, has purchased from the 
American Woolen Mills Co. the property at 
521 Main St. for a consideration said to be 
in the neighborhood of $350,000. The 
property has a frontage of 21 feet on Main 
St. and a depth of 200 feet. It is occupied 
by a four-story brick building. Although 
Mr. Levy has no definite plans for the 
future it would cause no surprise should he 
occupy the main foyer in the new structure 
on the expiration of his present lease, three 
years hence. 

The display window of Abe Present’s 
jewelry store at Main and First Sts., 
Jamestown, was wrecked on May 17, when 
a large, heavily laden truck, owned by the 
Art Memorial Co., Buffalo, crashed into it 
when the brakes failed to work. The truck 
was being driven down Main St. hill and a 
freight train was blocking the street. The 
chauffeur and helper were unable to hold the 
machine and it swerved and went into the 
jewelry store window, scattering merchan- 
dise all over the sidewalk. The chauffeur 
was arrested for overloading his truck and 
for having faulty brakes. 

Under the name of the Howard Co., Inc., 
William J. and John Kappel and H. E. 
Howard, of Pittsburgh, have acquired the 
lease and fixtures, but not the stock, of the 
Antwerp Diamond Co., at 5 E. Genesee St., 
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of which Harold Cohen was the proprietor. 
The new owners will operate the store along 
the same lines as their successful Pittsburgh 
installment house, purchasing all but watches, 
for both stores, through the home office. 
The Buffalo store will be under the man- 
agership of H. E. Howard, who has been 
identified with the Kappels for about 12 
years. John Kappel was in Buffalo con- 
cluding the deal for the transfer of the store, 
which affords a particularly desirable loca- 
tion for a high class jewelry establishment. 
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A. A. Gillespie, of Gillespie Bros., left 
last week for California, where he will re- 
main for a month or more. 

A. J. DeRoy, of Jos. DeRoy & Sons, is 
hack from a diamond buying trip to Europe. 
ile reports conditions promising. 

Francis A. Keating, of the Grogan Co., is 
at present in Europe buying goods for his 
establishment. He went to I'rance and was 
11 Switzerland at last accounts. 

H. Simon Banov has taken the 
jewelry store of the [manuel Rubin, oper- 
ating as the Modern Loan Co., at 510 Wylie 
\ve. The sale of an apartment building for 
Mr. Banov at 600 St. Clair St., figured in 
the transaction. The purchase price was not 
stated. 

Emanuel Grafner, of Grafner Bros., and 
Mrs. Grafner are in Chicago attending the 
National Wholesale Jewelers’ Association 
convention. Other Pittsburghers there 
include W. F. and W. H. Hofmann, of 
Heeren Bros. Co.; Fred Gluck, of Martin 
Gluck & Sons, and Emil Fryer, of the S. W. 
Winhaus Co, 

The trade extension party of the Chamber 
of Commerce of Pittsburgh left yesterday 
by special train on a tour of western Penn- 
sylvania and eastern Ohio. C. Glen Sipe 
was the only member of the jewelry trade 
aboard the train, but the customary number 
of participants made up the party, which is 
making a four-day trip. 

The Pittsburgh Association of Credit Men 
has raised nearly $41,000 of the $50,000 it 
was asked to give to the million dollar na- 
tional fund to be used to fight commercial 
crime and the association, says the balance 
of the fund is in sight. George W. Best was 
the chairman of the jewelers and leather 
group of the drive in this city. 

The Terheyden Co. had nearly a full page 
spread in one of the Sunday papers, Sunday, 
in exploiting the fact that this concern has 
been engaged in the jewelry business in 
Pittsburgh for 60 years. The article was 
illustrated with pictures, including those of 
some of the members of the present Ter- 
heyden staff, as they looked many years ago. 
Each department of the store was written up 
separately and in a news style. 

It has been decided to hold the two din- 
ners which will be among the high spots of 
the annual convention of the Pennsylvania 
Retail Jewelers’ Association, in the English 
room of the Fort Pitt Hotel, July 14 and 
July 15, with the wholesale jewelers enter- 
taining the visitors one night. “A State con- 
vention with a national aspect” is the slogan 
for the Pennsylvania meeting. One thing is 
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certain the Pittsburgh trade is taking More 
interest in this gathering than any similgy 
one ever held in Pittsburgh. 

Several days ago two young felloy, 
walked into the store of Gillespie Bros ; 
the Jenkins Arcade, asked to sce some Ioo. 
diamonds and disappeared shortly thereafte 
with a stone weighing one and a quart, 
carats and valued at $900. Nothing unusyg 
was noticed about the men. Finally the me 
excused themselves, saying they would think 
the matter over and probably come bac; 
About 20 minutes after the men had left th 
place it was discovered that the stone fie 
missing and a private detective agency wa 
at once notified and an effort made to trace 
the men. It is presumed that they left towy 
One report had it that the men had switches 
a worthless gem for a good one, but thi 
report was without foundation. There wer 
several customers in the place at the tim 
the theft occurred, but it was all done » 
quickly that no one saw the men take the 
stone. 
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Harry W. Fisher is able to be out and 
walk about after a several weeks’ illness, 

Frederick §S. Gilbert is home from a 
western trip for the L. E. Freeman Co, 

Congressman Joseph W. Martin, Jr., will 
be the speaker at the Memorial Day ob- 
servance at Fall River. 

Charles Clark has returned from a busi- 
ness trip through the middle west in the in- 
terests of W. G. Clark & Co. 

The marriage of Arthur R. Blackintor 
and Miss Alice M. Burton is announced t 
take place about the middle of June. 

Aimong those who witnessed the running 
of the Derby last week, Saturday, in Ken- 
tucky, was Frank P. Kennedy, of this town. 

The partnership of Austin & Miller, en- 
gine turners and engravers at 51 East St. 
has been dissolved by mutual consent. The 
business will be continued at the same place 
by Wilbur Austin. 

North Attleboro lodge of Elks is con- 
sidering plans for the establishment of 4 
$10,000 charity endowment fund. Several 
jewelers are among the committees having 
the matter under consideration. , 

Harry E. Hull, of the LeStage Mfg. 
was re-elected president of the North Attle- 
boro Board of Trade at the annual meeting 
held Thursday, May 21, in the Bay Path 
Tea Room. Under Mr. Hull’s supervision 
the organization has enjoyed one ol the 
most successful years in its history, at 
there was a unanimous desire that he com 
tinue at the helm. : 

The Presto Cigarette Case Corp., 0! Elm 
St., has made the following report to the 
corporation commission of Massachusetts 
through its treasurer, Edward Davidson. In- 
corporated under laws of New York 
Assets—Machinery, tools and dies, $9,526; 
merchandise, $12,175; cash, $4876; accounts 
receivable, $7,892; notes receivable, #4 
patent rights, $50,000; good will, $75,000; 
trade marks, $75.000; total, $234,569. Lia- 
bilities—Capital, $200,000; accounts payable, 
$2,427: notes pavable, $12,000: reserve 
$17,647; surplus, $2,491. 
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Herbert Wagner, formerly of Miller Bros., 
ys taken a position with Antin & Richards 
js watchmaker. 

Henry Green and H. Hart, of the firm of 
Ingomar, Goldsmith & Co., were also among 
the visitors in New Orleans last week. 

Robert H. Bromberg, of the Bromberg 


lewelry Co.. Birmingham, Ala., spent a 
jew days in New Orleans on a_ business 
trip last week. 

Coleman [:. Adler, accompanied by his 
wife left on the Columbus for Germany. 
They will visit various resorts, and Mr. 
Adler will make purchases. 

Maltry Bros., Carondelet St. jewelers, are 
repairing and refinishing the front of their 
hwilding, and when completed will have a 
very attractive place of businens. 

D. Pailet, jeweler and diamond setter of 
this city, has taken in L. Jacobs, formerly 
{the Frantz Bros. Jewelry Co., as his part- 
ner in business. They report good business. 

Mr. and Mrs. P. Copeland, of P. Copeland 
& Co, wholesale jewelers of this city, left 
recently on a pleasant trip to Hot Springs, 
\rk, and expect to return within a month. 

The employes of Hausmann, Inc., are fast 
hecoming benedicts. Two more jewelers in 
the manufacturing department, John Cava- 
naugh and Lawrence Moran, were recently 
married, 

W. D. Cleary, importers’ agent and ma- 
terial supply house for the trade, has en- 
larged his place of business and added a lot 
of new equipment to take care of his in- 
creasing trade. ; 

Herbert Gardner, representing the firm of 
L.& M. Kahn, of New York, spent several 
days in New Orleans last week in the inter- 
ets of his firm, this being his first visit 
south. He reports business satisfactory. 

Max Frankel, credit manager for Coleman 
E. Adler, Canal St. jeweler, was elected vice- 
president of the New Orleans Retail Credit 
Men's Association, and John D. E. Russy, 
of White Bros.’ Jewelry Co., was made one 
f the directors of the association at a re- 
cent meeting. 

W. E. Taylor, of W. E. Taylor & Co., 
Inc, has returned from a trip through 
louisiana and Mississippi, and finds much 
improvement in the jewelry business through- 
out the two States. He and Mrs. Taylor 
ae in Chicago to attend the convention of 
the National Wholesale Jewelers Association 
mn that city. 

Traveling men in New Orleans last week 
eluded : Felix B. Vollman, of Felix B. 
Vollman & Co., New York; Mortimer Com- 
mer, of American Watch Case Co., New 
‘ork; F. J. Skinner, of Frederick Keim & 
Co, Inc, New York; E. Bok, of the Cor- 
dova Shops, Inc., Buffalo, N. Y., and Sereno 

- Davis, of Jacobson Bros., New York. 
The Interstate Cotton Seed Crushers’ As- 
“elation held a convention in this city last 
week, and presented a very handsome solid 
‘ilver service to R. F. Crow, of Houston, 
'ex., the retiring president. A smaller serv- 
Ke was also presented to John W. Todd, 
‘e-president of the association. The two 
“vices were purchased from . Hausmann, 
Ine., Canal St. jewelers. 


Schwob, vice-president of Adolph 
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Schwob, Inc., New York, is making a tour 
of the country in the interest of his firm. He 
is very much gratified with the good business 
conditions which he has found along the 
road. This is his first trip south, and is 
very much impressed with New Orleans. 
Mrs. Schwob is making the trip with him, 
and enjoying every mile of the way. 

Oscar J. Gomez and J. T. Kirtland, travel- 
ing representatives of the firm of Leonard 
Krower & Son, Inc., have returned to the 
city, after having completed their Spring 
trips. Many friends of E. W. Carruth, trav- 
eling representative of the concern, will be 
sorry to learn he was stricken while in Bir- 
mingham, having been confined to the hos- 
pital for several days, but has recovered ‘suf- 
ficiently to return to his home in Kansas. 

Oscar P. Gibson, for the past five years 
with White Bros. Co. as credit manager and 
member of the board of directors, has estab- 
lished an office at 707 Common St., in that 
city, for the purpose of installing credit sys- 
tems and ‘acting as counsellor to jewelers 
who contemplate branching out in this direc- 
tion or in reorganizing. This is a new de- 
parture in the jewelry business, and will 
undoubtedly prove a valuable service to 
jewelers who have long wanted to enter the 
credit field but have hesitated for fear of 
falling into the pitfalls of an experiment. 
Mr. Gibson offers his personal services and 
puts the credit system on a going basis that 
eliminates all guesswork. 








Richmond, Va. 


Richmond jewelers who are united in their 
opposition to auction sales find that the 
ordinance barring sales after 6 P. M. is not 
accomplishing the purpose it was intended to 
accomplish when it was passed some years 
ago. The ordinance was enacted in the days 
when most of these sales were held at night 
because very little business was available in 
the day time. Now they flourish by day- 
light and suffer but little by reason of the 
fact that they have to cease before nightfall. 
Thought has been given the question of hav- 
ing an ordinance to eliminate them in the 
day time. In the opinion of legal authorities, 
however, this could not be done without the 
ordinance applying to other auction houses 
as well as those handling jewelry. 

The 24 Karat Club of Richmond, compris- 
ing in its membership most of the representa- 
tive jewelers of the city, gave a dinner in 
honor of Conrad J. Brotherly, of Newark, 
president of the American National Retail 
Jewelers’ Association, while he was in the 
city as a guest of members of the club. He 
gave a talk at the dinner, outlining the work 
of the national organization and disclosing 
some of the plans for the annual convention 
of that body which is to be held in Richmond 
next September. Among the guests besides 
Mr. Brotherly were Leo. F. Henebry, State 
president, of Roanoke; Stanton Pilcher and 
the Messrs. Lauterback, of Petersburg. The 
dinner took the place of the regular monthly 
meeting of the club. S. M. Schwarzschild, 
president of the club, acted as toastmaster. 
Including guests, there was an attendance 


of 32. 








J. H. Moe has succeeded to the business 
of Syverud & Moe, Canton, S. Dak. 
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Allentown, Pa. 





S. S. Brone has gone to Miami, Fla., on a 
business and pleasure trip. 

The jewelry store of Robert C. Green’s 
Son, 8 S. Centre St., Pottsville, have been 
running a $100,000 jewelry sale. 


The wife of Louis W. Schattenstein, 
jeweler, 120 N. 6th St., was admitted to St. 
Luke’s Hospital, Bethlehem, for medical 


treatment recently. 

Ira H. Landes and wife motored to New 
York on a business trip. James A. Wester- 
man, of the Allentown Jewelers’ Supply Co., 
also made the trip with them. 

Webster Lied, formerly in the employ of 
Jeweler Earl H. Gier, as a watchmaker, has 
secured a similar position with Robert J. 
Beitel, jeweler of Catasauqua. 

Mr. Haber, proprietor of the Art Gift 
Shop, 321 S. New St., Bethlehem, contem- 
plates opening a branch store in the near 
future on Broad St., Bethlehem. 

E. H. Wetherhold, 723 Hamilton St., was 
the only local jeweler to close his store on 
Ascension Day. With few exceptions stores 
in other lines were open as usual. 

Wm. H. Mortimer, 3 N. Centre St., Potts- 
ville, intends to retire from business life, and 
has disposed of his store and stock to Jacob 
M. Clawson, 23 N. Centre St. Mr. Clawson 
contemplates abandoning his present store, 
and after making improvements to the for- 
mer Mortimer store, will conduct his jewelry 
business at that location. 

The following traveling men are calling 
on the trade in this locality: E. B. Midlen, 
Barbour Silver Co.; Mr. Schulze, Hadley 
Co.; Jay F. Whearley, Dennison Mfg. Co.; 
William J. Royal, Illinois Watch Case Co.; 
Herbert Cohen, Lewy & Co.; L. E. Corbett, 
Moore Pen Co., and George R. Bentley, 
Jacques Depollier & Son. 

The following jewelers from neighboring 
towns were calling on wholesalers recently: 
Harry J. Dotter, Lehighton; R. E. Saeger, 
Nazareth; W. W. C. Geary, Bethlehem; 
J. C. Holtzman, Pennsburg; Clarence S. 
Weiler, Mauch Chunk; Mrs. C. B. Good- 
rich, Palmerton; E. F. Sterner, Kutztown, 
and Robert J. Beitel, Catasauqua. 

Because of the fact that Memorial Day 
happens to fall on a Saturday this year, some 
mercenary merchants conceived the idea of 
keeping their stores open for business. Rep- 
resentative business men, however, have 
voiced their disapproval of such a move by 
taking displayed space in the newspapers to 
advertise to the public that their stores will 
NOT be open for business May 30. 








Reading, Pa. 





The wife of J. C. Mumma, the jeweler, 
was appointed a member of the reservations 
committee of the Reading Country Club. 

A new diamond shop has been opened at 
115 N. 5th St., next door to the Hotel Berk- 
shire, by the J. W. Cohen Co. This concern 
was formerly located at 658 Penn St. The 
full equipment for the store has not yet ar- 
rived, but business is being transacted never- 
theless. The company will specialize in dia- 
monds, unset or set, in platinum mountings. 
The modernizing of old jewelry will play a 
prominent part. The optical department will 
be in charge of Dr. Laubenstein.~ 
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The Newspaper of a Trade 





N-E-W-S—the four cardinal points of the compass when slightly 
transposed spell NEWS — the word which stands 


for information of every kind from everywhere. 


NEWS — is the foundation upon which a trade paper grows 
to eminence. 


NEWS — that is accurate and unbiased is universally recognized 
as authoritative. 


NEWS — that is gleaned from every corner of the earth by 
special correspondents, by wire, by telephone is costly. 
It requires a large organization and years of expe- 
rience to gather and promptly publish it — but it 
is real news, new to everybody. 


in a weekly trade paper is up-to-the-minute — in a 
monthly journal it is from a week to a month old. 
In the first instance it is sparkling fresh, in the second 
it is warmed over. 


in The Jewelers’ Circular is speedily and accurately 
reported, it is almost always published there before 
it appears in any other jewelry paper — and this has 
been the case year in and year out for over a 
generation. 


When a trade paper prints all the news 
first, it is read by practically the whole 
industry it represents. 
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Diamond Imports DiAMONDS valued 
During March at over five and 
one-half million dol- 

Reach $5,508,106 j.-; were imported 
into this country during the month of March, 
according to the latest figures compiled by 
the Bureau of Foreign and Domestic Com- 
merce, and of this amount the value of the 
cut stones was given at $4,428,319, and the 
value of the rough, $1,079,787. The import 
figures show that Amsterdam is still leading 
in supplying the American market with cut 
stones by about 2,176 carats in volume and 
over $225,000 in value. An examination 
of the figures in detail show that imports of 
cut diamonds from the Nethériands amounted 
to $2,153,068; from Belgium, $1,927,782; 
from France, $184,097; from United King- 
dom, $139,494. The cut imports were aug- 
mented by small shipments from Germany of 
$13,359, and Norway, $9,311, and from Brit- 
ish South Africa, $146. 

As far as the rough stones were con- 
cerned, nearly three-fourths of the amount 
imported, both in weight and in value, came 
from the Syndicate directly, and about one- 
fifth indirectly through the diamond cutting 
centers. The amount imported from the 
United Kingdom is given as $734,298; from 
Netherlands, $101,506, and from Belgium, 
$94,653. Direct from the diamond fields, 
there came shipments of $124,408 from Brit- 
ish South Africa and $24,808 from Brazil. 
There were no shipments from British Gui- 
ana recorded during the month or from any 
other of the smaller diamond fields. 

Taken as a whole, the import figures can 
be considered satisfactory, particularly from 
the standpoint of rough, and indicate that de- 
spite reports to the contrary that have ap- 
peared in some of the European journals, 
the American people are absorbing their full 
quota of the diamond production of the 
world. If we were to add to these figures 
the value of the gems which it is believed 
have come in without being recorded at the 
Custom House, either through the smug- 
gling of tourists or European visitors, and 
the clandestine importations over the Canadian 
border, the consumption of diamonds in the 
United States would loom even larger in 
proportion to those sold in the rest of the 
world. 





HE robberies, 

holdups and bur- 
glaries in the jewelry 
trade are not only 
continuing but seem to be increasing as time 
goes on, and it is apparent that the police 
of the country are in no position to cope 
with the situation adequately. To say that 
conditions are becoming acute in our indus- 
try is to put it mildly, because unless there 
is an immediate change for the better many 
of our jewelers will go out of business 
rather than run the risks to which they are 
subjected, and of those who continue many 
will find it difficult or absolutely impossible 
to obtain insurance, 

There seems to be but one thing for the 
jewelry trade to do, and that is to make a 
complete change in the method of doing busi- 
ness: and this change must cover the meth- 
ods of buying, of displaying and of selling 
valuable merchandise. The crooks and hold- 
up men seem to be in a position to meet all 
the conditions of safety that have surround- 
ed our industry in the past and make them 


An Acute Condition J i 
Necessitating a 
Drastic Remedy 





| easy victim. 
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valueless. To again quote a prominent 
member of the industry, “The thieves have 
caught up with the jewelry trade and we 
must now change our methods or go out of 
business.” For we are doing business in 
exactly the same lines as we did before the 
World War, when bandits were almost un- 
known and robberies few and far between. 

Many of our manufacturers, importers, 
wholesalers and salesmen may throw up 
their hands with surprise at the suggestion 
that we must stop carrying around enor- 
mously valuable stocks of merchandise or 
gems to the stores of the dealers, in order 
to let the latter purchase on their premises. 
Nevertheless, we must prepare ourselves for 
such a contingency. On the other hand, the 
retail jeweler may be upset at the idea when 
he will have to go to a hotel or a safe de- 
posit vault or a place of safety to buy what 
he needs, but the time has come for him to 
prepare to do this. The retailer will also 
have to change his methods, not only in dis- 
playing goods to the public but to the indi- 
vidual purchaser, and must surround him- 
self and his business with safeguards that he 
never dreamed of a few years ago if he ex- 
pects any insurance company to take the 
risk of indemnifying him for loss by theft. 

We can no longer continue doing business 
on the basis of 10 years ago, and the sooner 
we realize this as an industry, the sooner we 
will be in a position to take steps to thwart 
the bandit, highwayman and burglar who 
now looks upon the jeweler generally as an 
It may be upsetting to con- 
sider that we have to revolutionize our busi- 
ness and merchandising methods completely, 
but we have got to do it, and the sooner we 
realize it, the better. As President Cleve- 
land said with another situation, “It is a 
condition and not a theory that confronts 
us,” and the condition calls for a drastic 
remedy that will strike at the root of our 
present custom. 





HILE business 
this year has not 
been all that the jewel- 
ry trade would like 
to see, there is no 
doubt that the jeweler has suffered less in 
comparison than have members of other in- 
dustries—even in those of the lines of gen- 
eral necessity. In fact, the jeweler has had 
more than his share of the business done. 
True, in many sections of the country, the 
trade has been abnormal; in some sections 
it has been good, and in a few sections of 
the country (such as the very large cities) 
the dealers in finer jewelry have suffered an 
unusual slackness in business. However, we 
are glad to note within the past week or so 
an improvement all along the line, and it is 
sincerely to be hoped that this will keep up 
to an extent that will make the May and 
June business of the jewelry trade distinctly 
satisfactory. 

Now, while the business of the retail 
jeweler has not been nearly as bad as reports 
in the manufacturing districts have made out, 
nevertheless that of the wholesaler and man- 
ufacturer has suffered distinctly; but this 
has not been due as much to the lack of 
sales to the public by the retail jeweler as 
it is to the very much keener competition 
from which the manufacturer, importer and 
wholesaler has suffered this year than in 
previous years. Those who supply the retail 


Distributors Suffer 
More from Competi- 
tion Than from Bad 
Business Conditions 
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jeweler with his merchandise should under. 
stand that though the number of retail jewelers 
has not increased in the last five years the 
number of importers and manufacturers sup- 
plying him has increased to a very large ex. 
tent, and even if the retailer did the same 
amount of business with the public that’ he 
had done previously, his average purchases 
from the manufacturers, importers and 
wholesalers would necessarily be very much 
less. 

It is this condition that has affected the 
large jewelry centers that manufacture and 
distribute the products which the retail jewel. 
er sells and is the main reason for the de. 
crease in sales of the individual firms sup- 
plying our trade. Our salesmen and their 
employers should bear this in mind in ac. 
counting for the apparent loss of business jp 
the past year and realize that it is the com. 
petition at the source of supply more than 
the lack of sales to the consumer by the re- 
tailer that has produced the condition from 
which they suffer. 

This situation will continue as long as con- 
ditions remain as they are, and the manv- 
facturer, importer and wholesaler must see 
now that he must make a greater effort 
than ever before if he wishes to retain or 
increase his patronage from the retail jewel- 
er. ‘Today the business will go only to those 
that give the proper goods at the proper 
prices and who give the proper co-operation 
to the retailers in helping the latter 
market the products. Not only must 
the manufacturer be in a position to do 
this but he must also be in the posi- 
tion to let the retailer know exactly what 
he can do. Never in the history of our 
trade did advertising and proper business 
methods play the important part in the busi- 
ness of the distributors that they do today 
The man who does not realize this is on the 
road to becoming a “back number,” if he has 
not become so already. 








Paris Gem-Stone Dealers Want a 


Sporting Club 


ACCORDING to a note published in a 
recent number of Le Grand Négoce, 
the members of the pearl and precious stone 
trades have determined on founding a sport- 
ing club. All their associations, so far, have 
been of a commercial character, the only 
divergence of a recreative nature being 4 
banquet or such festivity. 

Thirty of the younger members have al- 
ready put in claims for membership, and 
numbers more advanced in years have de- 
cided to join the body of amateur sports. 
The United States jewelers have long since 
had their golf, bowling and other sport as 
sociations, and it is somewhat of a surprise 
our French contemporaries have not betore 
formed their sport community. 

3ut meetings with that aim in view are 
now taking place. 








George M. Parks and Carl Nelson, who 
confessed to holding up the Dan S. Park 
& Co. jewelry store at Cheyenne, Wyo. “dl 
cently with the intention of robbing "© 
place, must spend from four to six years ™ 
the Wyoming State Penitentiary, by the 
terms of the sentence given in the Laramie 
County District Court recently. 
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i, Millner, formerly of Welch, W. Va., 
has as started in the wholesale watch material 
wciness at 38 Forsyth St. 

| H. Lapidus, of the Manhattan Diamond 

, importer of diamonds, 36 John St. fe 
acae from abroad last Staurday on the 
berengaria. 

S$, Elbaum, of Elbaum Freres, 2 W. 46th 
St. _ importers and cutters of diamonds, sailed 
‘ot Europe last Saturday on the steamship 
Leviathan on a purchasing trip. 

lonatz Nebenzahl, of Ignatz Nebenzahl & 

importers of diamonds, 9 Maiden Lane, 
wiled for Europe last Saturday on the Nieuw 
‘msterdam, going abroad to visit the for- 
dgn diamond markets. 

§. Kaplan & Co., diamond merchants, 64 
Fulton St., have leased the building at 64- 
The concern has taken a 21- 
year lease on the premises and will hold the 


property as an investment. 


Harry Gerstenblith, of Ger- 
senblith Bros., manufacturers and importers 
{ diamond and platinum watches, 15 W. 
left for their respective territories 


Milton and 


weeks, 

S$. D. Binge, of Nussbaum & Binge, 299 
Broadway, accompanied by Mrs. Binge, 
ailed Saturday on the Leviathan. They 
Paris, Italy and Switzer- 


The business of F. Friedmann’s Diamond 
Trading Co., this city, was incorporated at 
\lbany, N. Y., last week by T. J. Van 
elder, A. J. Cohen and R. J. Leffert. The 
ajital is 100 shares of common stock, no 


fat value, 


Nat Hirschhorn, representing J. Gottlieb, 
Swiss watch importer, 66 Nassau St., has 
«ton an extended business trip through the 
Mr. Hirschhorn will 
ntinue on to the Pacific Coast, where he 
ll remain several weeks calling on the 
regular trade. 
MH. Shiman, of M. H. Shiman & Co.. 
amond importers and manufacturing jewel- 
*s, 130 William St., left this city last 
‘ednesday on the Aquitania. Mr. Shiman 
"! look after the foreign interests of his 
tern while abroad, visiting the principal 
‘one centers of Europe. 

An involunt: iry petition in bankruptcy was 
‘led Saturday, M; ay 16, in the United States 
istrict Court, against Max Zachary Stein, 
‘dealer in watches and jewelry, 21 Maiden 
‘ane. The petitioning creditors include: 
Ollendorf & Co., who hold a claim for 
285 Elem Watch Co., $734, and Contardi 

, $100. 

“Cais Wodiska, brother of the late 
thus Wodiska and M. Pines, who for- 
nerly worked in the 'atter’s factory have 
“arted in business on their own account un- 


ter the style of Wodiska & Pines. The 
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new firm is located at 105 Fulton St., where 
the partners will do jewelry repairing and 
special order work. 

The Jewelers Square Club will hold a 
pinochle and bridge contest at its regular 
monthly meeting to be held at the Elks’ Club, 
108 W. 43rd St., on Monday evening, June 
1, at 8 p. mM. Members of the club who are 
now signifying their intention to attend as- 
sure the evening’s success. <A buffet lunch 
has been arranged for to be served by the 
club’s caterer. 

Pendleton & Berger, Inc., insurance brok- 
ers of this city, with direct London connec- 
tions, placed several large risks in the way 
of jewelers’ block insurance with American 
companies within the past week. This con- 
cern represents a number of prominent dia- 
mond merchants and jewelers. They have 
also been elected to membership in the Na- 
tional Jewelers Board of Trade. 

S. Stanley Solomon, wholesale dealer in 
watchmakers’ and jewelers’ supplies, 21 
Maiden Lane, and Jack J. Felsenfeld, whole- 
sale dealer in artificial pearls, 15 Maiden 
Lane, have added to their sales forces F. 
A. Walker, Miami, Fla. Mr. Walker will 
cover Georgia and Florida for the two con- 
cerns. He is a former retailer of Miami 
and is ex-president of the Florida Retail 
Jewelers Association. 

The diamond stock of the late A. Rose- 
man has been purchased by Sol Roseman, 
Louis Roseman and Harry Bloch, who have 
formed a partnership and will continue the 
diamond business at 9 Maiden Lane. The 
firm will do business under the style of A. 
Roseman. Sol Roseman will leave this week 
for the east and middle west while Jack 
Block has left to call on his regular trade 
for the new concern. 

At the annual meeting of Marcus & Co., 
jewelers, 544 Fifth Ave., held on May 12, 
retiring President William Elder Marcus 
was elected chairman of the board of direc- 
tors, a newly created position. His son, 
William Elder Marcus, Jr., formerly vice- 
president and treasurer, was elected presi- 
dent and treasurer, while Chapin Marcus, 
the former secretary, was elected to the of- 
fice of vice-president and secretary. 

Thieves who were evidently attracted bv a 
display of dummy fountain pens, thinking they 
were genuine, smashed an outside showcase 
in front of the jewelry store of Sol Reich- 
gott at 1194 Third Ave., last Sunday night. 
For their trouble the crooks got 34 cheap 
watches and a number of alarm clocks, 
worth about’ $105. The case in which Mr. 
Reichgott was making the snecial display 
of dummy pens was completely demolished 
and cost the jeweler $145, making his total 
loss $250. 

H. Paley. of the publication Gem 
Creations, 36 W. 47th St., New York, an- 
nounced Monday that he has effected the 





















































purchase of The Jewel, one of the older 
jewelry design publications. The two maga- 
zines will be consolidated into one publica- 
tion and issued as Gem Creations. Charles 
Reis, the publisher and owner of The 
Jewel, will be actively associated with Gem 
Creations. The Jewel was founded in 1911, 
It originally consisted of a cover and two 
plates of jewelry designs. 

EK. E. Maneck, a partner in the firm of 
Maneck & Prather importers and wholesale 
jewelers, located at 31 Union Square, is to 
be married May 30 at St. George’s Chapel 
to Miss Margaret L. Brown, of New York. 
The bride and groom will immediately sail 
for Europe for the honeymoon, where they 
will enjoy a motor trip down the Rhine. 
During his stay abroad Mr. Maneck will | 
visit the important stone centers of Eurcpe. 
Mr. Maneck is well known among the trade 
in this city as being a connoisseur of fine 
jade, 

Solomon Kivel, trading as Kivel Bros., 
jeweler, 106 Fulton St., was petitioned into 
bankruptcy in the United States District 
Court, this city, last Friday by Joseph Y. 
Perelman, doing business as the Montreaux 
Watch Co., with a claim for $727, John R. 
Lord for $315, and Anna M. Konrady for 
$620. The petition claims that Mr. Kivel 
has assets of approximately $4,000 while 
the liabilities are said to total about $22,000. 
An assignment for the benefit of creditors 
was executed on May 13 by Mr. Kivel, 
naming Joseph H. Frier of Greenbaum, 
Wolff & Ernst, as assignee. 

A. Rothstein, a retail jeweler of Port 
Chester, N. Y., filed a voluntary petition in 
bankruptcy in the United States District 
Court, this city, on Tuesday, May 19. In 
the schedules attached to the petition, Mr. 
Rothstein lists his liabilities at $2,816, which 
amount represents unsecured claims, while 
the assets are placed at $1,500, and include 
stock in trade, $1,200; carriages and other 
vehicles, $75; machinery, tools, etc., $150, 
and debts due on open accounts, $75. After 
listing a number of unsecured creditors, Mr. 
Rothstein states that there are other cred- 
itors, but he is unable to furnish the names 
or the amounts owed at this time for the 
reason that his store is closed and is in pos- 
session of the sheriff under an execution sale. 
An amended schedule will be filed at a later 
date. The schedules list the following as 
the largest unsecured creditors: R. L. Nad- 


ler, $800; B. Raff & Son, $220; Lewis Levi- 
tan, get Goldman Bros., $240; Interstate 
Watch $500; Al Messer, $600, and 


Harry Ns rye $100. 

The trustees of Pratt Institute, Brooklyn, 
are sending out invitations to the 38th annual 
exhibition of the work of the students of the 
School of Fine and Applied Arts, which will 
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Banking Service for the Jewelry Trade 


E offer to jewelers the special facilities developed through years of 
intimate association with their business, together with all the ; 1 
financial and service resources of a great banking institution. a 
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IRVING BANK-COLUMBIA TRUST COMPANY - 
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held on Thursday, June 4; Friday, June La 
oj Saturday, June 6. The exhibit will be 
mée on the third and fourth floors of the 
gain building and will open at 2 Pp. M. on 
tyne 4 and close at 5:30 p. M. June 6. The 
otk of the jewelry class will be shown. 

Louis Adels, of the L, Adels Co., im- 
porter of Swiss watches, is sailing for 
Fyrope Wednesday on the Berengaria, ac- 
companied by his wife and daughter. 

Julius Kaufman, member of the firm of 
Godfriend Bros., importers of pearls and 
precious stones, 542 Fifth Ave., sailed last 
Saturday on the Majestic on a purchasing 
trip to Europe. 

Maurice A. Davidson of Davidson Bros., 
importers of diamonds, 15 John St., sailed 
for Europe on the Leviathan last Saturday. 
Mr. Davidson has gone on a purchasing trip 
to the European diamond markets. 

The platinum market remains unchanged, 
athough the price of iridium still continues 
9 soar. The nominal price quoted on 
ridium is $400 an ounce, but as the metal is 
garce it is rather difficult to purchase at 
this igure. Soft platinum is quoted at $120 
a ounce, while the five per cent. metal is 
demanding $134, and the 10 per cent: $148 
a ounce. Palladium is still selling at $81 
to $83 an ounce. 

Every piece of stock and all the shop 
suipment, as weil as the furniture and fix- 
tures, included in the estate of the late 
Julius Wodiska, manufacturing jeweler, 2 
Jon St, were sold at public auction on 
Tuesday, May 20. The stock brought. 95 
wits on the dollar, according to one of the 
xecutors of the estate. The business is now 
athe process of liquidation and will even- 
wally be discontinued. Adolph and Frank 
Wodiska, sons of the late jeweler, are in 
large of the liquidating concern. 

The increase in crime in the jewelry trade 
ws caused the Jewelers’ Security Alliance 
\ notify its members that on June 15 at 3 
.M.a special meeting will be held at which 
ime the executive committee will propose 
mendments to the constitution and by-laws. 
ne of the proposed changes fixes an initia- 

0 fee of $10, and annual dues of $10, with- 
ut regard to the amount of stock carried 
or class A members. Class A dues are 
ow $5. Another proposed amendment 
‘ates that members in class B shall pay an 
tation fee of $10 and that the annual dues 
tl be assessed according to the stock car- 
"el, this scale to be fixed at $15 for $25,000 
BD ® “nder; $20 for $25,000 to $50,000; $25 for 
“1 to $100,000; $30 for $100,000 to 
“0000, and $50 for $200,000 or more. 
‘iése increases, when sanctioned, are to go 
"0 effect at the expiration of each mem- 
"rs present year. 
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The entire fire department responded to 
# alarm rung in from Box 325, Gilbert 
ge Co., Winsted, Conn., shortly before 
w Oclock Monday morning, May 17, the 
"zt having broken out in the wood depart- 
"it of the clock company plant. The 


r 


“at was quickly brought under control. 
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C. C. Breese, Franklin, Tenn., and D. L. 
Grady, Jackson, Tenn., was also a visitor in 
Memphis. 

George Mazula has opened a new retail 
jewelry and watch repair shop, in neat 
quarters at 206 N. Main St. 

The Bailer Jewelry Mfg. Co. show this 
week a good window with miniature designs 
of the circus, the cages, the animals, the 
parade and the back ground and adornments 
of diamonds, watches, rings, etc. 

J. H. Mednikow, of J. H. Mednikow & 
Co., wholesalers, 119 Monroe St., after an 
illness of several weeks was at his post of 
duty last week and stated to THE JEWELERS’ 
CIRCULAR correspondent that he felt able to 
leave Saturday for Chicago, to attend the 
convention of the National Wholesale 
Jewelers’ Association, at the Edgewater 
Beach Hotel. Thence he will return via St. 
Louis and recuperate in the hospital until 
he is entirely well of his illness. 








Business Troubles 





An involuntary petition in bankruptcy has 
been filed against Berger Bros., Chicago. 

A voluntary petition in bankruptcy has 
been filed by E. Leroy Askren, Manhattan, 
Kans. 

A voluntary petition in bankruptcy has 
been filed by Allen B. Worcester, Detroit, 
Mich. 

An involuntary petition in bankruptcy has 
been filed against John S. Perusse, Red Lake 
Falls, Minn. 

An involuntary petition in bankruptcy has 
been filed against Ruby- Rosenberg, Butte, 
Mont., who uses the style Montana Jewelry 
Co. 

Al Rothstein, Port Chester, N. Y., has 
filed a voluntary petition in bankruptcy. The 
assets amount to $1,500 and the liabilities 
$2,800. 

Aaron Altman, Bangor, Me., is offering 
25 cents on the dollar. The assets are said 
to approximate $4,917 and the liabilities 
$17,811. 

A voluntary petition in bankruptcy has 
been filed by David Bergeda, Nashville, 
Tenn. The assets are reported to be $1,150, 
and liabilities $3,714. 

A voluntary petition in bankruptcy has 
been fild by the T. V. Moreau Co., Inc., 
Minneapolis, Minn. The assets are listed as 
$23,000 with liabilities of $30,000. 

A judgment for over $12,000 has been en- 
tered against George H. Myers, Williams- 
port, Pa. An execution has been issued and 
a sheriff’s sale was scheduled for May 25 . 

The Lee Smith Clock Co., Lowell, Mass., 
has assigned for the benefit of creditors to 
Geo. E. Murphy. The assets are estimated 
to be worth $2,848 and the liabilities $9,114. 

Bird M. Jones, Rock Island, IIl., is offer- 
ing creditors 50 cents on the dollar. His 
assets are $5,000 and liabilities also $5,000. 
He is offering half cash and the balance in 
a note due June 1, 1926. 

Receivers have been appointed for the 
American Sales Co., Inc., Baltimore, Md. 
The stock is valued at about $3,000 and open 
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accounts at about $14,000, which are not 
considered of much value. Liabilities are 


about $16,000. 































































ed his father, the 
late Oscar Dohm, as head of South Orange’s 
only jewelry establishment, is observing his 
fifth anniversary of ownership. 

Judge William N. Runyon, in Federal 
Court, has confirmed the sale of assets of the 
Charles A. Becker Co., jewelry manufactur- 
ing concern, of 443 S. 10th St., this city. 
The sale, which was held May 8, netted 
$8,987.37. 

George and Leo Marks, of Trenton, have 
taken over the property at 849 Broad St., 
now occupied by a shoe concern, which will 
be added to their chain of jewelry shops. 
Immediate possession has been given, and the 
concern is making extensive alterations. The 
shop is in one of the chief business districts 
of the city. 

Louis L. Lawton, who. has represented the 
Jones & Woodland Co. for the last 15 years 
in New York, Boston, Philadelphia, Balti- 
more and Washington, died this morning at 
his home in Maplewood. He was in his 50th 
year. Funeral services were conducted at 
his home, Thursday, by members of the Ma- 
sonic fraternity. 

Announcement was made last Thursday of 
the promotion of Richard P. Hartdegen, sec- 
retary of the New Jersey Retail Jewelers’ 
Association, to lieutenant-colonel of the 112th 
Field Artillery, N.G. N. J. He takes up his 
new duties immediately, Col. Hartdegen en- 
listed in Battery A, East Orange, as a pri- 
vate. He was in active service on the Mexican 
border for nine months during 1916-17, and 
in the latter year was sent to the first of- 
ficers’ training camp at Fort Meyer, Va., 
where he was commissioned a second lieu- 
tenant. He was among the first 5,000 
American troops sent to France. Upon ar- 
riving there he was assigned to the Seventh 
Field Artillery and attached to the First 
Division. On Jan. 1, 1918, Col. Hartdegen 
was appointed first lieutenant and a captain 
on June 15. Just before the Armistice was 
signed he was sent to the United States to 
become instructor in tactics and operations 
at Fort Sill, Okla. In 1920 he reorganized 
Battery A, East Orange, his former com- 
mand, and became the first battalion com- 
mander. At Tobyhanna, Pa., Col. Hartdegen 
received instructions under Major General 
Summerall, U. S. A. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended May 23, 1925 
The U. S. Assay Office reports: 
Gold bars exchanged for gold coin.. $1,601,788.60 
Gold bars paid depositors........... 93,396.43 
Total $1,695,185.03 
Of this the gold bars exchanged for gold 
coins are reported as follows: 


Date Exchange 
OD | a eae $447,526.85 
MAS BS iene ccicer nner casexereccndins 96,915.38 
i | a cr rae 625,230.53 
REGGE otic noes oh etna ash dee eens 126,754.95 
LES ye ere 138,026.33 
ARTES eh on 6K HERE HEERE Re REET _ 167,334.58 

ere $1,601,788.60 
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Service Developed From 
Service Performed 


The banking service of The 
National Park Bank is a 
development of many years" 
usefulness to commercial 
institutions in ail parts of 


ice founded upon experience 
and achievement. one that is 
practical, comprehensive, 
and well adapted to the 
requirements of merchants 


t ntry, i 
he country and manufacturers in the 


Consequently, it 1s a serv- jewelry trade. 


THE 
NATIONAL PARK BANK 


OF NEW YORK 
214 Broadway 


Park Avenue Office: 240 Park Ave. at 46th St. 
7th Avenue Office: 7th Ave. and 32nd St. 


Capital, Surplus and 
Undivided Profits $33,700,000 
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GRACE NATIONAL BANK 


cAn -Announcement to Jewelers 


When you are looking for a bank come to us; 
we understand your trade and believe in it. 


You will always find a cordial welcome 


NEW YORK 


HANOVER SQUARE Capital and Surplus $2,500,000 
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Styles That Appeal 


EATURED in our line are many distinctive new creations in gold 
F and platinum chains and jewelry that will please your most fas- 
tidious customers. In addition to our own high-grade line of gold 
and platinum chains, we are now manufacturing high grade mountings 


x in gold and platinum. 
ane” M. JABLOW & CO. 
© 88 Gold St. -:- New York 
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diamond 
dealer, is pt ‘eparing for his annual gem buy- 


Joseph Goodman, Sansom St. 


ing trip to Amsterdam and Paris. He is 
planning to go in June. 

A. R. Justice Co. is now fully established 
in its new quarters at 904 Walnut St., the 
location aff. wrding much more desirable enki 
hition space and having also the advantage 
of being on the street level. 

“The Sansom Street Business Men’s Asso- 
cation, re-clected President Harry E. Davis, 
gcretary J. F. Neill and all the other pres- 
ent officers at its annual meeting, which was 
followed by the customary banquet. 

The $150,000 quota allotted to this city in 
the national fund being raised by the Asso- 
ciation of Credit Men has passed the $100,000 
mark, and members of the local committee 
say the balance will be raised within a few 
weeks. 

Bailey, Banks & Biddle Co. sold the 12- 
sory concrete manufacturing building at 
120-24 Sansom St., to George W. Eyre, Jr., 
ata price not far from $300,000. The build- 
ing was used for several years for the man- 
yfacturing part of the firm’s business. 

Guy H. Brockway has returned from a 
slling trip through New York State in the 
interest of H. O. Hurlburt & Sons and re- 
ports good business. G. W. Leopold of the 
Hurlburt traveling staff, represented the 
frm at the Delaware-Maryland convention 
at Baltimore. 

The Sansom Street Building and Loan 
Association, of which M. Ballen, diamond 
dealer, is president, had an enjoyable time 
at its annual dinner, which was held at the 
Benjamin Franklin Hotel. The association 
has a large membership among the jewelry 
trade and is growing steadily. 

Joseph Spiegelman, diamond merchant of 
Sansom St., has closed his office in the 
Deutsch building for three months and has 
gone to Europe on a combined business and 
pleasure trip. M. Bogdanoff, also of San- 
som St., has also joined the European proces- 
sion, having sailed last week. 

Local jewelers have been informed that the 
name of the Retail Merchants’ Bureau of the 
Chamber of Commerce which has been fur- 
ishing a credit service, has been changed to 
the Credit Clearing Bureau. Robert W. 
Tunis, manager of the Bureau, is developing 
new phases of the service for retail mer- 
chants, 

Mrs. Helen Dorson, one of the best known 
ttailers of Shamokin, Pa., was in the city 
na buying trip and reports business good 
i the coal regions with the anthracite min- 
ts working steadily and receiving well filled 
eave] lopes on pay days due to the high wages. 

The Dorson store at 1635 Lynn St., Sham- 
kin, is one of the best known in the hard 
teal section. 

Winfield S. McHenry, a diamond mer- 
thant, has entered the political arena in his 
tome town of Clementown, N. J., which has 
eently been given the rating of a full- 
fedged borough, and is a candidate for the 
tomination as one of the six members of 
Pe borough council. The primary is to be 
eld June 15 and Mr. McHenry’s friends 
ate doing considerable work in his behalf. 
Nathan Karmaz, well known Chester 
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jeweler, who several months ago was left a 
valuable property in Jerusalem through the 
death of a relative there, will leave soon for 
a visit to Palestine to look over his estate. 
His family will accompany him, and the visit 
will be for several months. The property, 
much of which is in real estate, is reported 
valued at several hundred thousand dollars. 

I. Ehrlich & Co., diamond merchants at 
807 Chestnut St., have made extensive 
changes and improvements in their offices, 
which have been sub-divided with the result 
of greater efficiency and at the same time, 
coziness. Heavy glass partitions aid the 
effect. The firm had planned to move but 
difficulty in obtaining a suitable location re- 
sulted in the decision to remain at the pres- 
ent quarters and improve them. 

The jewelers’ team, captained by Max E. 
Gordon, with I. S. Sagorsky, lieutenant, 
exceeded its quota of $12,000 by several 
hundred dollars in the Keren Hayesod or 
Palestine Fund foundation, which ended here 
last week, the Philadelphia district easily 
raising its allotment. Mr. Gordon received 
a personal letter of thanks from Judge Will- 
iam M. Lewis, chairman of the drive, on 
the good work of the jewelers’ team, which 
was the first to complete its quota. 


The jewelry window smasher is still act- 
ive here, the latest victim being Sam G. 
Harris, whose store is at 1305 Market St., 
within a square of the City Hall police sta- 
tion. The thief, who only got goods valued 
at $84 for his trouble, was evidently an ex- 
perienced hand at the game for he had 
stretched a piece of flypaper across a section 
of the window to keep the glass from shat- 
tering and attracting attention. He chose a 
bad time, however, 6 A. M., aS several per- 
sons were nearby and he had time only to 
grab a few pieces of jewelry and flee. 

It was made known last week that the State 
3oard of Pardons has refused to recommend 
a pardon for Walter L. Dupree, of this city, 
serving a sentence of from seven to eight 
years in the Eastern Penitentiary for the 
holdup and robbery of a jewelry store on 
S. 13th St. about three years ago. He was 
convicted of that crime and at the same 
time pleaded guilty to robbing a fur store 
here “Mistaken identity” was the plea ad- 
vanced in Dupree’s behalf by his counsel be- 
fore the Board. It was also asserted that 
the sentence was excessive and that his iden- 
tification by a woman as a man she had 
seen loitering about the store just before the 
robbery was not a positive one. It looks 
now as if Dupree would have to serve out 
his term. 

A man who said he was Walter Clements 
is in Cooper Hospital, Camden, with a bullet 
in his right knee cap, having been shot by 
a policeman who saw him acting suspiciously 
near a jewelry store. When the policeman 
approached to question him, Clements fled 
and ran several blocks, outdistancing the 
policeman, although the latter fired at him 
several times. Later the policeman was re- 
turning to his beat when he saw the fugitive, 
who again fled, this time across the. meadows 
near Cooper river. The officer again used 
his revolver, and this time brought down the 
man. At the hospital it was said the pris- 
oner’s leg probably would have to be ampu- 
tated. A brick was found near where he 
was first seen but the man may not have 
been a window smasher. 
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Atlanta, Ga. 


H. S. Banta, Newnan, Ga., paid a visit to 
Atlanta during the week on a buying trip 
for his store. 

Louis Glick, with Hammel Riglander 
& Co., New York city, was a visitor in At- 
ianta during the week. 

E. B. Durham, of the Durham Jewelry 
Co., has just returned from a trip to Cin- 
cinnati, O., and is leaving Monday with his 
family, for a vacation of a couple of weeks 
at Miami, Fla. 

Business conditions in Atlanta and vicinity, 
which for the past few months have been 
only fair, are improving, according to 
wholesale dealers. Graduation gift business 
in the past two weeks has been good, and 
indications are that May will prove a much 
better month than was anticipated. 

Daniel & Dodson, now at 22 E. Mitchell 
St., have secured the location on Broad St., 
formerly occupied by “Holsmann’s,” and will 
move on or about June 1. The new store 
was made necessary by the expansion of the 
company, and is not only larger but in a 
much better location for business, being in 
the heart of the retail business district. 
New furnishings and fixtures will be in- 
stalled, and many additions will be made to 
the stock of the store for the opening. 

Atlanta jewelers are deploring the opera- 
tion of the five-day notice law regarding 
marriage licenses, which they claim is 
driving an increasing number of couples out 
of the State on elopements, and cutting 
down their sales of wedding rings, wedding 
‘presents, and so on. During the past six 
months there have been a steadily increas- 
ing number of out-of-State weddings, each 
one of which has curtailed trade for the 
local jewelers and benefited jewelers in other 
States, if at all, and as a result many favor 
the repeal of the law from a business stand- 
point. If the laws in all the States were 
uniform, it is pointed out, there would be no 
objection, but with laws unfavorable in 
Georgia as compared with those in neigh- 
boring States, the result is loss of business. 

May Bros., one of the oldest and 
largest jewelry firms in Atlanta, are selling 
cut their stock preparatory to retiring from 
the jewelry business permanently. Some 18 
years ago the May brothers—Martin and 
Harry May—made an investment in some 
45,000 acres of Florida land, near Jackson- 
ville, Fla., paying an average of $6 an acre 
for it. With the rapid growth of the city 
and the increase in value of Florida lands 
generally, the Mays have sold a large por- 
tion of this tract for an average of $60 an 
acre and are planning to retire from the 
jewelry business, move to Jacksonville, and 
devote their time exclusively fo the real 
estate business. Among other things, May 
brothers are planning the construction of a 
hotel in Jacksonville to cater to the tourist 
trade. 











A recent report issued by the Bureau of 
Foreign and Domestic Commerce contained 
the information that a house in Bombay, 
India, is seeking the agency for jewelry, 
studs, links, goggles and clocks. The Bu- 
reau at Washington, D. C., or any of its 
branches will give more information if those 
interested will write and refer to File No. 


14534. 








EF TE en RR AR 


————————— 


Cincinnati has a fairly large representation 
at the wholesalers’ convention in Chicago 
because of the activity of Clarence Loeb, 
president of the local Wholesale Jewelers 
and Manufacturers Association. 

Miss Mary Lee, private secretary of C. E. 
Richter, of the Richter & Phillips Co., has 
added to her accomplishments by becoming 
a notary public. She was given her com- 
mission by the State department this week. 

Julius A. Young, of the H. Morton Co., 
Oakland, Cal., was a guest last week at 
Time Hill, the Gruen Watch Co. H. E. 
Folkenson, manager of the Los Angeles, 
Cal., branch of the watch concern and 
William O. Harrison, of New York city, 
also spent several days at the local plant. 

J. H. Tregoe, executive manager of the 
National Association of Credit Men, gave 
two addresses in Cincinnati Monday noon 
and evening and it marked the launching of 
a campaign to raise $75,000 in Cincinnati as 
the local quota of $1,000,000 to be raised 
east of Kansas City to drive the commercial 
crook out of business. 

Covington Commandery, Knights Templar, 
lost first prize in the drill competition of the 
Templars Conclave at Ashland, Ky., during 
the week by two points and Edgar Noter- 
man’s team was forced to bow to another 
leader. Mr. Noterman had drilled the de- 
gree team to a fine line but one of the oldest 
members became befuddled in the competition 
and got out of line with the result that 
Covington lost by two little points. 

The home of Mrs. Louise Grimm Oskamp 
at 2358 Harrison Ave., Westwood, was ran- 
sacked during the early part of the week and 
robbed of jewelry, clothing and _ pictures, 
according to reports made to the police. 
Mrs. Oskamp is the wife of W. Herbert 
Oskamp, jeweler, against whom a suit for 
divorce is pending in the Court of Domestic 
Relations. Several rings, jeweled hairpins 
and miscellaneous articles of jewelry, fur 
coats, and a picture of Mrs. W. S. P. 
Oskamp, mother-in-law of the victim, were 
removed. 

Arno Dorst, prominent Cincinnati jewelry 
manufacturer, told about the activity of the 
jewelry profession in Cincinnati through the 
medium of a cartoon that appeared in one of 
the local papers, Thursday. The cartoon 
was one of a series that is being run for 
the Chamber of Commerce and it showed 
Dorst in front of a microphone broadcasting 
the facts that Cincinnati stands third in the 
jewelry trade with 25 manufacturing firms 
and 35 wholesale dealers. It also employes 
1,500 persons and does a total business of 
$9,000,000 annually. Mr. Dorst is scheduled 
to attend the convention of the National 
Wholesale Jewelers’ Association at Chicago, 
this week. 

The annual outing of the Cincinnati 
Wholesale Jewelers and Manufacturers As- 
sociation will be held at the Ryland Country 
Club instead of White Villa, Ky., and it will 
be held Tuesday, June 2. Edgar Noterman, 
chairman of the entertainment committee, 
announced that the original change intended 
from Tuesday to Thursday would not be 
observed as the usual programme of holding 
the outing on the first Tuesday in June will 
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hold forth. It wasn’t convenient to secure 
White Villa for the festival but the Summer- 
ing place at Kyland, which is five miles 
nearer to Cincinnati, offers as much in the 
way of baseball diamonds, golf, swimming 
and fishing, as White Villa does. The Cin- 
cinnati crowd will motor out in parade 
formation. 
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Harry Poole, former operator of a pearl 
button factory at Rockport, Ind., was in 
Evansville a few days ago on business. 

J. Q. Quiatt, retail jeweler of Tennyson, 
Ind., was here on business a few days ago 
and reported trade in his neighborhood im- 
proving. 

Several southern Indiana retail jewelers 
will go to Washington, D. C., in June to 
attend the annual national convention of the 
National Association of Credit Men. 

Harry Raphael, of Raphael Bros., whole- 
sale and retail jewelers of this city, has been 
elected warden of the B’nai B’rith Lodge of 
this city to serve during the ensuing year. 

Theodore Bitterman, of Bitterman Bros., 
retail jewelers, 204-206 Main St., has been 
elected one of the directors of the Merchants’ 
Credit Bureau of this city to serve for the 
ensuing year. 

The pearl button factory at Leavenworth, 
Ind., on the Ohio river, several miles above 
here, is being operated steadily and the com- 
pany is getting an ample supply of shells 
from the Ohio river. 

P. T. Latta, a general merchant. and han- 
dler of jewelry, died at his home at Geneva, 
Ky., a few days ago, after a short illness. 
He is survived by his family. He was well 
known to the trade in western and northern 
Kentucky. 

3enjamin Kruckemeyer, of Kruckemeyer 
& Cohn, well-known local retail jewelers, 
has been reappointed on the State Board of 
Optometry of Indiana by Governor Ed Jack- 
son, according to word received here from 
Indianapolis a few days ago. 

Fred Heinzle, well-known retail jeweler 
of Tell City, Ind., was in Boonville, Ind., a 
few days ago to see his brother, Former 
Mayor John F. Heinzle, of Heinzle & Nes- 
ter, retail jewelers, who has been seriously 
ill for the past several weeks. 

The Press Club of Boonville, Ind., will 
give its annual picnic at the Nancy Hanks 
Park at Lincoln City on Sunday, July 12, 
and many notables from the various parts 
of the State will be invited. E. A. Rhoades, 
retail jeweler at Chrisney, Ind., will assist 
in arranging the program. 

Charles F. Artes, of the Charles F. Artes 
Co., Inc., 321 Main St., has received word 
of the death of his cousin, Edward Artes, at 
Chicago, who was killed in an automobile 
accident in that city. Mr. Artes formerly 
lived here. His wife and child also were 
hurt in the accident, but not seriously. 

Local retail jewelers, as well as those in 
many other towns in this section, report their 
sale of commencement rings and other jewel- 
ry during this Spring and Summer has been 
unusually good. The commencement of the 
Evansville College in June also is expected 
to stimulate the demand for jewelry here. 
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Local retail jewelers joined with Evang. 
ville wholesalers on Tuesday, May 26, for a 
booster trip to several southern Indian 
towns. A band accompanied the local boost. 
ers and among the towns visited during the 
day were Chandler, Boonville, Richlang 
Rockport, Grandview, Chrisney and Tenny. 
son. Several similar trips will be made sooq 
by the local business men. 

Over 300 wholesalers and jobbers from 
St. Louis touring parts of Illinois and Jp. 
diana on their annual booster trip spent most 
of the day in Evansville on Wednesday, 
May 20, and were lavishly entertained by 
local business men. A banquet was given the 
visitors and they were taken for an automo- 
bile tour of the city. Local retail and whole. 
sale jewelers assisted in entertaining the St, 
Louisans. 








TRADE CONDITIONS 


Business with the retail jewelers continues good, 
acording to a number of the leading Birmingham 
dealers. During the past week some of the jewel- 
ers say they have enjoyed good sales of school 
and college class rings and class pins and gradu- 
ation presents. One Birmingham jeweler said that 
more jewelry was sold this year already for gradu- 
ation presents than ever before in Birmingham. 
Some of the jewelers report that they have been 
doing a good business in the sale of wedding pres- 
ents. 


A handsome silver loving cup, donated by 
the brown Jewelry Co., of Ensley, was 
awarded to the Ensley High School in a 
triangular orchestra contest at which these 
young musicians defeated the Woodlawn and 
Phillips High School. 

Bromberg & Co.’s “Galleries” now contain 
many unique and rare pieces of china, glass- 
ware, bric-a-brac and many other articles 
useful for gifts or home, which were per- 
sonally selected by a member of the firm in 
countries of the Old World. 

During the past week Birmingham retail 
jewelers have been showing some of the most 
attractive show windows ever seen in Bir- 
mingham. Among the best windows might 
be mentioned those of Reid Lawson, Inc.; 
3romberg & Co.; A. & A. Ash; Jobe-Rose 
Jewelry Co.; Jaffe & Co., and others. 

Brackin’s, 20th St. at Fourth Ave., report 
doing a good business in wedding rings. 
With every wedding ring sold they are giv- 
ing, free of charge, a marriage license. Dur- 
ing the past week they have had a window 
display of wedding rings and marriage li- 
censes which has attracted the attention of 
thousands of passersby. 

P. H. Tyler, president of the Tyler Jewel- 
ry Co. at Ensley, past president of the Ala- 
bama Retail Jewelers’ Association, and pres- 
ident of the Ensley Merchants and Ass0- 
ciated Business Men, acting as president of 
the latter association, sent a letter by alt 
mail to the Alabama Exhibitors of the 
Southern Exposition at New York congrat- 
ulating them on the display of Ensley prod- 
ucts at the exposition in New York. 








W. A. Hancock & Son have opened a 
watchmaker’s shop at 1116 Main St, 
Keokuk, Iowa. 
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Chicago Notes 





Dave Jeffrey, of Jeffrey & Harris, Min- 
neapolis, visited the trade in Chicago last 
week for a few days. 

Hugo P. Keller, of L. H. Keller & Co, 
New York, was a visitor in Chicago last 
week calling on the trade and friends. 

Fred Monroe, representing George M. 
Baker, of Providence, was in Chicago last 
week for a few days calling on the trade. 

H. D. Seebeck, of Sykes & Strandberg, 
returned recently from the south where he 
called on the trade for a couple of weeks. 

Herbert Brod, of Brod & Co., Newark, 
called on the trade in Chicago last week for 
a few days on his way to the Pacific Coast. 

Wm. F. Drexmit, general sales manager 
for the Keystone Watch Case Co., returned 
last week from a business trip to the fac- 
tory at Riverside. 

Milton Sandfelder, of the D. F. Briggs 
Co, completed his business trip to the Pa- 
cific Coast last week. Mr. Sandfelder was 
gone for six weeks. 

Ted Lampert, of M. J. Lampert & Son, 
New York, stopped off in Chicago last week 
fora few days to call on the trade on his 
way to the northwest. 

H. Schwartz, diamond importer, 12th floor 
of the Heyworth building, returned to Chi- 
cago last week from a three months’ visit 
to the European diamond markets. 

“Jake” Levin, of L. Heller & Son, re- 
turned last week from a business trip through 
the east and after remaining in Chicago for 
aday left for St. Louis and Kansas City to 
visit the trade. 


Harold K. Green, of Williams & Green, 
las just completed a business trip through 
the middlewest, and after spending a few 
days in Chicago left for the northwest to be 
gone for two weeks. 

Clyde Furnald, who recently opened a new 
retail jewelry store at St. Charles, III., was 
n Chicago last week looking over the 
markets. Mr. Furnald formerly was in 
lusiness at Lovell, Wyo, 

Louis H. Green, manager of the Chicago 
thee of the Charles E. Hancock Co., recently 
‘turned from a visit to the factory at Privi- 
dence, and enroute home visited the trade in 
the larger cities of the east. 

R. F. Spies, president of Spies Bros., will 
leave this week with the “Shriners” to at- 
tend the convention at Los Angeles. He will 
© gone for about three weeks and will 
“sit many places of interest in the west and 
Canada, 

Samuel Corensvit, secretary of S. Horn- 
tein & Co., 1514 Heyworth building, arrived 


in Chicago last week from a three months’ 
trip to the various countries of Europe. Mr. 
Corensvit combined business with pleasure 
on this trip. 

Ed. and Abe Sickles, of M. Sickles & 
Son, Philadelphia, Pa., spent several days 
in Chicago last week visiting the trade and 
stayed over this week to attend the con- 
vention of the National Wholesale Jewelers’ 
Association. 

Elias Markens, representing S. Wechter 
Co., 159 N. State St., has left for his terri- 
tory. Mr. Markens will first visit his friends 
in the Gulf of Mexico territory and will 
then go to the Pacific Coast. He will be 
gone for about two months. 

H. G. Fussell, who sold out his jewelry 
business at Independence, Ia., some time ago 
to enter into the cptical field exclusively, 
was in Chicago recently, and announces he 
is returning to the jewelry business and is 
again opening a new retail store. 

E. T. Williams, Michigan representative 
for Despres, Bridges & Noel, left last week 
to motor to Florida where his family has 
been spending the Winter. He will spend a 
few days there and will return his family 
to their home at Crystal, Mich. 

Paul Hollweg, manager of the Chicago 
office for Wolfsheim & Sachs, Inc., New 
York, returned last week from an extended 
business trip through the east. Mr. Hollweg 
motored from New York, and stopped off 
at all the large cities to call on the trade. 

Lorin Lossau, representing the Hart 
Jewelry Co., left last week for a business 
trip through Wisconsin, after spending sev- 
eral days at the home office in Chicago re- 
plenishing his stock. “Jack” Friedland, of 
the same concern, returned this week from 
a 10-day trip through Illinois. 

The N. & N. Engraving Co., is the name 
of a new firm that opened. for business last 
week in suite 407, 145 N. Clark St. The 
partners in the business are Frank L. Naylor 
and W. E. Neuvirth, both well known to 
the trade in Chicago. Both Mr. Naylor and 
Mr. Neuvirth formerly were connected with 
E. A. Crane & Co. This concern specializes 
in the engraving of jewelry, silverware and 
decorating on ivory. 

A. C. Bising, with the watch department 
of Leonard Krower & Son, Inc., New Or- 
leans, La., spent the past week in Chicago 
visiting the trade and calling on friends. 
This was Mr. Bising’s first visit to Chicago 
and he found many interesting things both 
in the trade and city. Before returning to 
New Orleans Mr. Bising stopped off in Cin- 
cinnati to spend a few days there visiting 
at his old home. 

Isaac Zawolkow, who was adjudicated a 


bankrupt, Nov. 25 last, has applied to the 
District Court in Chicago for a discharge 
of all his debts under the Bankruptcy Law, 
and Judge Cliffe has set down the case for 
a hearing in the United States Court room, 
Government building, on July 6 next, at 
10 a. m. Creditors and others interested 
may attend and will be heard before final 
action is taken. 

Members of the trade in Chicago were 
shocked last week when they learned of the 
sudden death of Miss Ellen A. Mortenson, 
who has been connected with the firm of 
Slade, Tenny & Weadley. Miss Mortenson 
was hit by a coal truck on. Monday evening 
of last week at the corner of Wabash Ave. 
and Monroe Sts., just as she left the God- 
dard building on her way home. She was 
rushed to the Lake View Hospital where 
she died early Tuesday morning. Miss 
Mortenson, is well known to the trade, hav- 
ing been associated in the jewelry field for 
more than 20 years. Her first position was 
with Lapp & Flershem, with whom she was 
connected for about seven years until they 
discontinued business. She then became as- 
sociated with J. W. Forsinger, where she 
remained until seven years ago when she ac- 
cepted a _ secretarial position with Slade, 
Tenny & Weadley. She is survived’ by her 
father and one sister. Funeral services were 
held from her home 930 Newport Ave., on 
Thursday and interment was at Graceland 
Cemetery. 

By a unanimous vote four new members 
were enrolled in the Chicago Jewelers’ As- 
sociation at the luncheon held last week in 
the Ivory Room at Mandels. The new mem- 
bers are Rifkin & Hart, Inc., Frederick M. 
Gottlieb & Co., H. Leichtman and the Hipp. 
Didisheim Co. Other routine business was 
transacted followed by a lengthy discussion 
of proposed plans to combat crime against 
the jewelry trade of this city. Suggestions 
were made amplifying the program of the 
good and welfare committee of which 
Charles Ross is chairman. The complete 
plan will soon be put before the entire trade 
of the city and in co-operation with other 
trades working through the Crime Commis- 
sion real results are anticipated. J. T. 
Montgomery, chairman of the building com- 
mittee, made a very encouraging report. 
The next meeting will be an evening meet- 
ing, the regular annual meeting and election 
of officers. This will be held on the evening 
of June 9, preceded by an all day golf out- 
ing. The club at which this is to be held 
will be announced next week. 

H. W. Peterson, representing Despres, 





(Continued on page 118) 






























































Chicago Notes 


(Continued from page 117) 


Bridges & Noel, returned last week from his 
western territory and will remain in Chi- 
cago for a few days before starting out 
again, 

Retail jewelers visiting the Chicago mar- 
kets last week included: H. E. Stout, 
Springfield, Ill.; E. H. Hahn, Reedsburg, 
Wis.; Clarence Speicher, of Speicher Bros., 
Kankakee, Il. 

I. S. Ritcher, manufacturers’ representa- 
tive, announces that he has severed his con- 
nections with the Acme Ring Co., of 
Newark, and he no longer represents the 
concern in this territory. 

A. E. Gregory, auctioneer, returned to 
Chicago iast week from Harrington, Kan., 
where he conducted a successful sale for the 
Rock Island Jewelry Store. He left early 
this week for Johnsonburg, Pa., to conduct 
a sale there, 

Louis Shapiro, who recently sold his retail 
jewelry store at 1638 W. Chicago Ave., has 
purchased the fixtures and stock of the 
Midget Watch Shoppe, 111 E. 43rd St., from 
the receiver. Mr. Shapiro has added more 
new fixtures to the store and has also put in 
a complete new stock of merchandise. 

W. Lichtenfels, of the New Jersey Chain 


Corp., Newark, N. J., spent several days in’ 


Chicago last week visiting with K. Lucius 
Taylor, their Chicago manager, and becoming 
acquainted with the trade in this city. The 
New Jersey Chain Corp. announces that it 
has acquired a large part of the equipment 
of the Charles A. Becker Co. (formerly 
Becker-Leiss Chain Co.) and has started to 
manufacture an extensive line of gold chains 
and baby rings. The business is under the 
management of W. Lichtenfels, who for 
many years has been connected as factory 
manager with the Forstner Chain Corp. of 
Irvington, N. J. John N. Leiss, who was 
the president of the Leiss Chain Mfg. Co., 
Irvington, N. J., serves in the capacity of 
vice-president and eastern representative. 








Minneapolis. 


Among the visitors to the trade during the 
past few days were S. J. Ellingson, of West- 
brook, Minn., and J. C. Alcott, of Alden, 
Minn. 

W. R. Cooper, of the S. H. Clausin & 
Co., wholesale jewelry firm, left for Chicago 
Saturday to preside over the convention of 
the National Wholesale Jewelers’ Associa- 
tion. 

John Felkel, manager of the material de- 
partment of S. H. Clausin & Co., died 
Friday, May 22, in the Northwestern Hos- 
pital in Minneapolis, from the effects of an 
operation. Deceased was about 40 years 
old and prior to his connection with the 
Clausin firm, he was employed by the O. H. 
Bingenheimer Co. in Milwaukee, in which 
city he was born and educated. The body 
was taken to Milwaukee for burial in the 
family lot. Mrs. George Urban, a cousin, 
accompanied the body. According to Mr. 
Cooper, of the Clausin concern, Mr. Felkel 
was an exceptional man in the tool and ma- 
terial department. 
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O. L. Overstake, of I‘t. Lupton, Colo., was 
in Denver during the week on business. 

An attracfive new store front has just 
been installed by L. Abramson, 1110 16th St. 

R. N. White, Holyoke, Colo., jeweler, is 
serving on the petit jury in the United 
States District Court. 

Lou Marker, who recently conducted a 
sale for Velhagen Bros., at It. Morgan, 
Colo., has gone to Winfield, Kans., to hold 
one for another firm. 

Charles A. Ball, Longmont, Colo., jeweler, 
has opened a branch store at Estes Park, 
Colo., for the Summer season. [Estes Park 
is a village in the Rocky Mountain National 
Park. 

K. C. Cosley, of the Cosley Jewelry Co., 
Foster building, was in Cheyenne, Wyo., 
during the past week on business in connec- 
tion with Colorado and Southern Railroad 
watch inspection. 

Frank A. Nappe, of the W. W. Hamilton 
Jewelry Co., continues to hang the scalps 
of local billiardists to his belt in the play in 
the Colorado State championship matches. 
A few nights ago he defeated Prof. Cavallo 
40 to 32. 

Edward Lehman, of the Edward Lehman 
Jewelry Co., Foster building, has returned 
to Denver after an extensive trip through- 
out the east. W. R. Fuller, one of the firm’s 
salesmen, is back in Denver aiter a success- 
ful business trip through western Nebraska 
and eastern Colorado. 

After a successful jewelry career of over 
25 years, J. Zimmerman, of the Colorado 
Jewelry Mfg. Co., has been ordered by his 
physician to take a complete rest. He is, 
therefore, closing his place of business and 
will not re-engage in business until he is able 
to give it the attention it deserves. He has 
paid all the indebtednesses of the company. 

Among the representatives of traveling 
firms who were here recently were M. I. 
Lee, representing Samuel FE. Bernstein, Inc., 
who had his line of silverware, cutlery and 
house furnishing goods on display at the 
Albany hotel; David R. Cohen, of Feldstein 
& Reiman, 171 Broadway, New York, and 
D. B. Wilber, of the Oneida Community, 
Ltd. 

Denver members of the jewelry trade were 
grieved to learn of the death on May 18 of 
Howard A. Cheney, formerly a jeweler at 
Cheyenne Wells, Colo. Mr. Cheney, who 
had Leen in ill health for some time, died at 
1482 Detroit St., Denver. The body was 
shipped to Charlotte, Mich., for interment. 
He is survived by his widow, Mrs. Rachel 
Cheney. 

F. W. Barthman, jeweler, 174 Broadway, 
New York, was one of 82 members of the 
Brooklyn Chamber of Commerce, who 
visited Denver recently in connection with a 
9,200 mile trade journey through the United 
States and Canada. Mrs. J. R. Shillaber, 
his sister, also was a member of the Brook- 
lyn party, which was met at the Denver 
Union station by a delegation of the Denver 
Chamber of Commerce, which included Carl 
Litzenberger, of the H. H. Tammen Co. 

Business houses at Lavoye, Wyo., situated 
in the heart of the famous Salt Creek oil 
field, recently were ordered by the United 
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States District Court to vacate the land on 
which they had erected buildings on the 
ground they were squatters. A. S, Brown, 
jeweler, was one of the business firms tha 
was slow in moving. He was threatened 
with contempt of court unless he vacated the 
land by last Saturday, May 16. He had ty 
jack up his jewelry store, put it on trucks 
and move to a new location about five miles 
south of the old townsite of Lavoye. 

A girl employe of a local optical company 
came down to work a few mornings ago 
wearing a skirt which reached nearly to her 
ankles. Immediately she came in for the 
“razz” from other women employes, She 
stood it for a while, and then she told her 
co-workers if they didn’t like her dress she 
would come down some morning in an outfit 
that would set the town to talking. The 
manager of the store dared her to carry out 
her threat, offered to buy her a bathing suit, 
if she would wear it, and wager $50 she 
didn’t have the nerve. He lost his $50, for 
the next morning she came to work in a 
vivid orange bathing suit. The newspapers 
heard about the affair and devoted several 
columns to a story, with pictures. 








Robert Cawie, Conradine, Ore., was taken 
to the Sellwood hospital one day last week, 
suffering with a broken ankle, the result of 
an automobile accident at Milwaukee and 
Ellis Sts. 

A recent small robbery was that of 
Schilling’s jewelry store, 143 Broadway, 
early one morning. A thief hurled a rock 
through the window, reached in, seized three 
rings valued at $300, and escaped before the 
noise of breaking glass attracted the atten- 
tion of citizens. 

The Washington retail jewelers, in con- 
vention this week at Tacoma, decided to 
try to arrange a joint convention with the 
Oregon retail jewelers, at Longview, next 
year, if possible. If the joint meeting can- 
not be arranged, then the Washington jewel- 
ers will meet at Seattle. 

A glass crystal in the window of Staples’ 
jewelry store, 266 Morrison St., one morn- 
ing recently caused a call to be sent into 
the Portland fire department. The sun 
shone through the crystal, which concen- 
trated the rays upon some paper decorations 
in the window, which presently caught fire. 
The fire fighters extinguished the flames 
hefore any material damage was done. 








Jesse L. Hope has moved his jewelry stock 
from his old location on Broadway at Lenoir 
City, Tenn., to the old Johnson Store build- 
ing, formerly the J. M. Hair jewelry store, 
the stock of which establishment Mr. Hope 
recently purchased. The move was made 
necessary by extensive alterations and fe- 
pairs being made to the old location and Mr. 
Hope states that upon completion of these 
alterations he will move the combined stock 
of the two stores to the stand he has oc 
cupied for years. With the occupancy of 
the new store, Mr. Hope will have the en- 
tire ground floor from the front to the alley. 
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Louis Gollberg, traveling representative of 
the Boszhardt-Possin Co., spent the first two 
days of last week in Chicago on business. 

Max Barkan, of the M. Barkan Co., 
wholesale jewelers in the Enterprise building, 
attended the convention of the National 
Wholesale Jewelers’ Association at Chicago. 

Al Possin, of the Boszhardt-Possin Co., 
wholesale jewelers in the Security building, 
is attending the convention of the National 
Wholesale Jewelers’ Association at Chicago 
on May 25-26-27. 

p A. Hollweg, of Wolfsheim & Sachs, 
Inc.: E. A. Hirsch, of Ostrow, Samit & 
Hirsch, and T. Lampert, of M. J. Lampert 
& Son, Inc., each spent several days calling 
on the trade in Milwaukee last week. 

Arthur Kuesel, of Kuesel Bros. Co., spent 
several days last week calling on the trade 
in Racine and Kenosha and intermediate 
cities. He reports that business in the ter- 
ritory has improved since his last trip. 

A new retail jewelry store was opened 
at West Bend, Wis., on Saturday, May 23. 
The store is conducted under the firm name 
of the T. J. Shinners Co., but another local 
West Bend jeweler, in addition to Mr. Shin- 
ners, is interested and active in the business. 

William H. Upmeyer, of the Bunde & Up- 
meyer Co., celebrated his birthday on 
Wednesday, May 13. Mr. Upmeyer spent 
the day working at the store as usual, but 
in the evening there was a family gathering 
in his honor at his residence, 533 Farwell 
Ave. 

John Armbruster, Sr., prominent jeweler 
and mayor of Cedarburg, Wis., recently re- 
signed as secretary of the Cedarburg Volun- 
teer Fire Department, after holding the posi- 
tion for exactly 39 years. His son, George, 
who is also interested in the jewelry store, 
was elected to succeed him. 

Arthur Towell, advertising manager of 
Gamm’s Madison, Wis., jewelry store, has 
recently returned to Madison, Wis., after a 
trip to Houston, Tex., where he attended the 
convention of the Associated Advertising 
Clubs of the World. Mr. Towell was the 
delegate of the Madison organization. 

Thomas Bruhy, West Bend, Wis.; Bartus 
Panik, Cudahy, Wis.; M. Schneider, Bur- 
lington, Wis.; Mrs. Adolph Estberg, Wau- 
kesha, Wis.: C. J. Franz, Darlington, Wis., 
and Claude Bartholf, East Troy, Wis., were 
among the jewelers who called at Milwau- 
kee jobbing houses during the past week. 

Arthur Heaps, well-known jeweler at Par 
deeville, Wis., called on Milwaukee jobbing 
houses and did some buying on Wednesday, 
May 20. Mr. Heaps, however, was expressly 
in Milwaukee to buy an automobile and made 
the return trip in his new purchase. He re- 
ports that business at Pardeeville is good 
and Steady. 

Fehr’s jewelry store at Manitowoc, Wis., 
recently featured an attractive window dis- 
Play, made up of framed photographs of the 
Various members of the cast of the local 
American Legion plav, “Bimbo.” The play 
was produced in the Capitol Theater and the 
Pictures proved intensely interesting to resi- 
dents of Manitowoc. 

The Robinson Plating Works, 816 Winne- 
hago St.. is this year celebrating its 25th or 
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silver anniversary as a Milwaukee institu- 
tion. The business of the firm consists of 
electrc-plating and finishing in all metals, 
such as gold, silver, nickel, copper, brass and 
bronze. Arthur W. Ruttan is proprietor of 
the company and a master in the craft. 

Jewelry and other retail stores in Racine, 
Wis., will all close on Memorial Day, May 
30, according to announcement made follow- 
ing a recent meeting of the Down Town 
3usiness Men’s Association of that city. The 
business men, however, decided to conduct a 
huge city-wide sale on the two days pre- 
ceding Memorial Day and to keep their 
stores open on Friday evening, May 29. 

O. L. Glahn, jobber, with headquarters in 
the Caswell block, will make his first trip 
since he started business under his own name 
through the lake territory from Kenosha to 
Green Bay, Wis., starting the latter part of 
next week. Both Mr. Glahn and Edward 
Maas, engraver for the trade, with whom 
Mr. Glahn shares offices, report that busi- 
ness has been considerably improved the past 
few weeks. 

The home of Edward Kosobucki, 513 
Cramer St., one of the proprietors of the 
Behling-Kosobucki jewelry store which was 
opened on Brady St. on May 9, was entered 
by burglars on Thursday night, May 14. 
The burglars took $179 in cash from two 
dressers and also two small diamond rings, 
but left considerable jewelry, including sev- 
eral valuable watches, untouched. Mr. Koso- 
bucki reported the total loss as being ap- 
proximately $300. 

The West Side Promoters’ Association re- 
cently voted unanimously to close all stores 
affiliated in the organization at 12:30 o’clock 
every Wednesday noon during June, July and 
August. The association is composed of the 
business men of the West Side of Kenosha, 
Wis., and their action is in accord with a 
previous decision of the Kenosha Retailers’ 
Association. Harry L. Jordan, prominent 
Kenosha jeweler, is vice-president of the 
West Side Promoters’ Association. 

The Mehigan bill, providing for truth in 
advertising by making the publisher as well 
as the advertiser responsible for all state- 
ments made in advertisements, has been en- 
dorsed by the retail committee of the Mil- 
waukee Association of Commerce. At the 
same meeting a resolution recommending the 
closing of all retail stores on Memorial Day 
was adopted by unanimous vote. The com- 
mittee on early closing reported that from 
present indications all leading stores would 
close at 1 Pp. mM. on Saturdays during July 
and August. 

The city of Fond du Lac, Wis., through 
its attorney, has recently started action 
which it is hoped will lead to a gradual 
elimination of the transient merchant evil. 
Transient merchants, distributing all lines of 
merchandise, including jewelry, have recent- 
ly become so numerous in Fond du Lac as to 
cause considerable concern among the city’s 
legitimate retailers. Fond du Lac, however, 
has an ordinance requiring the payment of a 
daily fee of $5 by non-resident transient mer- 
chants and the deposit of a $500 bond by 
residents of the city who sell for transient 
firms. City Attorney Lawson E. Lurvey has 
now started action against such persons to 
compel compliance with the law. 

The firm of Martin Tullgren & Sons has 
been selected as the architects for a new 
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10-story store and office building to be erect- 
ed at 4th St. and Grand Ave. by Archie 
Tegtmeyer, prominent downtown Milwau- 
kee jeweler and president of the Grand Ave- 
nue Business Men’s Association. Mr. Tegt- 
meyer had been debating between erecting a 
hotel or an office building, but has finally 
decided on the latter. The building will have 
a frontage of 50 feet on Grand Ave. and 100 
feet on 4th St. The corner is one of the 
most important in Milwaukee’s downtown 
business district and is the present site of 
the Tegtmeyer store. Plans for the building 
have not been completed, but the construction 
will be of brick and reinforced concrete. 








Canada Notes 





A. B. Foster has been appointed watch 
inspector for the Canadian Pacific Railway 
system. 

John A. Nash, Ltd., wholesale and man- 
ufacturing jewelers, of Toronto, have been 
incorporated with a capital of $100,000. The 
provisional directors are Guy R. Roach, 
Jerome C. Fitzgerald and George P. Mce- 
Hugh. 

The Toronto Lodge of the B’nai B'rith, 
the prominent Jewish community service or- 
ganization, on May 17 presented an illumi- 
nated address to Edmund Scheuer, formerly 
head of the jewelry firm of Edmund 
Scheuer, Ltd., and now honorary president 
of the Federation of Jewish Philanthropies, 
in recognition of his eminent services in the 
cause. 

David Silverman, manager of the watch 
department of Mappin & Webb, jewelers, 
of Montreal, delivered an instructive address 
May 20, over the radio, on watches and 
clocks. He traced the history of time-telling 
apparatus from its inception to the present 
time and gave some useful hints as to the 
care of timepieces for accurate time. 

Henry Walsh, Toronto, is under arrest at 
Long Beach, Cal., on the charge of stealing 
two diamond rings and a diamond stick-pin 
valued at $3,300 from James McTamney, of 
139 Church St., Toronto. Walsh, it is 
charged, was an agent for McTamney and 
obtained the goods to show them to a pros- 
nective customer in March. He did not 
again communicate with McTamney, who a 
short time since received information that 
Walsh was in California and took proceed- 
ings resulting in his arrest. 








3urglars recently entered the Charles M. 
Schuell jewelry store at 113 W. Jefferson 
Blvd., South Bend, Ind., through a coal 
chute and escaped with diamond rings, 
watches and bracelets valued at a consider- 
able amount. The store had been previously 
robbed of about $5,000 worth of diamonds 
by a man who hurled a padded brick through 
the front window. While the front window - 
and store lights were lighted the burglar 
made his way to the front window and seized 
a tray containing diamond rings, bracelets 
and four platinum wrist watches. The pro- 
prietor of the store informed the police that 
he left the establishment shortly before 
8 o’clock on the night of the robbery, turn- 
ing on the window lights before he left. 
When he returned he discovered the tray of 
diamonds was missing. The remaining dis- 
play of jewelry was undisturbed. 


































































































Salt Lake City 


W. L. McLeod, general manager of the 
Columbian Optical Co., is in this city for a 
few days at present. 

John S. Lewis, of Ogden, has been ap- 
pointed chairman of the scholarship com- 
mittee of the Ogden Rotary Club. 

Manager W. H. Cubberson, of the Colum- 
bian Optical Co., is recovering from an op- 
eration for appendicitis, performed at a local 
hospital. 

The Salt Lake City jewelers’ baseball club 
continues to win honors among the amateur 
teams. Mark E. Weiss, of Barnett & Weiss, 
is the manager. 

John S. Lewis, Ogden jeweler and State 
Senator, gave a stirring address last week 
before the W. C. T. U. in which he discussed 
legislative matters. 

Oscar Jenson, member of the firm of J. S. 
Jenson & Sons, jewelers, 71 S. Main St., is 
mourning the loss of a daughter who died 
some days ago from appendicitis. 

Anderson & Co., 267 S. Main St., are lo- 
cated in their new home, a few doors south 
of their former location. They will have 
more room and a better-looking store. 

W. T. Denn, of the Hubbard-Denn Co., 
has been nominated for a seat on the board 
of governors of the Salt Lake Chamber of 
Commerce, generally regarded a distinction 
here. 

The jewelry business in the leading cities 
of the State is in good shape. There are 
many June brides and a lot of graduation 
presents. The industrial situation continues 
excellent. 

Death has claimed Mrs. Clara Weinstein, 
formerly of the Trinket Jewelry Shop, on 
S. Main St. She had been ill for some 
weeks. At the time of her death she was in 
her 67th year. 

John S. Lewis, head of J. S. Lewis & Co., 
jewelers and optometrists of Ogden, is a 
member of a committee of seven business 
men who are organizing a new daily news- 
paper for that city. 

The shop operated by Parry & Parry, Ltd., 
manufacturing jewelers in the Keith-Empo- 
rium building, has been completely renovated 
and redecorated. The company is planning 
the addition of some machinery in the near 
future. 

The beautiful Summer home of John S. 
Lewis, Ogden jeweler, had a narrow escape 
from destruction recently during a landslide 
in Ogden Canyon. The home is probably 
the most beautiful and elaborate Summer 
residence in the State. 

The Los Angeles School of Optometry, 
Los Angeles, will hold an intensive post- 
graduate course in this city from July 23-29. 
M. H. Dearden and O. L. Dutcher, Salt 
Lake City, and Willard Doxey, of Ogden, 
are the committee on arrangements. 

C D. Strang has resumed control of the 
Spanish Fork store of the Columbia Music 
& Jewelry Co. The business is now largely 
confined to jewelry, Mr. Strang being a 
jeweler himself by profession. He will con- 
duct the business under his own name. 

Mr. and Mrs. John F. Boes, of the John 
F. Boes jewelry store, have gone to Cali- 
fornia for four or five weeks on business 
and pleasure. Mr. Boes is a former presi- 
dent of the Utah State Retail Jewelers’ As- 
sociation, and Mrs. Boes is also known to 
the trade through her attendance at the store. 
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J. B. Ashton, prominent Provo business 
man, has purchased the stock of the Provo 
store of the Columbia Music & Jewelry Co., 
and T. W. Ashton, his brother, who for- 
merly conducted the business, has returned 
to the store and will operate it. T. W. Ash- 
ton has just completed a year’s activity as 
Exalted Ruler of the Provo Elks. 

Local visitors include: Herb. Brandt, Los 
Angeles, Cal.; Samuel S. Greenberg, D. Lis- 
ner & Co., New York; Louis Freund, Henry 
Freund & Bro., New York; Mr. Liff, D. W. 
Thomas, Inc., Seattle, Wash.; A. Friedman, 
representing Bulova Watch Co.; L. A. 
Schultz, International Silver Co., Pacific 
Coast division; Sig. Thein, Chicago; George 
S. Overton, J. B. Bowden & Co., and others. 








H. E. Kimber, Excelsior Springs, Mo., 
visited some of the wholesale houses here 
last week. 

W. K. Harris was in town for a few days 
last week from Neosho Falls, Kans., and 
visited some of the wholesale trade. 

FE. O. Baumgarten, of the Hoefer Jewelry 
Co., returned on Saturday, May 16, from a 
business trip in various points in Nebraska. 

C. J. Benson, of Lees Summit, Mo., and 
Gene Weber, of Lexington, Mo., were visit- 
ing the trade in this city during a part of 
last week. 

Mr. Ward, of D. B. Ward & Co., is now 
in the eastern part of Missouri. He expects 
to attend the Chicago convention before re- 
turning to the home office. 

Mr. and Mrs. F. S. Hester, of the firm of 
Tlester & Roberts, Lawrence, Kans., were in 
the city last week and spent a day or two in 
replenishing their Spring stocks. 

A. J. Hazard, the salesman for the Hoefer 
Jewelry Co., was in the city for a few days 
recently while preparing his sample line for 
the final Spring trip through his territory. 

L. J. Baker, of the sales force of the Hoe- 
fer Jewelry Co., left his home in Oklahoma 
City, Okla., the first of the week for his 
final Spring trip through the Arkansas ter- 
ritory. 

B. W. Warner, of Warner Bros., whole- 
cale jewelers, was recently traveling in the 
Oklahoma territory and reports that business 
conditions in that State are excellent for a 
good trade in jewelry. 

W. A. Montague, who is well known 
throughout the middle west, having traveled 
for years out of Chicago, has just returned 
from a sojourn of several days in Excelsior 
Springs, Mo., to which place he took his 
young grandson. 

Lewis & Sommers, manufacturing jewel- 
ers, have announced that they will add a 
stonesetter and a manufacturer to the pres- 
ent force. This course has become necessary 
to the proper handling of the unusual Spring 
demand apparent in their business. 

The Green Jewelry Co. will move, June 1, 
to a new home on the fifth floor of the Hew- 
son building, 1016 Walnut St. The com- 
pany has been located at 1104 Walnut St. 
for the past 18 years, but the recent sale 
of the lease on that building made it neces- 
sary for all tenants to acquire new locations. 

The following retailers from out of the 
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city have been recent visitors to the trade 
here: Mr. Jacobs (the younger), of B, H 
Jacobs & Sons, Atchison, Kans.; Miss Gis. 
trude McInerney, owner of a store in Par, 
sons, Kans.; E. C. Maxwell, of St. Joseph, 
Mo., and J. O. Stott, jeweler of Paola, 
Kans. 

Employes of the Green Jewelry Co, and 
the many friends of Mr. Green are profer. 
ring their messages of condolence to him 
and his family this week. Sheila Green, an 
11-year-old daughter, died on May 20, after 
quite a long illness. The child had twice 
been operated upon recently, the first for a 
mastoid and the second for a complication in 
the jugular vein, but it was apparently im- 
possible to save the girl’s life. The burial 
was held Friday afternoon at Shawnee, 
Kans. 

The demand in Spring jewelry is opening 
up with a vengeance during the last week 
or 10 days. It was, apparently, to be a dull 
Spring season indeed, but goods for the va- 
rious graduations in the city are being or- 
dered in unexpected volume just now and 
both the wholesalers and retailers are feel- 
ing better over conditions as a result. The 
Woodstock-Hoefer Watch & Jewelry Co. re- 
ports that the three lines which are enjoying 
the greatest demand this Spring are novelty 
lines of chokers, fancy bracelets and com- 
pacts. 

The first of the season’s golf tournaments, 
which was held at the Lakewood Club on 
the afternoon of May 12, was quite a suc- 
cess. Ten wholesalers played in the initial 
games of the season, two others having been 
entered in the tournament but did not appear 
in time for the game. However, interest in 
the season’s play and in general phases of 
the local jewelry business was at high tide 
throughout the afternoon. Scores were kept 
on this first game, and will also be kept on 
the second game, which will be played next 
month, probably at the same club, the two 
sets of scores making up the foundations 
for the handicaps to be allotted for the re- 
mainder of the tournament season. There 
are numerous prizes offered for the winners 
of individual medal plays and for the win- 
ner of the season. Following the games on 
the course, the jewelers retired to the club- 
house, where a dinner was held in the eve- 
ning. The fact that a certain retailer, who 
was in town from Pratt, Kans., on the day 
of this opening game, had expressed his 
earnest desire to join in the play, but was 
prevented from doing so because of previous 
arrangements for the afternoon, furnished a 
new idea for the mutual discussion of the 
dinner guests. It was suggested that the 
wholesale association should stage a general 
jewelers’ tournament, to be played late this 
all, inviting all retail jewelers to attend and 
participate in the playing. The idea was 
discussed at length during the course of the 
dinner. 








Announcement has been made that W. E. 
Bloomer, of the Swope-Nehf Jewelry Co., 
Terre Haute, Ind., has bought the interest 


of Charles T. Nehf, of the firm. The 
Swope-Nehf Jewelry Co. is Terre Hautes 
oldest jewelry firm, having been established 
57 years ago. Mr. Bloomer was with the 
firm 35 years and is a jewel expert of well- 
known ability. He has been an officer in the 
Chamber of Commerce, Merchants’ Associa- 
tion and other civic bodies. 
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J. W. Armbruster, of the Illinois Watch 
Co., is a visitor to Cleveland this week. 

Harry Bernon has returned to Cleveland, 
after a short trip through West Virginia. 

_ A. Conn, auctioneer, will open a sale 
for James C. Britton, of Coldwater, Mich., 
commencing May 28. 

Morris Folkman is in the hospital after 
undergoing an operation, and at this writing 
is reported getting along nicely. 

Dave Glasser, of the Merit Co., is taking 
a trip on the road this week and will visit 
Youngstown and other towns in that vicinity. 

E. Bagge, of the Waltham Watch & Clock 
Co., called on the Cleveland trade last week 
in the interest of the watch material depart- 
ment. 

Among out-of-town jewelers in Cleveland 
last week were D. Leonheiser, Huron; John 
Noga, Wellington, and W. J. Higgins, 
Shelby. 

The store of James Bell, 2082 E. 4th St., 
was robbed early this week, the thieves, 
however, only obtaining about $100 worth 
of loot. 

Cleveland will be represented at the Chi- 
cago convention, several of the jobbing trade 
having signified their intention of being 
present. 

Mrs. Frank Karnash, widow of Frank 
Karnash, who died about a year ago, has 
sold the business which is located at 6209 
Broadway to Bennie Glickman. 

Dave Glasser has just returned from a trip 
to Michigan. While there he attended the 
convention of the State Jewelers Association, 
which he roports was a great success. 

The Thayer Bead Service Co., which was 
located at room 121 Colonial Arcade, has 
moved to room 116 the same building, where 
there is double the space formerly occupied. 

Out of town jewelers visiting in Cleveland 
included George F. High, Medina; Charfes 
Savage, Elyria, and Frank G. Nordstrum, 
Jamestown, N. Y., and George W. Fischer, 
Sharon, Pa, 

Mandelthord & Friedman who have stores 
on Superior Ave. and also on Woodland 
Ave., are closing out the later store as they 
have sold the property in which it is located. 
For the present they will only operate the 
Superior Ave. store. 

George R. Loehr, of the Scribner & Loehr 
Co., was presented with a beautiful basket 
of flowers by students of Shaw High School 
in token of appreciation of his having given 
a silver loving cup to the winner of a recent 
public speaking contest. 

The store of Mrs. Gus Rose, at 7016 
Superior Ave. was visited by window 
smashers the first part of the week who after 
breaking a window secured several hundred 
dollars’ worth of merchandise which had 
been left in the window by an oversight. 

There is some talk of a golf game between 
members of the 24 Karat Club. If this 
should materialize it is practically a cer- 
tainty that H. W. Burdick, Cleveland’s 
champion jeweler golfer, will win or come 
very close to it, according to his many 
friends. 

Harry A. Bernon, chairman of the enter- 
tainment committee of the 24 Karat Club, is 
already laying plans for the next banquet of 
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the club although it is several months off. 
He is also surprising the secretary and 
treasurer by the applications for new mem- 
berships he is securing. 

O. H. Pitkin, Grafton, O., has just cele- 
brated his 53rd year at the watch bench and 
is now 73 years of age. Mr. Pitkin is well 
known to the trade all over the country as 
the maker of Pitkin watch and clock peg- 
wood. He is still hale and hearty and hopes 
to see many more years of service. 

Jewelers on Buckeye Road between E. 
83rd St. and E. 130th St., participated in the 
White Way held on Wednesday evening, 
May 20, to celebrate the new lighting system 
installed in that section. The Mayor and 
members of city council were present and 
reviewed the parade and other entertain- 
ments. 

Credit jewelers of Cleveland have a prob- 
lem before them that is causing quite a little 
discussion among them. It concerns the 
amount of space being used in the daily 
papers for advertising. In the opinion of 
some of the trade the amount used by some 
firms is entirely too large and the amount of 
business accruing from such large advertis- 
ing space is not commensurate with the cost. 

The Buckeye Travelers Club is sending 
out a letter to all jewelers in Ohio urging 
them to be present at the State convention 
of the Ohio Retail Jewelers’ Association. 
Members of the club will also supplement 
the letter by urging each jeweler they call 
upon to try and make the trip to Cedar 
Point, where the convention is to be held on 
July 7, 8 and 9. 

The store of Frank Pokorny, 5633 Broad- 
way, was robbed on the night of May 11, 
entrance being gained by forcing the back 
door. Through an oversight the safe was 
left unlocked and the thieves arrived at the 
psychological moment and looted it. Their 
haul amounted to $1,200. So far the police 
have not been able to find trace of the goods 
nor any clue as to the identity of the thieves. 

An old-established business passes out of 
existence with the closing out of the store of 
Charles Ducommon on Broadway. Mr. Du- 
common sold his building some months ago 
at a very advantageous figure and reserved 
the right to keep possession until July if 
desired. However, he has decided to quit 
and is selling out. In all probability he will 
retire, or perhaps seek a location in the 
country. 

The old time jewelers of Cleveland will 
remember the Bruner Bros. store that stood 
on Superior St., between the Public Square 
and W. 3rd St., in the early 80’s, and no 
doubt the majority will recollect Miss 
Sophie Bruner, the sister of the boys, who 
was very active in the store and well known 
to the trade. Miss Bruner has just passed 
away at Keansburg, N. J., and the remains 
were shipped to Cleveland, burial taking 
place in Lake View Cemetery. 

Sometime between 4 o’clock Saturday 
afternoon, May 9 and Monday morning, May 
11, thieves gained entrance to the shop of 
A. J. Fenn on the second floor of the Scho- 
field building. No attempt was made to 
break into the safe, but the thieves suc- 
ceeded in collecting about $500 worth of mer- 
chandise from the showcases. The Schofield 
building is on the busiest corner of the down- 
town section and houses other jewelry firms 
as well. It is patrolled by a watchman, who 
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saw nothing suspicious. The robbery was 
discovered when the shop was opened on 
Monday morning. 

Ralph H. Pitcher, who has been estab- 
lished in Conneaut, O., for the past 15 years, 
has disposed of the balance of his stock, after 
having held a close-out sale. He has sold 
the fixtures and good will to E. Howard 
Phillips, who was formerly engaged in busi- 
ness in Parkersburg, W. Va. Mr. Pitcher, 
after winding up his affairs, will tour to 
California, where he will visit his wife’s 
parents, who reside in Pasadena. While 
there he will look over the ground with a 
view to locating in business. 

The Basch Co. is going to donate a loving 
cup as a prize for what is possibly the most 
unique race that has ever been run. The 
contestants are all old and decrepit auto- 
mobiles, some of which are of as old a 
vintage as 1908. The race is the outcome 
of a comic story that has been running in 
the Cleveland Press in which a man bought 
a Mercedes car for $50 from a junk man. 
The car originally cost $16,000. His adven- 
tures have been told each night and as a 
climax he has invited all the relics of motor- 
dom to race his car which is known as 
“What Price Glory,” the winner to get the 
trophy offered by the Basch Co., who inci- 
dentally are getting quite a lot of free adver- 
tising out of it, 

The Spencer Jewelry Co.’s baseball team 
which was recently organized and is known 
as the “Spencer Diamonds” is already win- 
ning laurels for itself. At the opening game 
on May 17 it defeated a strong local team 
9 to 4, and is scheduled to play other top- 
notchers right along. The team is captained 
by Holland “Hap” Davis, of Western Re- 
serve University, who is prominent in the 
athletics of the college. The Spencer com- 
pany also has teams at its other stores in 
various cities, and it is hoped by the man- 
agement that they will make a sufficiently 
good showing to warrant the two best teams 
playing for the championship. E. H. Dane- 
man is manager of the Cleveland store and 
with P. A. Christol, advertising man, or- 
ganized the team. 

A jeweler was placed under arrest last 
week on a charge of concealing assets from 
the receiver of the business. The Better 
Business Commission was active in bringing 
the case to the attention of the authorities. 
It is all of three months ago that a receiver 
was appointed by the Court and it is alleged 
that after the place was locked by the re- 
ceiver the defendant entered the store and 
took some goods. The merchants of Cleve- 
Jand are still actively working to raise funds 
for Cleveland’s quota of the national credit 
men’s fund to investigate and prosecute 
fraudulent bankruptcies and a case like the 
above brings forcibly to the attention of not 
only the wholesale jeweler, but the jobbers 
in all lines the necessity of having adequate 
protection. If the Courts make the penalty 
severe enough local merchants feel that it 
will deter many from attempting fraudulent 
failures, 
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Since Charles M. Haynes withdrew from 
the concern of Henn & Henn, Chillicothe, 
O., last September, the business has been 
operating under the name of Henn & 
Haynes. Effective May 1 the firm name be- 
came Henn & Henn. 
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Id Bastheim, of Los Angeles, has been 
here this week. 

J. H. Spiro reports good business on his 
Pacific northwest trip. He is accompanied 
by his traveler, William Hyde. 

Sydney Weinshenk, of the firm of Mayer 
& Weinshenk, returned home on May 14 
from a six weeks’ trip in the northwest. He 
had a very successful journey. 

A visitor who has received a warm wel- 
come from the trade is Lew Buss, president 
of Buss, Linthicum-Thorson, Inc., Chicago, 
who is here on a trip to the Coast. 

A satisfactory trip of two months over 
his territory, from Denver, west, was re- 
cently finished by John FE. Sommers, repre- 
senting the Jabel Ring Mfg. Co., of Cali- 
fornia. 

A. M. Melby, Lompoc, Cal., was in town 
a few days ago on his way north. [Ernest 
Mueller, of Eureka, was here, calling on the 
trade. W. M. Jenkins, of Oakland, was an- 
other visitor, and so was Arthur G. Prouty, 
of Napa. 

Dave Warris, formerly representative 
of L. J. Anshen Co., of Providence, R. L, 
is now connected with the newly organied 
firm of Hamilburg-Shaw Corp. of 8 W. 30th 
St., New York, and expects to be in San 
Francisco with his new line about Aug. 1. 

As soon as the redwood lumber mills in 
Humbolt county begin working at greater 
capacity than at present, times there will be 
very good, according to L. S. Myers, of R. 
& L. Myers, who has just returned from a 
trip to Eureka. Harry A. Harris, traveler 
for this firm, is in the Sacramento Valley. 

It is believed that the sight of Mark Sena’s 
eye, shot by a thug in an attempted hold- 
up of his office, has gone permanently. The 
optic nerve is paralyzed as a result of the 
bullet The thug is doing an indeterminate 
term of from one to five years in San Quen- 
tin. It was hoped at first to save Mr. Sena’s 
eye. 

Samuel Kierski, Los Angeles manager of 
the firm of Lee & Kierski, stopped off in 
San Francisco, on May 14, for a day, en 
route to Los Angeles. The trade were glad 
to see Mr. Kierski again. Fred Lee, who 
was in the northwest with Mr. Kierski, re- 
turned with his partner to the home offices 
of the firm here. 

Thomas McCready has just returned to 
headquarters of the W. B. Glidden Co., after 
visiting the factory of the R. Wallace & 
Sons Mfg. Co. He says he found that the 
factory, which the Glidden company repre- 
sents on the Coast, was very busy taking 
care of the early Spring business. Fred S. 
Gerrine, Los Angeles manager of the W. B 
Glidden Co., was here for the recent annual 
meeting of these representatives of R. Wal- 
lace & Sons Mfg. Co. 

Manufacturers’ representatives calling on 
the trade here include: David Schwab, of 
Davidson & ‘Schwab, New York; Michael 
Peyser, of the Shiman, Miller Mfg. Co., 
Newark, N. J.; Joseph Klein, of Shiman, 
Bros. & Co., New York; R. H. King, of 
the Ostby & Barton Co., Providence, R. I., 
and Daniel Child, representing several east- 
ern lines, including Payton & Kelley Co., 
Providence, R. I., and Albert Lorsch & Co., 
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New York. Mr. who has been ll, 
rather better. 

A wedding of interest to the jewelry trade 
was celebrated at noon, May 16, at the home 

Mr. and Mrs. A. W. Huggins, Berkeley, 
when their daughter, Mary Abagail Hug- 
vins, became the wife of Stephen Perkins. 
The bride’s father is president of A. I. Hall 
& Son. The bride’s brother, Ted Huggins, 
manager for J. Rk. Wood & Sons, was pres- 
ent, and another son of A. W. Huggins, Dr. 
M. L. Huggins, of Pasadena, had come north 
for the ceremony. The bwiile and groom are 
making a trip through California. 

“Do you think you can run the 
for a few months without me?” asked H. W. 
Tuckey of his son, A. B. Tuckey, of Hy. W. 
Tuckey & Co., the other day. The son re- 
plied that, if it was a vacation, it was cer- 
tainly coming to the senior partner of the 
firm. It seems that Mr. Tuckey, Sr., and 
his son, Dr. H. A. Tuckey, had suddenly 
made up their minds to spend a vacation in 
Kurope. They will visit Birmingham, Eng- 
land, the birthplace of Mr. Tuckey, and will 
also visit French friends, with whom Dr. 
Tuckey has corresponded ever since he was 
on overseas service. 

To celebrate their 75th anniversary, a 
large San Francisco department store (the 
City of Paris) had a quarter-of-a-million 
tiara made by Shreve & Co. Heavily 
guarded by police, it is now on display in 
the store, where admiring throngs are get- 
ting their first view of what crown jewels 
look like. The setting is solid platinum, 
and the tiara, with the ornament which tops 
it, is between nine and 10 inches in height. 
A few emeralds are interspersed with the 
diamonds. Some of the diamonds are ex- 
ceptionally large and fine, one being valued 
at $60,000 and two others at $25,000 each. 

Members of the jewelry trade here seem 
unable to place “Daniel W. Danielson,” who 
was shot a few days ago, in the Mission dis- 
trict, because he refused to “squeal” on a 
woman who had been acting as informer 
against a ring of bootleggers. He is stated 
to have been a jewelry salesman prior to 
being injured by an automobile collision 
nearly a year ago. During his convalescence 
he made the acquaintance of some bootleg- 
gers and of a woman, blamed by them for a 
series of raids on their places. One of them, 
a man named “Joe,” took Danielson for an 
automobile ride. Some hours later his bul- 
Iet-riddled body was found in a field near 
Colma, south of San Francisco. 
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Pacific Coast Notes 
of William A. 


announced 
building, Pasadena, 


The death is 
Penn, of the Security 
Cal. 

Walter W. Hilton 
jewelry business of P. L. 
t., Redwood City, Cal. 

Walter Hilton has hought out Seaman’s 
jewelry store at Palo Alto, in the Peninsula 
section, south of San Francisco. 

W. M. Jenkins, who recently opened his 
new jewelry store on 14th St., near Frank- 
lin St., Oakland, is reported to be doing in- 
creased business his new location. The 
store is very pretty and up to date. 

Stockton, Cal., has been selected as the 
10th link in the chain of Burnett Bros. 
jewelry stores on the Pacific Coast. L. H. 


has purchased the 
Seamans, 214 Main 
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surnett, president of the company, has been 
in Stockton making final arrangements fo, 
the opening of the new store at 440 E, Main 
a) 

A. Tenenbaum, of 852 Sth St., San Diego, 
Cal., doing business under the Style of the 
California Jewelry Co., publishes bill of sale 
of his trunk factory, leather goods and leage 
at this address to Fred W. Kerns. Mr. 
Tenenbaum will sell his jewelry stock at 
auction. 

Roy Crouch, proprietor of Crouch’s drug 
and jewelry store, Longview, Mich., has an- 
nounced the sale of the jewelry business to 
EK. J. Vogelein, of Centralia, Wash., who 
has already taken over that end of the busj- 
Mr. Vogelein. was connected with 
Ahern’s jewelry store when in Centralia, 


ness. 








British Columbia Notes 


The younger set of this part of the 
Dominion is watching with interest the new 
touch of the London young people who are 
wearing the lorgnette, and some of. the 
Canadian jewelers are calling attention to 
this article at this time. 

The Canadian jewelers celebrated Canadi- 
an Silverware Week from May 16th to 23rd 
vith a large drive to stimulate the activity 
in the retail silverware trade. Retailers all 
over the Dominion participated in the gen- 
eral selling of silverware at this time, and 
called especial attention to all articles of 
silverware. In the eastern as well as western 
provinces jewelers took occasion to bring 
out articles of this metal. 

British Columbia jewelry stores are push- 
ing cut glass and sterling silver vases and 
flower baskets in both these materials as the 
season of flowers is now open in_ the 
Dominion. They urge the _ residents to 
“make every room a bower of color and 
fragrance” by the use of inexpensive flower 
vases or baskets filled with the season’s 
blooms. Besides the vases and baskets of 
cut glass and sterling silver, jewelers are 
also handling at this season china flower 
bowls and china flower vases. 

Charles F. Law, a Vancouver, B. C., min- 
ing man, has made a platinum discovery in 
South Africa on the Tulameen river, which 
is attracting considerable attention in British 
Columbia. He has returned to British 
Columbia with several pounds of rock, show- 
ing chromeiron, which when __ pulverized 
yields a platinum content that has startled 
the community and led to the staking of 
many claims on the river near the mouth of 
Eagle Creek, where the discovery was made. 
His statement that “the.assay value of Tula- 
meen platinum is 20 per cent. higher than 
any other platinum in the world, because it 
contains a high percentage of iridium which 
makes hard platinum without adding any 
alloy of iridium which is necessary with 
Russian and Colombian platinum” is most 
interesting and if true is most important. It 
is reported that the Tulameen area has 
yielded about 20,000 ounces of platinum from 
its shallow placers, but there is no distinct 
verification of the report as yet. 








H. E. Kirchoff has just opened a jewelry 
shop in the new addition to the Jefferson 


building at Peoria, Ill. Five years ago Mr. 
Kirchoff, a graduate of the horological de- 
partment of Bradley Institute, opened a mod- 
est little shop at 430 Main St. 
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Rk. H. Ewert, Riverside, and W. C. Guerth, 
Redlands, are reducing their stocks through 
the means ol auctions. 

A letter recently received from Miss Law- 
r, manager of the jewelry department of 
the May Co., announced her arrival in Paris. 

James A. Apffel, manufacturing jeweler in 

the Title Guarantee building, has returned, 
ter an absence of nearly a month in the 
east. 
Robert W. Woodley, formerly behind the 
diamond counter of Feagans & Co., has again 
returned to a similar position with the same 
firm. 

Paul D. Walsh, wholesaler in the Title 
Guarantee building, is in San Francisco on 
bysiness. Mrs. Walsh is with him. Ralph 
Herzog, who travels for Mr. Walsh, is in 
Arizona. ; 

C. F. Sischo, of C. F. Sischo & Sons, deal- 
ers in jewelers’ supplies, had a very enjoy- 
able week-end trip with friends to Rands- 
burg and thence to Barstow and home via 
San Bernardino. 

Benjamin Cassiday, local manager of A. 
], Hall & Son, San Francisco wholesalers, 
has just returned from a business trip to 
the home office, where he secured some addi- 
tional merchandise. 

Roy Smith, of the Armer & Brown Co., 
has just returned from a_ six-weeks’ trip 
through Arizona. Carl Gross, of the same 
concern, is starting on a selling trip through 
the northern part of California. 

G. T. Ralston, formerly for 18 years in 
business with his brother in Butler, Pa., has 
severed this relation and has entered into 
partnership with his father, W. E. Ralston, 
Bellflower, a town a few miles from Los 
Angeles. The new firm will be known as 
W. E. Ralston & Son. 

George H. Godfrey, manufacturing jewel- 
et, 617 Jewelers’ building, has just returned 
from San Francisco, where he went on. a 
business trip. He reports he was successful 
in securing several good orders for his pat- 
ented ring, the manufacturing of which is 
occupying his entire shop force. 

E. G. Jackson, of the International Silver 
Co.’s Los Angeles office, is taking a two- 
weeks’ vacation. He is accompanied by his 
family, and went first by motor car to San 
Rafael, where Mrs. Jackson has relatives. 
From there they will continue up the Coast 
by the Redwood Highway to Eureka, one of 
the most beautiful drives in California. 

Anthony Westhoff, of the watch depart- 
ment of the Donavan & Seamans Co., re- 
cently spoke by request before the La 
Camarada Club, a woman’s organization, on 
the topic “Famous Jewels.” Soon afterward 
Mr. Donavan received a letter from the 
club's committee in charge of the meeting 
thanking him for sending Mr. Westhoff, 
who, the letter said, “gave a most interest- 
mg and instructive talk.” 

Herbert W. Slaudt, of Koke, Slaudt & 
“. careworn by the weight of labor and 
esponsibility, as well as of affliction result- 
mg from the death of Mr. Koke, has left for 
4 week or more of rest in the nearby moun- 
fms. Accompanied by his wife and _ chil- 
dren, he went to Glenn Ranch resort, about 
miles east from th’s city. Hubert A. 
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Wood, of the same company, is starting 
north, intending to go as far as Seattle. 

Krank Fraiberg, of Fraiberg & Co., Sierra 
Madre, has started for a trip through the 
eastern part of the United States, and after 
that will sail for Europe, intending to be 
gone until late in the Fall. The store, dur- 
ing his absence, will be in charge of his 
brother, Henry Fraiberg, and Henry Gregor, 
manager. While abroad Mr. Fraiberg will 
visit Germany, France and Italy. Henry 
Fraiberg came here from Cleveland, O., 
where he still has a jewelry store. 

Louis Levin and Joseph W. Culbertson 
have just accepted a proposition from the 
Pratt Music Co., a large concern with eight 
stores in this city, by which the large model 
escapement and dial recently constructed by 
them is to be exhibited in all the stores con- 
secutively as an advertising feature. The 
new originally designed chronometer made 
hy the same workmen will be displayed in 
similar manner in a window of the Security 
Savings Bank at the request of the bank 
management. 

At the May meeting of the Jewelry Crafts 
Association, held May 12, it was decided to 
hold the annual picnic on May 24 at Hughes 
Lake, a popular resort about 70 miles north- 
erly from Los Angeles. Arrangements were 
made for the members and their friends to 
have a portion of the grounds set apart for 
their exclusive use. At the same meeting 
Feinberg-Woorgaft & Son, diamond im- 
porters, 301 Jewelers’ building, were received 
into membership. The meeting also arranged 
to visit the Clark Observatory in a body to 
listen to an address by Dr. Mars Baumgardt, 
the astronomer in charge, and to view the 
heavens through the telescope. 

Following are the names of some of the 
out-of-town jewelers who have been in Los 
Angeles recently: George Bower, Upland: 
C. W. Middleton and Earl M. Wilkinson, 
Pomona; T. S. Lailey, El Monte; Henry 
Fraiberg, Sierra Madre; M. A. Stalmer, 
Fullerton; Frank Hoffman, Santa Ana; 
Samuel Schiller, Long Beach; L. E. Hen- 
drickson and John Parker, Huntington 
3each; Mr. Smith, of the Smith Jewelry 
Co., Laguna Beach; Mrs. C. J. McCormick, 
Redondo; Charles E. Perham, San Pedro; 
A. De Paemaelaere, Gardena; L. R. Gillett, 
Watts; E. Smith, Compton; E. B. Lang, 
Venice; Guy Hollowell, Lamanda Park; L. 
J. Tindall, Owensmouth, and G. W. Burzell, 
Sawtelle. 

George E. Fahys, Jr., sales director for 
the Alvin Silver Co., is making an extensive 
trip through the southwest and Pacific Coast 
territory, visiting both retail and wholesale 
customers. He will travel through southern 
California with August Swanson, Pacific 
Coast manager of the Alvin company, and 
will meet Listen Edwards, who represents 
the company in California, Oregon and 
Washington, at the Pacific Coast office in 
San Francisco. Mr. Fahys reports a notice- 
able improvement in the attitude of retail 
jewelers toward business during the past few 
weeks. Many, he claims, have felt a notable 
improvement since the last of April. an 
says, “If all would get together and talk 
better and bigger business it would improve 
all along the line.” 








L. Kamstra, Ft. Stockton, Tex., has 


moved to Crowell. 
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Square Deal Jewelers Co., Indiana Har- 
bor, has been incorporated, with a. capital 
stock of $5,000, to deal in the jewelry busi- 
ness. The directors are: Raymond Ruff, 
Mrs. A. Siegel, Samuel Ruff and Nathan 
Ruff. 

A watch repairer of Anderson, Ind., is 
charged with embezzlement in police court 
there. A woman, a resident living near 
the city, alleges she gave the man two 
watches, valued at $40, to make repairs and 
paid him $6 for doing the work. It is 
charged that the man pawned:.the watches 
and kept the money. 

A window smasher broke the front win- 
dow of the Travis jewelry store, 205 W. 
Washington St., recently, but was frightened 
away before anything of value was taken. 
William Montgomery, of the American Dis- 
trict Telegraph Co., told police he was at- 
tracted to the store by a burglar alarm and 
arrived just in time to see a negro running 
from the place. 

A policeman recently found Earl Alexan- 
der, negro, 13 years old, on the roof of the 
Sussman jewelry store, 239 W. Washington 
St. The police took the boy to the detention 
home pending an investigation. The boy 
said he was with his brother, but the police 
were unable to find him. They had climbed 
to the roof of the jewelry store over a low 
roof in the rear. The boy said a window in 
the skylight had been broken, but he denied 
he broke it. 

The Indianapolis detective department is 
investigating the records of two men, both of - 
New York city, arrested following an at- 
tempt to sell a pawn ticket for $10. When 
arrested, the two had a large number of 
poor grade diamonds: in their possession. 
The men told detectives they bought the dia- 
monds for a small amount of money and 
after mounting them in cheap mountings 
pawned them at a profit. The pawn tickets 
then were disposed of for still more profit. 
They are being held, however, on vagrancy 
charges. 

At a meeting of the Retail Bureau of the 
Chamber of Commerce, Wabash, Ind., it 
was definitely decided to close all stores in 
Wabash on Memorial Day, May 30, with the 
exception of the food emporiums, which will 
remain open during the morning until 9 or 
10 o’clock. This action taken by the Bureau 
was done in co-operation with the local 
American Legion Post and the G. A. R., 
who are planning extensive memorial cere- 
monies. The retailers in sacrificing their 
big day, Saturday, exhibited a spirit of co- 
oneration which is appreciated by every 
citizen in the city. On Friday evening, 
May 29, all stores in the city will remain 
open until the usual Saturday night closing 
hours. This will give people a chance to 
make purchases to carry them over the vaca- 
tion period. As an aid to the buvers a late 
delivery at 8:15 Friday evening will be 
made. The same plan of closing on Satur- 
day has been adopted bv Marion, Hunting- 
ton. Peru, Ft. Wayne and other surrounding 
cities. 








J. C. Lehman is the successor to Burtus 
J. Sutton, at Brush, Colo. 
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The Pairpoint Corporation 


Manufacturers 
of 
Silver Plated Ware, 


Metal Electrolers, : 
Decorated Glass Shades, 


Cut and Engraved 


Crystal Glass, 
Fancy Colored 


Blown Glass 


No. C07100. LUNCHEON TRAY 


Cut Glass 12 inch 


No. 1032 Vase Butler Etched 
12 inch, 14 inch Electro Plated on Nickel Silver 


“BRILLIANT DESIGN” 




















No. 0327. TEA SET. Plain Burnished or Butler Finish 
No. CO1116. 24 inch Waiter 
Inside dimensions for centre of Waiter 18 x 13 inches 
Electro Plated on Nickel Silver 


Langhorne Design 


The Pairpoint Corporation 
Factories: New Bedford, Mass. 


BRANCHES: 


NEW YORK MONTREAL SAN FRANCISCO - 
43-47 W. 23d St. Coristine Bldg., St. Nicholas St. Hammond Bldg., on 
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A Year’s Experience in a Gift Shop 









Address of A. C. Hayes, Austin, Minn., Before the Minnesota Retail Jewelers’ Association 
at Minneapolis, April 28 and 29 











gift shop is not a new one, but 
rather an old idea modernized. The 
grouping of articles moderately priced and 
especially suitable for gifts and prizes make 
apowerful sales appeal to the modern shop- 
xt. I was not easily converted to the gift 
shop idea as a department in the jewelry 
sore, That line of merchandise in our busi- 
ness seemed to me rather out of place. 
However, we have all noted the increased 
cst of doing business with a stock turn of 
barely once a year. We have had to meet 
aid will have to continue to meet competi- 
tion with the hardware dealer, the druggist 
aid the department stores. I believe the 
sift shop offers one of the best opportunities 
to the jeweler to meet this competition. 
The jewelry store is the original gift shop 
and gift shop merchandise belongs in our 
stocks, 
Perhaps it would be well for me to give 
you some idea of the location, size and ar- 
fangement of the gift shop in my store. It 
sa basement room 18 x 35 feet with a 7% 
loot ceiling. Large front windows admit 
flenty of light and air. Ceiling lights give 
a flood of soft light to every corner. A 
wide inviting stairway situated near the 
front door gives easy accessibility to the 
fom which is advertised as the “Daylight 
Basement Gift Shop.” Inexpensive shelving 
ad counters make up mos*+ of the fixtures. 
On one side a row of wall cases fitted with 
white cloth for shelving and background, 
“splay stemware and colored glassware 
vith wonderful effect. A table with a white 
linen cover shows a line of dinnerware, and 
: holiday time a counter is given over to 
éreeting cards which sell very readily. A 
w lamps, a line of pottery, smokers’ 
— leather goods and the like are dis- 
laye 
Moderately priced goods seem to have 
More frequent turnover. Look for new 
ov Mm your buying and unless you wish 
ve a very exclusive shop, put in a large 
Mtcentage of popular priced articles. 





Rather frequent buying is advisable so as 
to show the new goods as they come out. 
Feature in your displays the various season- 
able novelties. Buy in small quantities. It 
is better to run a few short on an article 
than to risk accumulating left overs by over- 
buying. Shop worn goods give a stale ap- 








Particular attention is called 
to the pen and imk drawings 
on page 127 and the descrip- 
tive matter on this page. These 
sketches are made from a selec- 
tion of the latest gift offerings 
in the rooms of metropolitan im- 
porters and dealers. Jewelers 
who are desirous of obtaining 
the names and addresses of the 
concerns where these gift articles 
may be purchased can do so by 
writing to THE JEWELERS’ Cir- 
CULAR and giving the key letters 
and numbers appecring under 
the articles illustrated. 























pearance to all the stock. Study the pros- 
pective gift shop trade in your community 
and buy accordingly. Turnover you must 
have and your gift shop investment will 
show a substantial profit if goods are care- 
fully bought, priced, and kept attractively 
displayed in both the store and window dis- 
plays. Close out the goods kept over a 
season, even if at an apparent loss. Noth- 
ing will kill the interest of your gift shop 
customer quicker than to see stale merchan- 
dise. The customer remembers the goods 
in our stores better than we think! This 
fact seems to be even more true with gift 
shop goods than in the jewelry department. 

Anything we can-do to get folk out of 
the notion that the jeweler is the highest 
priced merchant on the street is worth 
while. The gift shop is a wonderful oppor- 


tunity to encourage the buying public to 
come in our stores. Then, with proper store 
arrangement and display of watches, silver- 
ware and other staple lines of our stock, 
they will discover that, after all, we have 
merchandise they can afford to buy. 

Our profit is made on the quick-turn items 
and the wise retailer is keeping a close check 
by means of sales classification to determine 
what these items are. We agree as jewel- 
ers, of course, that we should feature 
watches, diamonds and silverware which is 
admittedly the backbone of our business. 
Whether or not these items are paying us 
the net profit they should is an open question 
with many of us. Goods of a gift shop 
character very frequently attract customers 
who in turn visit your watch, diamond and 
silverware departments and become regular 
patrons. I have often seen this happen 
since the gift shop department was estab- 
lished in my store, 

What a wonderful opportunity we have 
as jewelers to create the desire to own and 
possess, with the many beautiful lines of 
merchandise we carry. I wonder if we are 
making the most of that opportunity by 
keeping our show cases neat and attractive 
with a carefully arranged stock of merchan- 
dise; or is stock thrown in the cases and 
left to gather dust. Do our window dis- 
plays stop the passerby, or do they pass on 
by? Are the windows well lighted every 
evening? Are they trimmed with seasonable 
merchandise which is tagged so you can 
silently but effectively put over your selling 
message to perhaps tomorrow’s customer? 

Try a window display featuring moderate 
priced gifts for all occasions—and that by 
the way is the whole gift shop idea. Put 
price tags on the articles, at least on some 
of them, with a three or four word descrip- 
tion and watch the results. Human nature 
is much the same the world over. Folks 
will stop, look and BUY, and that is what 
we want them to do, isn’t it, brother 
jeweler? We want them to BUY. Let’s 
increase our turnover, make our business 
show a safer margin of profit by offering 
to our customers properly selected gift shop 
merchandise. 








Send your questions on gift department 
merchandise to the Gift Section Question 
Box. Our expert will help you. 
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Bakelite is anexclusive 
trade mark and can be 
used only on products 
made from materials 
manufactured by the 
Bakelite Corporation. 
It is the only material 
which may bear this 
famous mark of excel- 
lence. 


For the Summer Trade 


The unique and delicate beauty of Tinted 
Bakelite Pearls makes them greatly in demand 
for wearing with dainty summer frocks. 


Your customers will like the very light weight 
of Bakelite Pearls, and the variety of tints 
available will make it easy for you to please 
them. Ask to see the complete line. 


Write for Booklet 21. 


BAKELITE CORPORATION 
247 Park Avenue, New York, N. Y. 
Chicago Office: 636 West 22nd Street 


Bakelite Pearls in necklaces, ropes, chokers and 
bracelets are a creation of the Embed Art Corporation, 
15 West 37th Street, New York City 
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BAKELITE 
is the registered trade 
mark for the phenol 
resin product manu- 
factured under pat- 
ents owned by the 


Bakelite Corporation. ~ 


THE MATERIAL OF A THOUSAND USES 
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Gift Suggestions Seen in 
Metropolitan Salesrooms || FE 



































M. 27. 180.—Atomizer of handsomely en- 


graved glass, in beautiful colorings. 
real work of art. 





M. 27. 181.—Another style of 
This one comes im assorted des 
colorings. 


5 
of 
ES 
— 


i] 











M. 27. 185—A_ beautiful water lily. 
They are made of sea shells that cast all the 








lt is a colors of the rainbow. <A doll is shown 
among the petals. 

M. 27. 183.—This portfolio offers all the 

advantages of the highest class stationery, 

without the expensive box. Contains 10 

double sheets and 10 envelopes of hand-made 

deckle edge paper. 

atomiser. 


M. 27. 186.—This beautiful lamp is made 
of sea shells with a bisque figure. . The 
artistic effect that the sea shells gives when 
the lamp is lighted is beyond description. 


igns and 
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M. 27. 184.—Wrought iron flower basket. 
These baskets are made in all sizes and 
shapes. They are suitable for sun parlor or 
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veranda, 
Pes 27. 182.—A_ handsomely embossed M. 27. 187—A china cologne bottle 
— bottle with filigree of Pewter, which is which meets with popular approval and ts 
now greatly in demand. These bottles come wonderful in its colorings. The cork of the 


m all sizes, shapes and designs. 


bottle is at the waist line. 
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Glass Plates 


This is just one of our great line of glass plates. 
Some of them are pressed and some are blown. 


The decorations range from encrusted gold bor- 
ders in all widths, through raised gold decorations, 
silver deposit encrustations, color bands, to enamel 
and floral decorations. 


New patterns in rock crystal and light cuttings 
are now on display. 


Our plates are priced from $9 to $60 the dozen. 
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Edmondson Warrin, Inc. 
43 West 13th Street 
New York City 
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HAWKES 


Unusual Gifts 
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Hawkes Crystal specialties in your window are 
business getters not only because they are attractive, 
but because they are different from the articles offered 
in other stores. 


Prepaie yourself for wedding gift business by show- 
ing a variety of the newest Hawkes creations. 
We'll gladly send you a small assortment that you 
can replenish quickly from our prompt service order 
department, when you see how well they sell. 





A New Flower Bowl 


No. 3893. This Roman Rose Globe offers 
an ingenious idea for arranging flowers 


gracefully. There is a removable crystal 
container which holds the flowers and 
water. This inner container is an advan- 
tage also because it permits the flawless 
crystal of the outer bowl and its engraved 
design to show distinctly, without having 
their brilliancy dimmed by contact of the 
water on the glass. Diameter, 6 inches; 
height, 514 inches. 





T. G. HAWKES & CO., Corning, N. Y. 


New York City Office—542 Fifth Avenue 
Pacific Coast Office—140 Geary Street, San Francisco 
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Group 609 illustrates many attractive items 
well suited to the gift section. The tlower 
holder is a recent adaptation from a very 
well known and popular center piece. The 


its iridescent blue wings with wide black 
edge. The flowers are immortelles. The 
handles are part of the moulding itself. Many 
other butterfly creations are made. The arm- 

















Groue No, 609—UNIQUE 
figure and base are of metal and the bowl 
is satin blue, embellished with an etched 
gold border. The figure is charmingly 
graceful and comes in various French and 
Japanese bronze finishes. The attractive little 


AND DAINTY 


OFFERINGS FOR THE GIFT DEPARTMENT 


chair ash tray of heavy silk or metal brocade 
with gold tassels and match pocket, has a 
brass cup for the ash receptacle. It is a most 
convenient article for the smoker. Cloisonne 
boxes with jade tops are most beautiful in 
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novelties are shown. They are always 
greatly appreciated as gifts or prizes, and 
should most surely be included among the 
gifts. In the center is shown a porcelain 
bottle in the form of a nose-gay with bud for 
stopper—a delightfully novel receptacle. The 
hand-bag shaped bottles at either end are of 
new design as is also the Wedgewood ware 
bottle with its finely carved group on either 
side. Many of these odd and interesting con- 
tainers were carried by the ladies of the 
Great Louis’ period when perfumes were used 
more profusely both by men and women than 
they are in this more discriminating age. 


* * * 


Among the metal goods, brass holds an im- 
portant place. Its color alone would make 
for popularity, but in addition much of this 
ware is beautifully hand-hammered into the 
most attractively shaped bowls and compotes, 
or engraved in symetrical designs of pleasing 
character. In Group No. 611 a few such 
pieces are shown. The bowls are hammered 
and have basket handles or handles at the 
side or entirely without in compote style. 
They are suitable for fruit or nuts. The trays 
are round with etched patterns standing out 
boldly against the bright background. Mer- 
chandise of this character makes splendid gift 
offerings. 

x * * 

Porcelain figures of a diversified assort- 
ment are illustrated in Group No. 612. These 
importations are modeled and painted from 
life by eminent Danish artists. Both the 
modeling and coloring are most realistic, 
making them an artistic adjunct to the high 
class gift shop. Life studies of this nature 
are most ornamental and always in good 
taste. 





The Cady & Olmstead Jewelry Co., Kan- 
sas City, Mo., has been quite successful in 
the operation of its exclusive gift shop which 
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Group No. 610 
Japanese gong for cailing the family to din- 
ner has a nicely carved base on which rests 
4 scarlet cushion to hold the bowl-shaped 
gong of metal. The taper is painted to match 
the base. The bell tone is very sweet though 
it carries far. The serving tray, with its 
natural beauty, would be the pride of any 
woman. The background is of milkweed 
floss and the real butterfly is glorious with 


ARTISTIC PERFUME CONTAINERS HELP 


workmanship and design. Three of various 


sizes are shown. 
* * * 

Few indeed are the women who find no 
fascination in perfumes and to enhance their 
charm and loveliness, the manufacturers have 
conceived the most artistic receptacles or 
containers to hold these precious fluids. 
Group No. 610 a wide assortment of these 
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TO ATTRACT THE FEMININE TRADE 


was installed several months ago. Near the 
main entrance is an attractive small sign, 
illuminated and designed to represent old- 
fashioned cross-stitch embroidery, calling at- 
tention of the customers to the gift shop 
downstairs and inviting inspection of the 


shop. Many of the artistic articles are to 
be found in Kansas City only in this 
shop. 















































la sper . Wedgwood Jasper is so well and favorably known by the public that only a reminder is neces- 
alias ‘ sary to stimulate sales. This will be found in our current advertising in national magazines. 


Sosiah Wedgwood & Gons, Guc. 


OF AMERICA 
255 FifTH AVENUE - New YorK 
WHOLESALE ONLY 


Potteries Etruria, Stoke-on-Trent, England 
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5” Relish Dish No. 4172 in Hammered Silver 


CHANGE IN DESIGN 


-_ ones cut shows the 1925 aan now used on Yormandy Lace Trays 
all our Hammered Silver Specialties such as casse- . : . : w 
roles, pie plates, relish dishes, beverage mixers, Nor- perth igs Rr of botie ea a aun omghg 
ee 
mandy Lace trays, smokers’ articles, bread trays, etc. sizes filled with Normandy Lace—one of the best 
New Catalog and Price List now ready sellers ever made. 


M. W. CARR & COMPANY, Ine. 


Manufacturers since 1869 
West Somerville, Mass. 


N. Y. SALESROOM CHICAGO LOS ANGELES 
200 Fifth Ave. Heyworth Bldg., Wabash Ave. 607 Sun Bldg. 
C. T. Ahlborn, Rep. Sunderland & Miller, Inc. 


——— 
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Linking Window Displays with 
Interiors 





HE writer saw a store which aroused 
T curiosity enough to look at the win- 
dows twice and walk through the store. The 
impression was one which will appeal to 
many jewelers and most likely set them to 


thinking. , ; 
It was a corner store, with windows on 
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thing but a little balcony of merchandise, 
which did not appear to be gift department 
stock, or a stairway to a basement gift de- 
partment. By this time the writer had al- 
most reached the side door. 

One clerk out of seven on duty there came 
forward at that moment and asked what the 
writer wanted? The fact that the writer 
had been offered no service after the recep- 
tion at the door did not help anyone’s tem- 
perament. The writer replied, “Nothing,” 

















Group No. 611—HAND-HAMMERED BRASS BOWLS AND COMPOTES IN MANY DESIGNS 
(See text on page 129) 


the main and side streets, a store with a 
large ground floor and small balcony on one 
ide. In front of the doorway was a glass 
showcase. 

The show windows were partitioned and 
the merchandise in them ran from jewelry, 
on price cards with figures larger than the 
jewelry itself, to very attractive silver, and 
glass displays on the side street windows. 
The gift department merchandise in several 
of the partitioned-off parts of the windows 
showed a good stock, well selected and 
artistic, but poorly displayed. 

The writer mentally branded the store a 
terribly cheap store, dealing more in price 
tags and stock purchased in the couple of 
lozen lots than much exclusiveness. The 
window display of gift department merchan- 
lise looked very much better than anything 
dse displayed in the windows and seemed to 
how a different temperament and element 
nthe buying and displaying of the goods. 
Un the whole, the store did not create a 
wry good impression, but the two different 
“asses of display aroused the interest and 
the writer decided to visit the interior. So 
‘ack to the front door the writer went. 
Why not enter by the side door? Well, 
when you wish to get an impression of any 
pace, go in by the front door. 

Two clerks, men, were in the front door- 
"ay, fooling, boisteriously joking with an- 
ther man, As the writer tried to sandwich 
between them and the window, one of 
te clerks, none too playfully, made a swing 
a the man to whom they were talking and 
‘most hit the writer. They apologized and 
noved out of the way to admit the writer 
Mo the store, but the clerks remained out- 
ide, continuing their fooling with the man. 
pes Writer walked about the whole store, 
md find no gift department merchandise 
“hin the ‘store, or any stairway to any- 


and walked out of the store. Looking 
around the corner the writer found that the 
two clerks were still fooling with their man. 
Now, the point that the writer wants to 
bring out is this: 
The price tags in the window created an 
impression of cheapness. The attractive dis- 
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displayed with skill and artisticness which 
denied the window displays as a part of the 
same establishment. 

That jeweler had a high-class store—in- 
side—and he had a high-class window display 
of gift department merchandise—but the 
writer couldn’t find the gift department in- 
side—and he had the most deceptive and un- 
appealing windows one could imagine. 

That jeweler had an opportunity to make 
good money out of his gift department be- 
cause his windows showed good buying taste 
and display taste—but you couldn’t find his 
department in the store and his clerks made 
no effort to assist you until they had fin- 
ished their personal conferences and affairs 
and until your patience was tried to the 
point where you didn’t care whether you 
found the gift department or: not. 

In conclusion, the writer can only warn 
jewelers to keep the windows and interiors 
of their stores of the same quality and type 
of business method. Customers first judge 
you by your windows, and then by the inte- 
rior of your stores, and you must keep your 
standard the same throughout. 





Featuring Summer Time Offer- 
ings in the Gift Department 





UMMER time is the time of the outdoor 

party. And how different an outdoor 
garden party is from a Winter-time indoor 
party. 

Of course the gift department of the 
jewelry store carries many articles which 
are particularly appropriate for use at an 
outdoor party. It carries score cards which 
are in harmony with the outdoor life. of 
Summer, it carries favors which are par- 
ticularly appropriate for such a party and it 
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Group No. 612—REALISTIC PORCELAIN FIGURES WHICH ADD NOVELTY TO THE GIFT SHOP 
(See text on page 129) : 


plays of gift department merchandise (in 
which the writer was interested) showed 
better taste and higher class business meth- 
ods—windows fighting among themselves. 
The clerks. were the element not bringing or 
catering to high-class trade. The store had 
one of the best locations which could have 
been asked for in the city. The interior was 
laid out, and the jewelry stock, the silver 
stock and the china and glass stock were 


carries table decorations which look their 
best out under the trees and in the midst of 
flowers. 

In view of all. this, then, it would be 
mighty good busifess for the gift department 
to this Summer. feature these articles in ways 
which would attract attention to their de- 
sirability for outdoor use in entertaining. 

It would be a pleasing thing if the gift 

(Continued on page 133) 
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Antique Reproductions of Du Barry and Marie Antoinette Vanity and Powder Boxes, Incense and Per- 
fume Burners, Ladies’ Cigarette Jars and Smoking Sets, Jewelry and Bon Bon Boxes, Bronze Gold Filigree 


Vanity Cases also 


The well known high grade line of RITZ MUSICAL NOVELTIES of every kind which 
contains many numbers especially suitable for the jewelry trade. 


Gold Bronze Filigree 
Box with removable 
porcelain container. 


RITZ IMPORT & EXPORT CORP. 


FRENCH GILT BRONZE ART GIFTS 


Known as “Articles du Marais’’ 


Latest Creations from our Paris Factory 


Kmpire Ladies’ Smcking Set of Gold Bronze 
l.imoges porcelain 


Filigree 
containe 


Our line consists of 


with removable 
*r and cups. 


Gold 


Fireproof Alabaster bowl. 


We Are Originators and Manufacturers 


235 West 40th Street 


New York City 


Incense and Perfume Burner of 


Le 

















Bronze — Filigree, with 



























Famous SCHIERHOLZ 


DRESDEN 


We are showing a most complete line of this 
renowned Dresden China in Comports, Cande- 
labra, Candlesticks, Electric Lamps, Figures, 
Each piece is a distinctive work of art— 
The raised flowers come in the 


ClC. 
hand wrought. 
natural colors. 


Be Sure to Visit Our Showroom 


Chinaware—Glass—Art Goods 


Marble—Bronze—Venetian Glass 


Fred C. Reimer Co., Inc. 


49-51 West 23rd St., 


CHINA 


New York City 






























GALLEON 


No. D25, 534 x 5% inches 


$4.00 a pair 





Gifts That Stand The Test 


Authentic Reproductions 


in Solid Bronze 


Send for Catalogue 


THE GIFT HOUSE, Inc. 


14 West 23rd Street, New York 


Book-Ends and Brasswares 
At Prices for Every Purse 


E.37. 


+ 
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CANDLE STICK 
Heighth 10% inches 
$3.30 a pair 
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Lamps in the Jewelry Store 


AMPS oi all varieties running from the 
Wy hadoir lamp to the bridge and floor 
gmp are entering the gift department of 
the jewelry store with the intention of stay- 
ing and bringing big business. Table lamps 
are even being made to order for customers 
in jewelry stores and the jeweler finds it is 
, very good business proposition. 

A steady customer comes into the store. 
She admires a particular vase. “It would 
ye so pretty in a lamp.” “We will have it 
made into a lamp for you,” is the response. 
The salesman in charge of the lamps has 
made arrangements whereby he can have 
an electrical house wire the vase or he can 
put in one of the electrical attachments which 
does not have the wire come through a bored 
hole in the bottom on the vase. Then the 
question of shade shape is taken up with the 
customer. About the store are numerous 
lamps, each with a different style and shape 
shade. The salesman has on his list the 
name of a house where he can get one of 
the shades in about almost any color com- 
bination the customer desires or will make 
oe up. A private individual who does this 
work on order is also a very good plan as 
customers often will pay highly for individ- 
ual and specially made shades. 

There are many stores which are not in 
4 position to give such service to customers, 
but those that can will find that it is a 
very satisfactory method of getting and 
keeping customers. 

Boudoir lamps, displayed on a _ table, 
tacked by a mirror on the wall, and ac- 
companied with a few articles from the 
toilet goods counter will sell lamps and toilet 
goods, 

Floor lamps can be placed about the entire 
jewelry store, used for lighting at the same 
time. Nothing is more homely than an unlit 
lamp on display. Arrange all your lamps 
that they can be quickly connected with 
a floor plug so that a customer may see 
them lighted before purchasing. 

Many jewelry stores have a card table, 
fully set in one corner of the store, and near 
that can be set one or two bridge lamps. 
Any chairs about the store can have floor 
t bridge lamps next to them or a small 
ble with a lamp upon it. 

In displaying lamps in a jewelry store, do 
tot confine them to the end of the gift de- 
jattment, but scatter them through it—even 
into the jewelry store itself if the layout 
permits, 

One jewelry store stocking lamps buys 
ases in assorted lots and in the workroom 
juts in electrical equipment and places either 
varchment or silk shades on them and sets 
“em up in the store in lots of not more than 
‘ree or four—each a different color vase 
= no shade alike—and does not allow a 
“ipicate to appear until the original has 
een sold. These lamps are not sold as ex- 
lusive models. If the shades on the dis- 
dlayed lamps are not to the liking of the 
‘ustomer, some others are brought from the 
workroom to see if a more pleasing—to the 
‘ustomer—shade can’t be supplied. 

In stocking lamps, the jeweler must re- 
member that there is a wide range, and that 

¢ more complete his stock is, the better 
mying “the lamp part of the gift depart- 
ment” will be. 
Itis well to have in mind all the vases of 
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china which can be turned into attractive 
lamps, and a customer looking for a lamp 
can also be shown one of these vases if not 
pleased with the assortment of lamps on 
display. 

When displaying desk sets in the window, 
be sure to place in each of the two back 
corners of the window appropriate little 
lamps which could be used on desks with 
those sets. In linking up the lamps (of two 
styles) with a desk, you give the customer 
a desire for something more than the desk 
set—you associate the lamp with it, and it 
seems almost a part of the complete desk 
equipment. 

It is through the attractive store display 
of lamps, as well as the window display of 
lamps, that they can be disposed of. Lamps 
are a gift which can be given at any time 
and to any person. A bachelor likes a good 
reading lamp. The young girl living in a 
furnished room appreciates a good reading 
lamp or a boudoir lamp. No housekeeper 
has too many lamps in her home. When the 
customer comes into the store racking her 
brain for a gift for a friend who seems to 
have everything, the salesperson can always 
suggest a lamp. 

For this reason the jeweler stocking lamps 
is stocking a piece of merchandise which can 
always be used, which can be given to al- 
most everyone in any circumstance of life 
and which is also in great demand. 

Lamps certainly are highly satisfactory 
gift department merchandise. 





Artistic Lighting Effects in 
Jewelry Store Windows 


Qe ves jewelers who do not wish to 
lose out on a single trick are showing 
their small lamps in window displays. Be- 
low are some of the ingenious methods of 
using these articles, both with jewelry and 
gift department merchandise. 

A store with a small or medium sized 
window which can be devoted to a single 
display : 

Dainty white embroidered cloth on bottom, 
over which is laid out the ivory or amber 
toilet set. A perfume bottle or atomizer. A 
boudoir lamp in each corner which matches 
the set, or goes well with the set because of 
the same color or contrasting color of lamp 
shade. 

Instead of the amber or ivory toilet set 
can be used the comb, brush, mirror and nail 
file and scissors and the glassware powder 
box, the atomizer, the individual flower vase, 
a picture frame, a boudoir clock and appro- 
priate boudoir lamp or lamps. 

The idea of dressing the window as 
milady’s dressing table and setting in the 
boudoir lamp permits a very wide scope and 
allows the jeweler to draw merchandise from 
almost every corner of his gift department 
and even his jewelry ‘stock. 

From the leather section of the gift de- 
partment take the chest which can be used as 
a jewel box. Select a leather picture frame, 
which either matches or can be used as a 
companion piece. From the open jewel box 
have several pearl and amber chains hanging 
over the edge. Earrings and a ring or two 
can be carelessly placed beside the box. A 
boudoir lamp can be used in this window 
display, also. This links up the gift depart- 
ment with the jewelry in display: 
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Desk sets can be used in a like manner, 
together with appropriate lamps. 

A table lamp shedding light over a ieather 
work basket or over a leather writing tablet, 
or over a diary and “My Trip Abroad,” and 
an address book are also attractive ways of 
displaying lamps with other mechandise. 
Depending upon the stock of the jewelry 
store are the number of windows which can 
be dressed with lamps of different styles in 
them. 

At night these lights can be left lighted 
and they cause quite a little comment, being 
something new and attractive. During the 
daytime they can be lighted or not, just as 
the jeweler prefers. Lamps should be dis- 
played lighted in as many instances as pos- 
sible. When using lighted lamps in the 
window at night, see that no other lights or 
lighting effects are used in the window. 

A small table lamp, with all the para- 
phernalia of the smoker, can also be made 
into a very attractive window display. This 
display would include, beside the lamp, a 
pipe, cigar holder and cigarette holder of 
amber or of another material, the tobacco 
jar, the cigarette case and cigarette box, the 
ash tray, and either a match box or match 
case, if there is not one attached to the ash 
tray, a cigar box and a picture frame, if it 
can be fitted into that particular window. 
Sometimes the frame does not seem just.ap- 
propriate for such a display as this, But 
then again there may be one in stock whieh 
will, and this will give a human touch to the 
display. 

A dainty boudoir lamp can shed its’ light 
over the display of all baby articles sold in 
the jewelry store and gift department, such 
as the tiny comb and brush and rattle, the 
baby pins and locket and chain, ring and 
bracelet, the glass powder dish, a mirror, a 
silver spoon, and either a silver mug and 
dish or the novel pottery ones which are so 
appealing today. This display during Baby 
Week is very appealing. ‘ 

In making a display of just jewelry, or of 
jewelry and silverware, lamps can be taken 
from the lamp section of the gift department 
and placed in the back corners of the win- 
dow to light up the display. Displays of this 
sort are very attractive and much more ap- 
pealing than they sound in cold type—V. 
R. B. 


Featuring Summer Time Offer- 
ings in the Gift Department 





(Continued from page 131) 








department could take snapshots of some out- 
door parties at which articles secured from 
the department were extensively used. 
These photos could be displayed in connec- 
tion with the showing of the gifts on grass 
covered table and if typed captions were 
attached to the pictures telling all about 
them, the pictures would be just that much 
more interesting to the store visitors. Of 
course, too, with each caption there should 
be a list of the articles shown in the picture 
which were purchased from the gift depart- 
ment. 

Showing the articles as they were actually 
used in this way would be something of a 
novelty and would be a distinct help to the 
store in increasing sales —F. H. W. 
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PARASOLS GONGS 























GONGS, Long Sound 
No.A/1 | Imit. Bronze { 5” high $3.00 set 


No. A/2 - with Red 514” high $3.35 set 
No.A/3 } Lacq. Stand | 6” high $3.75 set 
All Kinds of Small Attractive Giftwares 
Circular Importers of 

d Pri 
ise T.D.GQM) se 
on Request Ms 








PARASOLS come in Red, Orange, Black, Blue, 


Purple and White with 6 Designs 
No. P21/40 Diam. 40 $12.00 per doz. 
No. P18/36 ‘i 36 os0 " * 
No. P16/28 28 sae 
Following are for smaller sizes: 
Colors: Red, Blue, Rose, Orange, Purple, Yellow; 
all Floral designs. 
No. 14/26 Diam. 26 $5.25 per doz. 
No. 12/24 i 24 > | aad 
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3 East 17th Street, New York 
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TOOLED AND 
ILLUMINATED LEATHER 























Don’t Compare Our Merchandise 
With that of the Imported 


It’s Better 
In Quality and Workmanship 





























Exclusive Musical Novelties 


LADOR, INC. 


58 W. 45th St., New York City 


Exclusive Agents in the U. S. for 
ADRIEN LADOR MUSIC BOX FACTORIES 


St. Croix, Switzerland 




















Cigarette and Cigar Boxes 
Powder Boxes—Jewelry Cases 
Bridge Sets—Crystal Decanters 
Tea Pots—Water Pitchers—Jugs 
Wonderful selection of gifts made of 


Dutch Pottery (Gouda) 





Samples and catalogue upon request 




















PATENTED SNAKES 


The Cleopatra Cigarette Holder 
Creates Sales and Good Profits 


AN EVERY DAY SELLER. At $1.00-$2.00 and $2.50 
each retail. Artistic—practical and convenient. Worn 
on the index finger like a ring. Prevents burns when 
laid down. 


THE 
WILL NOT BU JR 
HOLES 





Plain and Hand Decorated in Great Variety with Sparkling Eyes 


24 asst. on plush display plaque for wore 
36 asst. in glass front display cabinet for $40.50 
Goods Well Displayed are 74 Sold 


fin- 
Stays pi ‘you. adie 
or read or play. 
Clever 
Convenient 
Comfortable 
Self-Sellers 





PATENTED OCT 14 1924 


CIGARET TE HOLDE 








Cardinell Sales Co Montclair NJ ai 
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A Word About Ordering, Stocking and Displaying 
Merchandise in the Gift Department of a 
Jewelry Store 











_ 
re question of ordering merchandise for 

the gift department of the jewelry store 
not the simple matter which it seems to 
be Though the jeweler can put into prac- 
tice the experience which he has had in the 
jyying of novelty jewelry the question ot 
sift department merchandise stocking is by 
ar more “temperamental,” 

4 department store can stock a hundred 
vases of assorted colors of the same shape 
and sell them out. Department stores do 
jot specialize in the reputation of exclusive 
govelties or a small stock of merchandise. 
The jewelry store caters to a different class 
of customers. Mrs. So-and-So does not 
wish to have the jewelry store from which 
dhe buys a vase for $10 to $20 sell that same 
vase to a hundred other people in her city 
or town. If a dozen of them are sold, in 
assorted colors, it is an entirely different 
matter. 

How does Mrs. So-and-So know? Women 
talk—particularly in towns and small cities 
and there are always a couple of Mrs, Gos- 
ips who know more than they should of 
everybody’s business, including the mer- 
chants and their merchandise. Also, once 
the jeweler has established the reputation 
for a limited stock of merchandise he will 
ind he retains customers longer and draws 
them more often with more confidence each 
day. 

In ordering gift department merchandise 
don’t order too many of any article. Three 
10 six pieces are enough of any article. You 
can only display one in your store, possibly 
wo if there is a difference of color, and 
you must not have an overcrowded stock 
room for then some articles will get out of 
ight and you will have left-overs at the 
end of the season. 

So, order a minimum quantity and display 
but one or two articles. Remember that 
women think in queer circles. They know 
that manufacturers make up quantities of 
me style of vase, in many colors and color 
combinations, but they do not want to feel 
that their jeweler is going to sell 50 to 100 
I that manufacturer’s stock in their own 
‘own, They want to feel that only a limited 
mumber of women will buy the same article 
amd that they will not be confronted with 
that vase in every house they may chance 
‘0 visit. 

A woman no more wants to appear iia 
Coat which will be worn by many others in 
‘t city than does she wish to stock her 


‘use up with merchandise which other 
omen will also buy. She wishes to feel 
“elusive. And she will pay a little more 
money to feel exclusive. 


A jeweler who stocks a big supply of 
aes and features them in his advertisement 
id disposes of them at a reasonable profit 
en compare that method with a smaller 
‘amber of a larger assortment of vases in 
‘apes and colors and sold at regular price 
” he will find that he has better satisfied 
‘stomers by the latter method and has not 
“stany money by the method; but his profit 


by the method depends entirely upon his 
location and his town. The method though, 
has proven very satisfactory, in several good 
test instances. 

The writer stood looking into the window 
of a very attractive jewelry store which had 
a fine gift department. In the window dis- 
play gift department merchandise held sway. 
A very attractive and dainty Chinese porce- 
lain figure had caught the writer’s attention 
and was the cause of the pause. Two 
women, passing by, also paused to look at 
the figure. It, too, had caught their eye. 
“[ should like one of those,” one woman 
said. “No, they are too common,” was the 
other’s reply, “there are six of them in the 
window.” 

And the writer wondered whether the 
jeweler really did have a large stock or 
whether he had only stocked the window up 
with his entire supply and did mislead his 
prospective customers. The writer did not 
investigate; what was the use. . . A 
jeweler who would put six of those dainty 
little figures in one window deserved to 
have that criticism made. 

So, the three questions so important to the 
ieweler with the gift department which he 
wishes to make a great success of are order- 
ing, stocking and displaying. 

Ordering: Rather under-order than over- 
order. You can always re-order and if the 
merchandise is attractive enough to have cus- 
tomers buy over your original amount or- 
dered then as they will wait a couple of days 
for the order to be filled for them specially. 
The offer to buy what they wish, and send 
it to their home, charge or C, O. D. as the 
case may be, will win you more customers 
than the understocking of that particular 
article will lose them for you. Service sells 
more merchandise than anything else. 

Stocking: Don’t get your stock room so 
over-crowded with merchandise that it is 
difficult to locate when the salesperson is 
in a hurry or some articles get pushed aside 
to show up later when they have not the 
original value because of change of season, 
or some such condition. 

Displaying: The question of display is 
one which jewelers do not give enough at- 
tention, one which they undervalue. Don’t 
display in your whole store more than one 
or two styles of a certain article, and then 
try to have them differ in color. [or in- 
stance, if you have purchased six of one 
style and shape of vase in assorted colors, 
display one of each of two colors, or pos- 
sibly a third in the window, but don’t give 
the impression that you have your stock 
room loaded with them. Keep your display 
simple and in one or two lots thereby creat- 
ing the impression of exclusiveness. 

Of course each city has different cus- 
tomers and different conditions. But these 
methods are being used in New York, New 
Jersey and Pennsylvania with considerable 
success. Jewelers can use the germ of the 
idea given here and apply it to their own 
local conditions. 


CIRCULAR 


135 


Making Your Space Work to 
Full Capacity 





iS a good sized city there is a small 

jewelry store in which the proprietor 
manages to do a large volume of business 
with a very complete stock on hand, and 
yet does not allow his store to appear over- 
crowded, 

There is only one show window on the 
right hand side of the store as you enter, 
and that window he changes every few days, 
thereby giving a large variety of stock a 
showing each month. Directly behind ‘the 
window in the store is a tiny repair desk 
though the actual repair work is done in 
the back of the store. The cash register is 
also located here. Along the wall behind 
this repair desk is the wall show case which 
extends to the doorway into the private 
back room where additional stock and re- 
pair work occupy a very small space. 

In front of the wall cases are an aisle and 
then the glass show cases. At the back of 
the store the walls are hung with large 
clocks and one lovely old “Grandfather 
Clock” stands in the corner. Along the 
other bare wall are hung mirrors and sev- 
eral banjo clocks. There are two sections 
of mahogany clocks and two of alarm clocks 
in the rear together with a large assortment 
of cut glass. Silver of all descriptions line 
the rest of the wall cases. 

The show cases are stocked with novelty 
jewelry and watches in the front and along 
toward the center comes the small gift de- 
partment merchandise. Among gift depart- 
ment merchandise this jeweler has stocked 
an assortment of novelty chains which have 
proven a great drawing card. No longer 
does the young woman in search of reason- 
ably priced chokers or long chains have to 
look in the windows of the Japanese shops 
for in this store she can find that same 
assortment in conjunction with chains hav- 
ing gold and silver in their novelty manu- 
facture. 

The gift department merchandise has been 
displayed to show a style of each line. In 
the drawers behind the counter and under 
the wall show cases are additional supplies 
which are brought forth the moment a cus- 
tomer evinces an interest in gift department 
merchandise of that class. 

On the top of these cases as they extend 
down the st6re are not more than six 
articles at a time. They are different every 
day—and they are never of the most expen- 
sive grade so that shoplifting is not on the 
mind of the clerk or the jeweler himself 
when a new customer enters. One day they 
are vases, another day novelty boxes for all 
kinds of nick-nacs which women are for- 
ever buying and putting around the house. 
Then again it is smoking articles, another 
time accessories for the card table. While 
another time it is the tea wagon completely 
set (of course minus the tea wagon) on one 
part of the counter which is the least used. 

The display can be seen from the street 


through the window, and it brings cus- 
tomers into the store to look even if not 
to buy. 








Merwin Dreyfus has moved his jewelry 
stock from the Levis House block, Carthage, 
N. Y., to the store of Fred Branagan! at 
322 State St. 
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Banish Mosquitos from Your Veranda 





By Using 


The Inner Glow 
Vaslamp 


A Boudoir Lamp 
A Night Lamp 
A Table Lamp 

A Perfume Lamp 


Put in a few drops of 
Citronella and the mos- 
quitos will flee 


Translucent Vases 
Yellow, Green and Blue. 
Complete with fixture, to 
the Trade $4.00. 
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BRASS 


Gifts of brass, are gifts which endure, 
and naturally enough, durable gifts are 
what your customers are seeking. 





To give them what they want is your 
aim, and it takes no supernatural gift of 
intelligence to realize that if you have 
gifts which they will be eager to give, 
they will BUY them from you. 


Gifts of BRASS in the form of candle- 
sticks, book ends, etc., are as handsome 
as any other possible gift articles, and in 
some cases handsomer, and in most cases 
probably far more serviceable. 


Investigate our wares for the logical 
gift items for your shop. 


















































emoarne yy _ Sets sr og 
. . ndelabr: Nut ts ngs riting Set 
Brass or Silver finish. Wall Sconces Jewel Boxes Chimes Smoking Sets 
+ ° Sun Dials Trays Vases Bridge Lamps 
Simple to adjust as re- Door Stops Coffee Sets Humidors k Ends 
moving your glove. Door Knockers y 
Send for our catalog now in the course of preparation } 
Cat. K.4l ) 
y 
Patents Allowed and Patents Pending. Art Metal Products Co. 7 
V | Mé te 14 E. 13th St. Manufacturers of Distinctive Brass and Copper Ware ; 
asiamp Z. VLOrp. New York 799 Broadway, New York City 
Send for Catalogue of Our Vaslamp Fixtures — = if 
Itali 
G. Granata & Company 
225 Fifth Avenue, New York Room 602 


IMPORTED 


Folding Travelling Watches 
in Genuine Leather Cases—Assorted Colors. 
Time and Alarm, 8 Day and 1 Day Movements 
We also carry 


Cuckoo Clocks, Black Eagle Brand 
Kitchen Plate Clocks Musical Alarms 
Novelty Boudoir Alarms 
William F. Sprague & Co., Inc. 


440 Fourth Avenue New York 

























Manual of Diseases of 


the Kye 


By Charles H. May, M.D., New York. For students 
and general practitioners, with 360 original illustra 
tions, including 21 plates with 60 colored figures. 
Eighth edition, revised. Cloth. 390 pages. Price, $3.50. 





The Optical Publishing Company 
11 John Street : : : : New York 
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Plans for Chicago Gift Show 
to Be Held Aug. 3 to 8 Now 
Well Under Way 





HE giit merchandise buyers of the coun- 

try will be introduced to something more 
interesting, more entertaining and more 
profitable than ever before, when they come 
to Chicago, Aug. 3 to 8, for the fourth an- 
nual Chicago Gift Show at the Hotel Sher- 
man, 

The success of the event in former years 
has brought more manufacturers to the 
realization that this is the best opportunity 
of getting their goods before the greatest 
number of buyers of this trade, and for this 
reason the extent and variety of the goods 
to be shown this Summer will surpass any 
previous exhibit of the trade. 

That manufacturers, distributors, im- 
porters and other exhibitors are alive to 
their opportunity is shown by the fact that 
the amount of exhibit space under contract 
to individuals and firms was on May 10 
equal to the total amount of space used at 
the last August Show. The enlargement of 
Hotel Sherman makes it possible to present 
an infinitely greater number of exhibits 
without extending the exhibit to other floors. 

With the manufacturers and the buyers 
showing increased interest in the Chicago 
Gift Show for this year, the local entertain- 
ment committee realizes that it must also 
make the annual social event of the trade, 
held one evening of the show week, a more 
pronounced success than any of the pre- 
vious functions. With this idea in mind the 
committee has already set to work to pre- 
pare the plans for an evening of entertain- 
ment, dancing and recreation which will 
mark an epoch in the trade. It is certain 
that no one who can possibly be on hand 
for the Gift Show at the Hotel Sherman 
and the banquet and entertainment by the 
side of Lake Michigan will pass up the 
opportunity. 





How Many People Are Made 
Happy by Your Gift 
Department? 





VERY gift that is presented by one per- 
son to another makes at least two people 
happy—the giver and the recipient. 

But, in addition to these two people made 
happy by the gift, the gift also pleases the 
members of the family of the person who 
receives the gift, and the gift pleases those 
persons who are so fortunate as to get to 
we it or to see it. 

Consequently the “circulation” of each 
git in spreading happiness is very great 
ndeed and in this way the gift department 
% the jewelry store does a tremendous 
volume of happiness spreading in the course 
ofa month or in the course of a year. 

What is the approximate gift “circulation” 
of your gift department, figuring the number 
of people made happy by gifts purchased in 
a. were in the course of a month or a 
Year? 

Do some figuring along this line and then 
Mesent the results of your figuring to the 

lic by means of advertising in the local 
‘Wspapers. In this advertising comment 
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on the fact that your gift department is 
constantly increasing its “circulation” due 
to the increasing number of people patroniz- 
ing the department. Comment on the fact 
that gifts purchased at your department do 
not bring joy for just a moment or an hour 
but that the happiness they create is a con- 
tinuing force. 

Then urge all the readers of your adver- 
tising to get the greatest possible happiness 
into their own lives by purchasing gifts at 
your department where the big “circulation” 
of the department shows that you have the 
right goods at the right prices. 

This would be a rather different angle on 
the gift department and so would get atten- 
tion and help sales. 





A Suggestion for an Attractive 
Gift Window Display 


HERE would be an interesting window 
display for the gift department of the 
jewelry store: 

Place in the main show window of the 
store some of the same sort of gifts as have 
recently been purchased by the store’s 
patrons. 

Then from each of the articles in the win- 
dow run a ribbon to a placard at the rear 
of the window and on this placard tell about 
the person to whom the gift was presented. 

For instance on one placard have this in- 
scription : 

“Presented to a bride.” 

On another placard could be this inscrip- 
tion: 

“Presented to a local couple on their 
Golden Wedding.” 

And so on with the various occasions on 
which the different articles shown in the 
window had been recently presented as gifts. 

This would make a very interesting and a 
very newsy and attractive display and it 
would, unquestionably, attract a quite con- 
siderable amount of attention and be of very 
real help to the gift department in increas- 
ing its sales. 

In addition to having this sort of thing 
on the placards it might be a good plan to 
also put on the placards some information 
regarding the price of each article and also 
some information regarding its exclusive- 
ness, as the matter of exclusiveness is tre- 
mendously important to many of the patrons 
of the jewelry store gift department. 

It wouldn’t be so very difficult or so very 
tedious to frame this sort of a display and 
the display would be so effective as to make 
all the effort and time put forth very worth 
while 








Writing Equipment for the Gift 
Department 





HERE is always one thing that the peo- 
ple who stay at home want from their 
friends or relatives who go traveling and 
that is some word as to how they are get- 
ting along and what they are doing. Con- 
sequently the people who stay at home are 
always glad to present things to travelers 
which will make the travelers feel more like 
writing postal cards and letters. 
This is a good point for the gift depart- 
ment of the jewelry store to play up this 
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Summer in selling fountain pens, stationery, 
traveling writing equipment and all the other 
writing equipment which the department 
probably carries in profusion. 

The gift department can increase its sales 
of these goods by displaying such goods in 
its show windows and counters with appro- 
priate cards emphasizing the points made in 
the first two paragraphs of this article. 

Also the gift department can increase its 
sales of these goods by watching the society 
columns of the local papers and taking note 
of the names and addresses of people who 
are mentioned as being about to leave on 
trips. Then these folks can be called up 
and they can be urged to buy writing equip- 
ment at the gift department for use on their 
trips. 

The gift department, too,-can boost the 
sales of writing equipment by offering com- 
plete sets of equipment at prices lower than 
the cost of the individual articles When pur- 
chased separately. These sets can be made 
up to be sold at varying prices. 

Week-end specials in writing equipment 
for sale to people who are going away for 
the week-ends can also be very effectively 
used in boosting the sales of writing equip- 
ment by the gift department of the jewelry 
store during the Summer months. 





A Card Index of the Gifts 


They Desire 


ERE is a unique plan that could be 

easily worked by the gift department of 
the jewelry store and which would build 
business for the department: 

Procure a small card index file and some 
filing cards, three by five inches in size. 
Then when a customer comes in the store 
and makes a purchase of the gift depart- 
ment, say something like this to the cus- 
tomer : 

“Every now and then folk come in and 
say they want to purchase gifts for friends 
but don’t know what the friends would like. 
We want to help these customers as much 
as we can. So we ask our patrons to sign 
their names and addresses on these cards 
and to then designate on the cards some of 
the gifts they are particularly interested in. 
So when their friends come to our depart- 
ment we simply refer to the cards and tell 
the friends what to buy. For instance, you 
sign your name and address here. You 
state that you are particularly interested in 
porcelain or something like that. And then 
when some friend of your’s comes to the 
store looking for a gift that will please you, 
we refer to your card and tell the friend 
that you are interested in porcelain. The 
friend buys accordingly and you are pleased 
and your friend is pleased.” 

Many of the gift department patrons 
would feel that this was a mighty good idea 
and would sign up accordingly. Then you 
could advertise that you had much of this 
data in the store and could urge gift pur- 
chasers to come to the department and find 
out what their friends wanted before pur- 
chases were made. 

This would be something entirely new in 
many stores and so would attract much 
attention and create considerable comment 
with the result that business would be con- 
siderably increased. 
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225 Fifth Avenue Room 1237 New York City 
Meissner & Buch Publications 
French Colour Etchings 
Seemann Prints Rhine Prints 
Alinari Facsimiles Woodblocks 
Guerin Prints 
Cellini Hand Carved Plaques 
Berlin Photographic Company 





“THE MERCHANT MAN”—By Leidtke 


“é 


Also a very Comprehensive Line of Ship Models “The Mayflower,” “Santa Maria,” “The Half 
Moon,” ete. Very careful workmanship. Largest Assortment of Color Prints for Plaque Making. 


Kindly favor us with a visit while in New York 
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PHONE: CORTLANDT 5486 


Do You Need Anything OAR ONE & VITIELLO 








CORAL IMPORTERS 
CAMEOS 

SILVER FILIGREE 21 Maiden Lane 
SEMI-PRECIOUS STONE NECKLACES New York, N. Y. 


or FINE IMITATION STONE NECKLACES? 


If you do, do not loose time in trying to get these articles from somebody who does not usually carry 
them, but come or write to us and save time and money. 
















BUYERS’ DIRECTORY 





Price One Dollar 





THE JEWELERS’ CIRCULAR PUBLISHING CO. 11 John Street, New York 
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JAPAN ART STUDIO Anatomy and Physiology of the Eye 


By Hirschfeld. “With six finely colored plates 




















NECKLACES, PENDANTS and CARVED suitable for framing and office display. The text 
FIGURES in JADE, CARNELIAN, AMBER, etc. fully describes the plates. Price, $1.00. 
Mounted Colored Silk Cords for Pendants. ° oe 

We repair, mount and restring. The Optical Publishing Company m 
624 Lexington Ave. (at 53rd St.), New York 11 John Street : : ~ New Yo 
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Gift Section Question Box 


Devoted to answering inquiries and offering helpful suggestions to Retail Jewelers who have Gift 
Departments or are interested in Gift Merchandise 





Conducted by Mary Ryan 

















May 15, 1925. 

What class of merchandise would you ad- 
vise my selecting for the opening of a gift 
jepartment in a town of 25,000? 

My store for the past 10 years has been 
jcated on the main street and we have car- 
ried fne jewelry, silverware and clocks, but, 
dieving that I can increase my business by 
wrying gifts other than jewelry, I am at 
1 loss just what to select and what would 

l hest. 

G. I. i ee Brooklyn, N. ee 

Answer.—Answering your letter of May 
j5, will you first give me some idea as to 
the amount of money you are willing to in- 
est in your gift department ? 

Also, give me an idea as to what space 

u can devote to it. Have you wall space 
jor fine art, pictures and mirrors? Would 

i be interested in occasional pieces of fur- 
niture? These lend attractive atmosphere to 
a gift department and they find quick sale in 
exclusive shops today. Can you stock a few 
sifts for weddings, retailing as high as $50, 
rdo you wish to keep within $5 to $25 as 
your selling price? 

Upon receipt of this information I will 
lay out a suggested stock for your approval, 
viving you the names of the importers and 
manufacturers. 


May 16, 1925. 

or many years I have had a jewelry store 
nthe above-named town, which has a popu- 
lation of about 60,000. In the last few years 
have found it very profitable, especially at 
the holiday season, to handle gifts other than 
jewelry. [ am at a loss to know whether 
u would advise enlarging this department 
for an all-the-year proposition in a town of 
this size? ‘ 
I mean to run it in connection 
with jewelry. The question in my mind ts, 
im’ large should a town be to profitably 
maintain a fairly good-sized gift shop? 


A. J. B., Terre Haute, Ind. 


Of course, 


Axswer.—It is interesting to note that 
whave had success in selling gifts in your 
jewelry store at Christmas-time. I would 
€ interested to know just what class of gift 
goods you found most successful, as it would 
ean index to the demand of your clients. 
There is no doubt in my mind but that 
‘ou could continue this department success- 
‘ully for 12 months in the year. In a pro- 
eressive town engagements and weddings are 
‘appening every day. It is a fact that these 
Meople go to the jeweler for engagement 
That is the opportune 
‘ime to interest people in china, glass and 
> a decorations. These are every-day gifts 
‘hen there are seasons when you play-up 


ind wedding rings. 


sales, such as graduation, Easter and birth- 
days, etc. 

If you will let me know just how much 
space you can devote to your gift depart- 
ment and give me an idea as to whether you 
want distinctive and exclusive items or quick- 
selling specials, [ could better advise you. 
Another important question is how much 
are you willing to invest in your gift de- 
partment. Are you willing to pay for arti- 
cles that will lend atmosphere ? 

xk ok x 
May 19, 1925. 

Kindly send me such information as pos- 
sible as to whether the opening of a gift 
department in connection with my regular 
jewelry business would benefit the sales of 
high-class jewelry, or would it impress upon 
the minds of my regular customers that 1 
had gone into a cheaper class of merchan- 
Such information will be greatly ap- 
preciated, 

An Op Susscriner, Worcester, Mass. 


dise ? 


\nswer.— Your question as to whether a 
gift department would benefit the selling of 
high-class jewelry, I think can be answered 
in this way: 

If you put in a department of exclusive 
and unusual art wares, different from any- 
thing shown in your city, you will naturally 
attract the trade who would be interested as 
well .in your high-class jewelry, and I am 
inclined to believe that one would help the 
other. People who buy diamonds and high 
class jewelry are usually people with money, 
who travel and like things that are beautiful, 
whether it be in personal adornment or for 
the home, and in my mind there is no better 
place to sell distinctive art wares than a 
jewelry shop whose name usually stamps on 
a gift “quality.” 

xk k * 
May 21, 1925. 

Will you kindly give me the names and 
addresses of the concerns where the “gift 
articles” may he purchased that are illus- 
trated in THE JEWELERS’ CircuLAR of May 
13 on pages 123 and 125. I would also like 
to have the names of a half dozen or more 
different firms who make a_ specialty of 
“aift articles” of the exclusive and attractive 
kinds, suitable in a jewelry store. 

Will you also tell me at the same time, if 
these firms whose names you are giving me 
will send me any quantity of a kind or do 
they sell assortments of one kind anywhere 
from three dozen to 10 dozen in a package? 
We want to avoid wasting our time calling 
on firms selling only in such large quantities. 

R. D. L., Auburn, N. Y. 

ANSWER.—Your esteemed favor of May 
18, has been handed me for personal atten- 
tion. We furnish you herewith the names 


and addresses of the tirms whose articles 
were illustrated in the issue of May 13, 
pages 123 and 125. They are (606) J. B. 
Hirsch, 432 E. 17th St., New York city; 
(607) Copenhagen Porcelain Co., 130 W. 
42nd St., New York city; (608) Art Lamp 
Manufacturing Co., 1133 Wabash Ave., Chi- 
Cago. 

If you come to New York | will be very 
glad to have a personal interview with you 
and go over points of information and sug- 
gestions that I think might be of help to 
you in stimulating the gift business in your 
store. You do not have to buy gift mer- 
chandise in large assortments or packages, 
and I certainly do not advise your ever 
stocking in that manner, as the success of a 
real attractive gift department is in having 
very unusual and distinctive things and those 
not in quantities. You can select as few or 
as Many pieces as you. wish in beautiful art 
pottery or glassware from firms such as: 
Nathan Strauss & Sons, 119 Fifth Ave; 
Herman C. Kupper, 37 West 23rd St.; 
Carbone, Inc., 120 Fifth Ave.; Graham & 
Zenger, 109 Fifth Ave—all of New York. 
Anyone of these firms will make you up a 
$25 assortment of various items to retail at 
any amount that interests you, 

No firm will send you selections on ap- 
proval but they will pick for you-items that 
will make good $1 or $5 sellers just as’ your 
needs may be. 

If you express clearly your definite need 
THE JEWELERS’ CircuLar will give you defi- 
nite buying service 

x *k x 

In reply to numerous inquiries as to names 
of manufacturers and importers of gift mer- 
chandise, I find it necessary to request that 
writers be more explicit as to their needs. 

Gift wares comprise every class of mer- 
chandise from a painted corkscrew to the 
rarest of Chinese porcelains, and it would be 
ridiculous for me to recommend those two 
extremes to the same store. 

Do you carry stock other than jewelry 
now? If so, what, and has it been success- 
ful? Knowing this information will help 
me to follow up for you. The kind of mer- 
chandise you successfully sell now will 
classify the type of clients you cater to. As- 
suming that you carry only jewelry and sil- 
verware, it is very possible for you to do a 
very profitable business on exclusive dinner- 
ware, tea sets, and odd decorative pottery 
for the hostess. This should follow with 
fine glassware for table use and flower deco- 
rations. There are different classifications 
for these wares. For instance. the store that 
would specialize on fine old English chinas 
would not want inexpensive American porce- 
lains or Japanese china. Fach has its proper 
nlace and can be sold successfully. 
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SWISS WHOLESALE JEWELERS STERLING 
WATCHES "SEND FOR OUR CATALOG SILVERWARE 


720-722 PENN AVENUE PITTSBURGH, PA. 


























With a Complete Line of 


WATCHES — CLOCKS — JEWELRY 
SILVERWARE -- MATERIAL AND SUPPLIES 


We Are Prepared to Serve the Trade 


HEEREN BROS. CO. 


Pittsburgh, Pa. 








Pe WHOLESALE ° 
Waich Glasses Diamonds, Watches, Jewery | Martin Gluck & Sons 
“CROWN” Watchmakers’ and Jewelers’ Supplies | 718 Penn Ave. Pittsburgh, Pa. 














ESTABLISHED 1888 


GRAFNER BROS. 


WHOLESALE JEWELERS 


DIAMONDS 


ASSORTMENT AND VALUES 
818 Liberty Ave. (2nd Floor) PITTSBURGH, PA. |] 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with Tue 
JEWELERS’ CIRCULAR regarding any advantageous 
device or plan which they are utilizing in con- 
nection with their business. 
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Better Bookkeeping for the Retailers 


Address of Oliver G. Maxwell, Danville, Ill., Before the Recent Convention of the Illinois Retail Jewelers’ Association Held at Danville. 























 sepocnreaggert in some form is as old 
as trade, and the systems of bookkeep- 
ing have developed as the needs of business 
demanded more complete and more readily 
obtainable information. When I was grow- 
ing up all the farmers in our neighborhood 
kept their books on the granary door, which 
was the farmer’s bank. When it was neces- 
sary to do some trading a load of wheat was 
taken into the mill or elevator and the 
transactions were all cash. A store bill was 
spoken of the same as smallpox and other 
afflictions, but that crude system of book- 
keeping of the farmers and the system of 
the cross roads storekeeper who used a 
piece of crayon and the walls of the build- 
ing met the needs of the time, and J believe 
represented a better method of bookkeeping 
than some of the highly complicated systems 
that are being advocated for the farmer and 
small tradesmen of today. 

The best system of bookkeeping for you 
individually is the simplest system that will 
give you the information that is necessary 
in order that you may conduct your business 
in an intelligent manner. A system that is 
adequate for one retailer is not necessarily 
adequate for all retailers. The question of 
competition, the manner in which your busi- 
ness is financed, géneral business conditions 
that affect your trade, whether you do a 
strictly cash, or a cash and credit business 
must determine to a-large extent the best 
methods for your particular business. But 
no matter what system of books you use or 
how you conduct your business, the same 
fundamental principles of bookkeeping apply 
that applied to the earliest records and no 
matter how you apply these principles they 
always remain the same. If something is 
“ld, the same article is bought, if money is 
loaned, someone must borrow, if credit is 
¢xtended some one must receive it. Summed 
up, the rule is that for every credit there 
must be a corresponding debit. 

You were probably all taught that there 
Must be four books in every system, a day 
00k, @ journal, a cash book and a ledger. 

IS is not emphasized today but you must 
keep the same information that was recorded 


in these four books in order to keep an intel- 
ligent record. 

‘ Your sales slips have eliminated the day 
book, the combined cash book and journal 
eliminated the old tedious process of journal- 
izing each separate item, further simplified 
by keeping a separate purchase and sales 
record in the larger stores, using a card 
system instead of a ledger or some mechani- 
cal system such as Elliott-Fisher or Bur- 
roughs’ devices. 

The best method of bookkeeping is the one 
that will give you the information that you 
must have in order to properly conduct your 
business. So let us see what are some of 
the problems confronting the retail jeweler. 

Quoting from one of your prominent trade 
journals, the great majority of retail jewel- 
ers are capable, hard working business men, 
working in the dark, waiting for the end 
of the year to find out whether their stores 
have gone up or down in the game of mak- 
ing good, 

But the man with the best score is he 
who labors less and thinks more: the man 
who knows this week what he made last 
week; the man who knows the kind of peo- 
ple in his community to whom he must sell; 
what their resources are; what they are 
likely to buy so that every purchase of stock 
is a real asset, not an accumulation for 
future unloading at a loss. 

The danger of overloading of stock should 
be sufficiently plain to every retail dealer. 
One reason for such a tendency, even with 
old established firms is that the well mean- 
ing proprietors have retained habits acquired 
when they were young, vigorous and suc- 
cessful merchants, but operating small stores, 
depending largely upon their memories for 
essential information, failing to realize that 
they cannot depend upon their memories for 
this information as their business has de- 
veloped. 

It is perilous enough in normal times for 
any wide awake jeweler to over-invest his 
capital in merchandise which he thinks will 
move quickly and to his profit. Failure of 
your system to give adequate information 
may lead to haphazard buying, leading to 





overstocking or investments in untried items, 
purchases that may not be warranted and 
that the dealer would not make if he had 
definite knowledge as to whether or not his 
stocks were increasing faster than his sales. 

Perhaps, after a time, he notes that some 
lines are moving faster than others. To 
all appearances the average business of all 
departments is satisfactory, but without ade- 
quate information he is unable to determine 
which departments are most profitable. 
Profits from quick selling articles are not 
necessarily net. Part of them may be used 
to pay interest or other charges from other 
departments. The true condition probably 
will not be revealed until the annual inven- 
tory and even then it may be overlooked. 

Why is it that so many well-meaning 
merchants wait until the end of the year to 
wake up to the seriousness of these profit- 
drains ? 

How much better to have access to a 
record of facts that reflects the true condi- 
tion of business from day to day. 

At a recent convention of the American 
National Retail Jewelers’ Association, the 
president stated “our costs, such as salaries, 
rents, advertising and practically every busi- 
ness expense are rising about us like a 
flood.” “If we are to be saved,” he con- 
tinued, “we must get quicker turnover of 
merchandise and an adjustment of profit 
rates so that every line we handle will pay 
a proper proportion of net profit.” 

Guess-work in buying and selling must 
give way to established facts. The most 
expensive thing you can do is to guess. 
Don’t trust to memory or speculation. 

The jeweler fortified for an aggressive 
business campaigning, with an eye to maxi- 
mum profits on a minimum of capital in- 
vested, is he who can daily answer these 
questions accurately : 

What is the total amount I have tied up © 
in stock? 

Is my investment in any particular line 
growing too large? 

Exactly, how much do I owe? 

How much have I invested in customer’s 
charge accounts? 
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Millions of advertisements 
will sell these 


SETH THOMAS 


CLOCKS 


19,036,416 separate Seth Thomas ad- 
vertisements will appear in leading 
magazines during 1925. 

Placed end to end, these advertise- 
ments would reach from New York 
to San Francisco with plenty to spare. 
A pile of the magazines in which Seth 
Thomas advertisements are shown 
would tower five miles above Mt. 
McKinley, the highest mountain in 
North America. 


The majority of these advertise- 
ments are full pages superbly printed 
in four colors. They are really samples 
of your merchandise distributed free 
of charge to the best customers in 
your community. 


The Seth Thomas advertising cam- 
paign for Spring and Summer features 
the clocks shown on this page. To 
get the greatest benefit from this ad- 
vertising, be sure to stock and show 
these fast-moving patterns. 


SETH THOMAS CLOCK CO. 


Display “Rooms 


NEW YORK .... 19 West 44th Street 
SAN FRANCISCO . . . . 278 Post Street 
CHICAGO . . 215 West Randolph Street 








ABBEY ON BRACKET 


10 inches high. List 
price, $48. Mahog- 
any bracket, $5. 


FRONTENAC 
144% inch base; 11% 
inches high. List 

price, $48. 


Banjo No. 1. 37 inches 
high. List price, $70. 
RAMSGATE (Smal! Banjo) 
21 inches high. 

List price, $30. 


COMAX 
Base, 8 inches; height, 4 
inches, List price, $14. 


542 inches high. 
List price, $16. 


Bouporr No. 1 
Two-tone wood. 
7% inches high. 
List price, $23. 


TAMBOUR No. 19 
19% inch base ; 7% inch- 
es high. List price, $42. 


CHIME No. 92 

20% inch base. 

List price, $67. 
Bouporr No. 4 
81% inches high. 
List price, $20. 


EDEN 
PetiTE No. 1 gaia 7-jewel movement. 
{ inches high. 41% inches high. 
List price, $10. List price, $30. 
PLYMOUTH 
24 inches high, 12 inch- 
es wide. List price, $40. 
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How much does it cost to sell goods in 
comparison with a month, six months or a 
year ago? 

" Are collections being made as rapidly as 
customer's charge accounts are growing? 

How much am I netting each month from 
the repair department ? 

How much cash is going out each day, 
and what for? 

Which clerks are earning money for me? 

Which departments or lines are earning 
the biggest profits and which are losing 
money ? 

Do I know exactly how much I must sell 
yext month to pay expenses and make a 
profit ? 

lf my banker asked for a complete state- 
ment tomorrow, could I give it to him? 

Are the stock and fixtures fully covered 
hy insurance, and could I prove the loss if 
| were to have one? 

To substitute facts that never deceive for 
mcertainties ; to offer you a simple practical 
method for keeping all details of the busi- 
ness “at your finger tips,” that is the benefit 
you will gain from daily use of a correct 
business record, 

The simplest, most certain way to keep a 
check on sales, profits and expenses of the 
business as a whole, is to divide your stock 
into proper departments or lines. Most 
jewelers do that now. In former days, the 
necessity for such distinction was not so 
keenly appreciated. 

Then make each department pay its share 
of the net profits. Leather goods may be 
quick movers, while a certain line of rings 
“sticks” to the shelves, 

The wise merchant will recognize in such 
a condition a signal that it is time to read- 
just his buying. He will proceed to put his 
dollars into merchandise that will return 
each original dollar the greatest number of 
times during the year. In other words, aim 
to achieve the highest rate of turnover. 

Get accurate day to day information that 
ll positively locate fast-moving lines; 
diminate unprofitable lines; establish the 
limit beyond which it is unprofitable to 
carry any certain stock. Thus will you 
have the basis of an intelligent 


\ 


check on 
business as a whole, 

If you are not making a profit you should 
nd out the reason why, at once. The first 
great essential is to know what it is costing 
u to do business. Hit or miss methods 
von't do. Records that provide for a dove- 
lalling of all essential facts of a successful 
business, are necessary. 

Let us picture how you would set out to 
Iirst, you would 
take an inventory of your stock, carefully 
isting each item according to departments. 
‘rom that day on, you will have access to 
4 perpetual inventory, providing that each 
“ay you take into consideration all the 
ransactions affecting your stock. You will 
wen know exactly from day to day the 
‘mount of stock on hand, item by item; the 
‘ash invested, and whether or not it is im- 
Moperly tied up in slow-moving goods, in- 
ead of being released to provide capital 
‘or increasing the stock in some more 
Profitable department. You will then come 
° know exactly which clerks are selling the 
Mst profitable merchandise; you will note 


malyze your business. 


THE JEWELERS’ 
at glance how much was due each day from 
customers; also how much you owe to 
jobbers and manufacturers and when to 
meet these bills in order to benefit by a 
discount. 

Keep stocks down to a minimum and turn 
those stocks often. Therein is the whole 
secret of retail success. Instead of turning 
capital invested once a year, it should be 
possible to turn it five to 10 times, thus 
liberating a large percentage of such capital 
for use in advertising, discounting, improv- 
ing the appearance of the store, etc. Keep 
the remainder invested and order more fre- 
quently. Sell more merchandise without 
increasing the cost of doing business. You 
must know from week to week, which are 
the best paying and quickest moving lines, 
and which are the poorest paying and slowest 
selling ones. You must then control your 
buying with an eye to weeding out those 
lines that are tying up capital, eating up 
rent and increasing your depreciation and 
interest charges. To arrive at these con- 
clusions you must be guided by figures with 
a meaning. You must have records, ap- 
plicable to your business, that tell exactly 
where your profits come from and where the 
leaks are. Your past business, your present 
condition and your future possibilities can 
be judged correctly only through a proper 
understanding of the information conveyed 
through buying and selling records of each 
day’s business. The lack of just such a 
grasp of every detail explains, in a large 
measure, the reason for the thousands of 
retail failures reported last year. The same 
story is being repeated year after year. 

You may attempt to argue that a daily 
record might prove all right for the fellow 
who conducts a larger store, but not for you. 
In that you are mistaken. Moreover, you 
are overlooking a real opportunity to start 
on the way to the “big store” class yourself. 
You may derive a valuable lesson from the 
department stores and chain stores of various 
kinds, which dot the country. The success 
of the average chain store can be traced to 
reliance on daily cost and selling records, 
so that the management knows accurately 
how much profit is being made and where 
it is coming from. They know. They 
never guess. 

In conclusion, let me add, that the same 
information required by the Federal Govern- 


ment on your annual Income Tax Return, 


should be most valuable to you, at stated 
intervals during the year. 
Summing up I would say that a_ better 


method of bookkeeping would require you 
to departmentize your business to some ex- 
tent, keep a perpetual inventory, prepare a 
profit and loss statement each month. Select 
the system that will give you the maximum 
of information with the minimum of effort, 
keeping in mind that the buying and selling 
are the most important ends of your business 
and that your system of bookkeeping is only 
valuable to you as it enables you to buy and 
sell more intelligently. 








Carl Billmyer has leased a small store- 
room, formerly occupied by the Harwood 
cigar store on Main St., Keyser, W. Va., 
and willl open a jewelry store at that loca- 
tion. Mr. Billmyer will also handle radios 
and supplies. 
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A Change of Scene Alters a Business 
Man’s Perspective 





THE average small town jeweler is in- 
clined to become morose and pessimistic 
now and then, because, as one jeweler of my 
acquaintance sized up the situation, it’s just 
the same old grind from one day to another. 
Customers stop in and complain about this, 
that, or the other thing—their clocks do not 
strike on time, their watches stop when they 
shouldn’t, and their fountain pens refuse to 
write just at the critical moment. Bills 
seem to pile up faster than sales, and the 
world about him in general takes on a bluish 
tinge. Some few are driven to the point of 
desperation, not caring whether “school” 
keeps or not. They would just as soon sell 
out as not, and take a job on the farm, or 
go out into the country and raise chickens. 
Were you to ask a fellow of this type when 
he last took a vacation, he might look at you 
in astonishment, and very promptly inform 
you that jewelers have no time or money to 
take vacations. As a matter of fact, the 
jeweler, like every other artisan or profes- 
sional man, needs a_ periodical rest and 
change of scene, not because he happens to 
be a jeweler, but because he is a human 
being. Any physician will tell you that driv- 
ing the human machine at top speed from 
one year’s end to the other is not conducive 
to one’s general health, and that sooner or 
later a man’s nerves will break under the 
strain. A nervous breakdown is one of the 
most serious ailments that can overtake a 
man, since his recovery is necessarily slow, 
if, indeed, he ever fully recovers his health. 

Insofar as the question of expense is con- 
cerned, it does not require a fortune to 
enable a man to acquire a rest and change 
of scene. The less expense incurred some- 
times the greater the degree of pleasure. To 
get out into the woods close to nature, and 
inhale the cool, refreshing air, or camp along 
the bank of a little stream where fishing 
and an occasional swim may be indulged in, 
is just the tonic a tired business man needs. 

A jewéler of my acquaintance, who has 
kept pretty close to business for a good 
many years, was prevailed upon last Sum- 
immer by his wife to take a cottage in a little 
mountain resort bordering on a lake. I see 
this man occasionally, and he tells me he has 
never had such a good time in his life be- 
fore. Ile eats and sleeps well, goes to bed 
early, and gets up in the morning feeling 
refreshed and strengthened. He has become 
a convert to the need for taking a vacation 
at least once a year, and he says he never 
intends to depart from the custom. Not 
only is he benefitted himself, as a result of 
the rest and change, but his family likewise 
shares in his pleasures, to the advancement 
of their health and well-being. 

Getting from business is another 
bugaboo that seems to confront some 
jewelers, whenever they give any thought 
to taking a vacation. They imagine their 
businesses would go to smash if they re- 
mained away for a few days. This is a mis- 
taken idea altogether, and is born of egotism 
in most rather than of any well- 
grounded fear that business could not go on 
if they were not on the job. If there isn’t 
any one in your employ that can relieve you 
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(Continued on page 147) 
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HERSCHEDE CLOCKS 


Both cases and movements are made complete in our factory 
which was designed and built by us exclusively for the manu- 
facture of fine clocks. 


HERSCHEDE CLOCK CASES 


Are of exclusive design and have been the recognized leaders 
in the art for years. They are made of solid mahogany. 


HERSCHEDE MOVEMENTS 


Are made on specially designed automatic machines and 
finished by hand, insuring the greatest accuracy and finest finish 
at minimum cost. Solid cut steel pinions used throughout. 


HERSCHEDE CHIMES 


Made from “Triple Process” refined metal of our own formula, 
together with the most careful tuning by one of Cincinnati’s 
leading Professors of Music, are really very beautiful. 


CHIME HALL CLOCKS HALF-HOUR STRIKE MANTEL CLOCKS 
List $190.00 to $1710.00 List $17.00 to $57.00 

CHIME MANTEL CLOCKS DESK CLOCKS With fine 11-jewel Lever 
List $78.00 to $126.00 Escapement List $26.00 to $34.00 























Sul Sicdveed a Send for our latest Hall and Mantel Clock Catalogs 


THE HERSCHEDE HALL CLOCK COMPANY 
sn vn NEN YORK saumsnoom CINCINNATI, OHIO pice coast BALES S088 18 


Pacific Coast Representative, San Francisco, Calif. 














SAMPLE CASES, TRAYS and TRUNKS 


Complete Outfits 
for Jewelry and 
Silverware Salesmen 


“~S AGENTS FOR 
No. OA Leather Telescope ‘FABER UTICA” TRUNKS No. 2102 Ring Wallet 


RUECKERT MANUFACTURING CO. 


SS Metden Lene PROVIDENCE, R. I. San Francisco Of 








Profits Quick | | ITALIAN SILVER FILIGREE 


VALUE BELLS shows 
you how. Many dealers Chokers, Necklaces, Bracelets, 


know our publication is a ' Earrings 


winner for them. You, too, Also in Matched Sets 
can profit quickly by its ff 
use. Let us put your name H Exclusive Styles in All Finishes 
on our mailing list. ' 


cane ets | BORRELLI & VITELLI 








20-22 Eldridge St. Established 1885 New w Yorks N. N. Y. : 366 Fifth Ave. New York City 
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The June Drive for More Business 


Timely Merchandising and Selling Suggestions 





Written Expresely for The Jewelers’ Circular 
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UNE, with many jewelers, is one of the 

biggest months of the year, with the ex- 
ception of December. What your June 
yedding business will be depends largely 
upon yourself—upon the effort and ingenuity 
yhich you use. You must consider your 
tock, your window and your advertising. 
Stock must be attractive, up-to-the-minute, 
and should include the newer styles. You 
will select your stock wisely if you know 
the buying motives in your territory and 
about what percentage of your annual gross 
ales you usually figure for June. One firm, 
inwn to the writer, with a turnover of 
$200,000 a year, did $18,000 in June. Other 
gms did from six per cent to as high as 12 
per cent. You should, too, know what your 
amual sales percentages are in diamonds, 
watches, silver, and in your side-lines. June 
can be made a big month if the merchan- 
dise is right and if you are not over anxious 
for too high a mark-up, that is, a mark-up 
tht will hamper your turnover. 
THE display for June is particularly im- 

portant. The show window should suggest 

freshness and happiness and should show 
well chosen stock in an alluring manner. 
Above all things, the show window should 
ie immaculately clean. A few flowers in a 
wraceful silver vase well placed in the win- 
dow will be found very effective. Some 
jewelers find it advantageous to change 
their window displays as often as three times 
aweek, This will allow you to concentrate 
m certain lines of merchandise. In one dis- 
play you can feature silver; in another, dia- 
mnd jewelry, including rings, and in a 
third, watches for men and women, One 
iisplay might be made general, embodying: 

“Appreciated Gifts for the Wedding 

Season”’ 

In such a window you might feature gifts 
ior the bride, gifts for the bridegroom, gifts 
or the ushers, gifts for the bridesmaids and 
tits for the home. 

Merchandise that might be included, the 
illowing have been found to be in demand: 

Diamonds, watches, white gold and 
jatinum ring mountings, scarf pins, sterling 
‘lver, cuff links, bracelets, pearl beads, 
men's rings in green gold, leather goods 
idesk sets), clocks, cut glass. 

These, of course, are only mentioned be- 
‘as¢ they have a certain stabilized demand, 
‘demand in some locations being greater 
tan in others. 

As to the advertising, the June disburse- 
ment should be generous. A space as small 
“Six inches single column has been used 
mth excellent results. A suggestion for such 
‘Space is No, 2. 

\ANy find it advantageous to feature a 

single line of merchandise in the June 
ettising. Here is an announcement 
which was used some time ago by the Bell 


Jewelry Co, with good results in a space of 


about seven inches, double column. 





Gifts for the 
Bride 


EDDING presents should be chosen 

for their utility and beauty. The 
gift manifests the taste’of the donor. 
Most prized of all wedding gifts are 
those combining practical and enduring 
worth, namely, 


Fine Sterling Silver 
Never have these pieces been more 
popular and never has our stock been 
more complete. No requirement too 


large and the seeker of the small gift 
will find just as much favor with us. 


A Gift from Bell’s is a Joy forever. 
Let us prove this. 











No. 1 


SILVER, as is well known to every live 

jeweler, has been selling well, thanks to 
the enterprise of progressive manufacturers 
who are doing their utmost to help the retail 





Dainty Gifts 
For June Brides 
“Appreciated Gifts for the Wed- 


ding Season”’ 


Gifts that will endure. Gifts that 
will be remembered and fondly cherished 
for many years and at very modest 
prices, quality considered. The reputa- 
tion of our store has been built up by 
selling only the best merchandise at a 
reasonable profit. We shall be pleased 
to offer suggestions whether you pur- 
chase or not. 

Useful gifts of silver of the latest 
and smartest pattern and wrist watches 
in cases of the latest, artistic design in 
white gold and platinum. 

Wedding rings that assay right up to 
the mark. 

Diamond rings that are an investment 
as well as a desirable purchase. 


Numerous well chosen inexpen- 
sive gifts for the ushers and 
bridesmaids. 











No. 2 


jewelers sell more of this product. 


The wise 
jeweler will link up with the campaign that 
is now on by taking advantage of all the 


helps that are offered to him. Write to 
your manufatcurer without delay if you have 
not already done so. He will be glad to 
co-operate with you if you -tell-him what 
you want. Do the same with: your manu- 
facturer of other lines. It is fo his advan- 
tage, as well as yours, and remember, too, 
that it is to yours as well as his that you 
both co-operate. Send out a timely letter at 
this time. This direct advertising will help 
your newspaper advertising. No retailer 
should expect his newspaper advertising to 
accomplish miracles. Many retailers use 
meaningless copy and then decry advertising. 
Your advertising space is sold to you for 
your own discreet tse and if you say nothing 
effective in it you cannot blame the space. 


VERY jeweler should know something 

about the etiquette of wedding gifts, 

Here’s what a jeweler tells his patrons in 
a neat booklet: 

“Gifts should be sent as promptly as pos- 
sible after the invitations are issued. It is 
not in line with the proprieties to postpone 
this until the last few days before- the 
wedding. The donor’s card should accom- 
pany the gift. Some excellent authorities 
say that a word or two of loving or 
courteous greeting may be inscribed upon 
the card, but the best usage demands the 
formal card only. If there are expressions 
of a personal nature they should be made 
in a note or a letter accompanying the card. 

“All gifts are sent to the bride, even when 
given by the bridegroom’s friends who are 
unacquainted with her but wish to compli- 
ment her fiance. 

“The time-honored custom of marking 
silver with the initials of the bride’s maiden 
name is still observed. It is not unusual, 
however, for an opportunity to be given her 
to decide whether it should be marked with 
her initials or with the initials that are to 
be hers during her married life.” 

An excellent plan for every jeweler that 
sells wedding gifts is to see that every gift 
buyer receives a copy of a card entitled 
“Wedding Anniversaries.” Such cards men- 
tion the appropriate gifts for the various 
anniversaries, the articles for many of which 
are carried by the jeweler. To those who 
are not familiar with the list the following 
is printed: 

First year—Paper. 

Second year—Cotton. 

Third year—Leather. 

Fourth year—Silk. 

Fifth year—Wooden. 

Sixth year—Iron. ™ 

Seventh year—Woolen. s. 

Eighth year—Bronze. 

Ninth year—Pottery. 

Tenth year—Tin. 

Twelfth year—Linen. ‘ 

Fifteenth year—Crystal. 














































































THE JEWELERS’ CIRCULAR 











Setal 











rr 










Hu 














IF IT’S STAMPED WESTRAY IT’S MADE RIGHT 


PRODUCTS 
‘Cincinnati, Onic. 


































WHOLESALE RETAIL 
JEWELERS’ JEWELERS’ 
Trunks, Tele- Showcase and 
scopes, Trays Window Dis. 
and Cases play Trays, 
Combination Poker Sets and 
Game Chests Racks 





No. 702 


“They sell the goods’’ 


Displays that reflect the full value of the merchandise they contain. Our 
individual trays take less stock and make a much better display. Learn 
about our wonderful complete line. Write for catalog and new price list. 
Have many new ideas. 


WESTERN TRAY & CASE COMPANY 


Established 1864 
427-429 Plum Street CINCINNATI, OHIO 


No. 701 





So ee 





















































Seamless 


AND 
aie ne SILVERWARE 
Repaired — Replated 
Blanks And Completely Restored Like New 
By experts whose skill and experience aided by 


equipment assures _ satisfaction. 


SWARTZ & CISKE 


“Plating That Lasts’’ 
10 S. Wabash Ave. 


the newest 











Chicago 














Fourteen Karal Gold 


ONYX 
Jewelry 


Samuel Lawson 


71-73 Nassau Street 
New Yo 











iu 
2s at) 


IN ANY WIDTH OR SHAPE 








Repairing and Special Orders 


SIMSON BROS. 
FINDINGS 


Office and Factory 
125 Canal St., New York 





—— 


SEND US YOUR SPECIAL ORDERS FOR ¢ 


<P EMS-B qe 
iene eaa BADGE § 


~=- SCHOOL COLLEGE-CLASS & FRATERNITY PINS 
INTERBORO MEDAL& BADGE CO. _ 123 FIFTH AVE. NEWYORK 


To Manufacturers 
Only. 
























] 








~ 








May 27, 1925 


Storekeeping Department. 


=— 








Twentieth year—China. 

Twenty-fiith year—Silver, 

Thirtieth year—Pearl. 

Thirty-lifth year—Coral. 

Fortieth year—Ruby. 

Forty-fifth year—Sapphire. 

Fiftieth year—Golden. 

Kifty-fifth year—Emerald. 

Sixtieth year—Diamond (Yellow). 

Sixty-filth year— Platinum, 

Seventy-fifth year—Diamond. 

On the reverse side of the card might be 

printed the birth month stones, 
Many people will want an anniversary gift. 
4 suggestion is a 400-day anniversary clock 
which is wound only on the day the re- 
cipients wish to commemorate. 

Suggestions for the Graduation Season 

UNE also offers an opportunity to appeal 
_poieet to parents and others in- 
terested in the graduates. A graduation 
gift is always remembered and appreciated. 
jewelers who offer fitting suggestions make 
sales. 

A well written circular letter might be 
nt out to parents for this purpose. Here 
is an idea : 

Dear Mr. (or Mrs.) —————: 

You will want to make some little 
gift to your son or daughter when he 
(or she) graduates this year. A gradua- 
tion gift, as you know, is one that is 
treasured for many years with fond re- 
membrance, Therefore it should be 
selected with a certain amount of care 
The gift need not necessarily be ex- 
pensive to be appreciated. We have re- 
cently made purchases in an_ especial 
endeavor to assist parents and others 


who contemplate giving some little 
token of esteem and affection to the 
young vraduate It will be a vreat 


pleasure, we assure you, to offer you 





Graduation Gifts 


With quality, superior design, vanety 
and utmost value assured, selection is 
umphhed 

The most unusual and comprehensive col- 
lection of fine china and earthenware which 
has come to thie store ie now on display 
Vesitore cordially invited 


J. ECALDWELL & CO. 


Jewelry, Silver, Watches, Stationery 
Cuagstnut Staget Becow Broan 


a _ LEE 





HIS CONCERN’S GIFT DEPARTMENT IS NOTE- 
WORTHY LN ITS CHOICE SELECTIONS 


some suggestions which we are sure 
you will find appropriate, if you will 
drop into our store at your convenience. 
Should you prefer, we shall send one of 
our representatives to see you at any 
time you may appoint. Assuring you 
of our desire to please, we are 
Sincerely yours, 
Gifts suitable for graduation are many. 


Among them might be enumerated the fol- 
owing : 


For girls—Wrist watches, rings, 
pearl beads, fancy beads, bracelets, 
Silver and gold pencils, fountain pens, 
desk sets, hat ornaments. 

For boys the following might be 


CIRCULAR 
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kept in mind—Fountain pens, watches, 
watch chains, rings, scarf pins, sleeve 
links, shirt studs and links for evening 


dress, silver and gold pencils, card 
case, 

Too many jewelers, either through 
thoughtlessness or indifference, neglect to 


solicit the class pin business in the schools. 
This business is worth going after for the 
prestige it will bring you. Class pin busi- 
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DAINTY FOLDER, ADVERTISING WEDDING SILVER 
PITCITER AND LETTERING ARE PRINTED IN SILVER, 
EMBOSSED WITH LICHT BLUE DECORATIVE DESIGN 


ness often is the occasion for sending many 
a boy or girl to the jewelers later on for 
many other pieces of merchandise. The 
class pin given to the boy often makes him 
remember where it came from and he will 
frequently become a life long patron of the 
jeweler who supplied it. 


Co-operating with the Advertising 


HIE jewelry store salesman has an oppor- 
tunity to increase his value to the store 
hv doing what he can to co-operate with the 
store advertising. He ought, of course, to 
know about all the advertising that is being 
done for the store. He cught to see and 
read all the advertisements in the news- 
papers, all the form letters and circulars and 
ther printed matter mailed out. 
it ought not to be possible for a customer 
to enter your store and refer to an adver- 
tisement of the store and find the salesper- 
son uninformed about that advertisement. 
When the manager of the stote does not 
inform the salespeople about the advertising, 
the manager is at fault, but the salesman 
need not wait to be informed. He can in- 
form himself by looking up the advertising. 
When the salesman knows about the ad- 
vertising and studies it until he understands 
just what it is all about, he is in a position 
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to refer to it in his selling talks, rem 
customers of any line that is being featur 

But the salesman can also co-operate im) 
another way. He can co-operate in helping; 
the manager to prepare suitable advertise-i 
ments. The salesman is the point of con+ 
tact between the store management and the 
buying public. He, more than any other in 
the store, is in a position to learn what 
people think about the advertising, how they 
are influenced by certain advertisements. 
He knows how many of his customers make 
reference to such advertising as has come 
under their observation. He can tell the 
manager what effect he thinks certain adver- 
tising has had upon certain customers. 

The salesman knows what things about 
the merchandise interest the public. He 
knows what questions they ask first about 
certain things. He sees what qualities 
please them and interest them, what features 
are popular. 

It sometimes happens that the writer of 
the advertising for the store is not in touch 
with the public as the salesman is. He may 
not be the sort to welcome suggestions from 
the salespeople but that would be a short- 
sighted attitude for him to take. Any ideas 
about the advertising of the store, when 
advanced by the selling force, ought to be 
welcomed by the man who is responsible 
for the advertising. 

The best advertising is generally that 
which is prepared with the ultimate buyer’s 
point of view in mind, prepared with a 
thought of the buyer rather than of the 
seller. The readers of the advertising read 
with their own advantage in mind, and their 
own interests uppermost. They are not 
concerned with the advantages of the store, 
or with the store getting more business. 
The salesman is in a position to give to the 
advertisement writer the customer’s point of 
view. 








A Change of Scene Alters a Man’s 
Perspective 
(Continued from page 143) 





of a little responsibility for a week or two 
during the Summer months, you are indeed 
to be pitied, 

In glancing over the July 23 issue of the 
CIRCULAR, several days ago, I noticed under 
Detroit news a trade note to the effect that 
W. G. Avery, manager of W. G. Broer & 
(Company, had returned from a two weeks’ 
vacation. In this connection he is quoted as 
saying that his assistants who were in charge 
while he was away, set such a sales pace 
that he will be compelled to hustle every 
minute for many weeks to keep up the 
record. 

Mr. Avery’s experience might be dupli- 
cated in many jewelry stores today, if the 
proprietors or managers were to clear out 
for a week or two and give the help a 
chance to exercise their initiative, and to 
demonstrate the fact that it is actually pos- 
sible for them to carry on for the time being, 
without advice from their superiors. 

The jewelry business is never too brisk 
during the month of August, and it seems 
almost unbelievable that a jeweler cannot 
find at least one individual in his organiza- 
tiom that can be trusted to take charge of the 
store while he is away. 
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HEN your secretary asked me to speak 

to you about metallurgy as applied to 
watches, I told him that I knew nothing 
about watches, but he said I had to talk just 
the same. In order to deal now and then 
with something that I do know about, I 
shall refer briefly to some of the various 
metallurgical problems we are studying at 
the Bureau of Standards which might have 
sme more or less remote application to 
watches. 

Because we are not conversant with your 
problems this work is not being oriented 
with any particular reference to watches. 
While the Bureau is not now able to take 
on any brand new metallurgical problems, it 
would be glad to get an understanding of 
your metallurgical problems. Possibly our 
contact with general metallurgical progress 
might allow us to make suggestions on some 
of these problems, and others can be listed 
for consideration at such time as our funds 
and personnel may allow us to enter upon 
new projects. 

! hope, therefore, that through the discus- 
sion to follow, this paper through or visits 
to or letters to the Bureau, we may gain a 
better understanding of your metallurgical 
problems, if you have any. It would be 
reasonable to expect that you do have some, 
for outside the crystal, the jewels, the 
tramel on the dial, and a drop of oil, a 
watch is all metallic. 

It is reasonable also to expect that you 
cannot put very much reliance on having 
your special problems solved by the metal- 
lurgists of the firms who supply your raw 
metallic materials. The tonnage of metals 
sed in timepieces is relatively small. Com- 
Mtition for your business is therefore not as 
acute as in the industries using huge ton- 
tages, and you have fewer sources of supply. 

or the greatest useful application of 
metallurgical science to your industry, the 
pplication must be made by horologists who 
ow considerable about metallurgy or by 
metallurgists who know your problems in 
™ greater detail than most metallurgists do 

to y. 

When the combination of horologist and 


a 


p, Piblished by permission of the Director of the 
Weau of Standards. 


metallurgist has existed, it has brought re- 
sults in the past. One of the important 
basic facts of metallurgy, the law of the 
proportionality of stress and strain within 
the elastic limit, was discovered by Hook, a 
horologist, working with watch springs. 

In more modern times, the great combina- 
tion of horologist and metallurgist is Guil- 
laume. To the exhaustive and _ scientific 
study of the alloys of iron and nickel made 
by Guillaume and other metallurgists, the 
horological world owes its modern methods 
of compensation. The alloy invar which 
contains 36% per cent. nickel and has prac- 
tically zero coefficient of expansion meets 
some compensation problems. Increasing 
the nickel by 6% per cent. gives another 
alloy of just the proper coefficient of expan- 
sion when combined with brass in a bi- 
metallic balance wheel to avoid the “middle 
error” and give compensation over a wide 
range of temperatures. 

Since the necessity for compensation 
comes from the variation in the modulus of 
elasticity with temperature, it can be voided 
by the use of a material whose modulus re- 
mains constant with changes of temperature. 
Guillaume figured out by purely scientific 
reasoning, on the basis of exact measure- 
ments in the laboratory and of known metal- 
lurgical facts that he could modify invar 
so 1t would have an invariable modulus, and 
by the addition of 12 per cent. chromium, 
did produce Elinvar. The construction 
made possible by this alloy avoids, I under- 
stand, the variable air friction at different 
barometric pressures encountered in the 
usual balance wheel. That such a factor as 
that is a variable worth considering is a bit 
astounding to a metallurgist and gives him 
considerable respect for the fine-haired de- 
gree of precision you have to maintain in 
your highest grade product. 


Another important point is the relative 
freedom from corrosion which Invar, Elin- 
var and the other alloys of that type possess. 
This is so important in a hairspring that 
some chronometers are made with palladium 
hair springs, this noble metal having, of 
course, supreme resistance to corrosion and 
pretty fair elastic properties. 

The mechanicism of corrosion methods for 


accelerating it (so as to be able to study it 
in the laboratory and have the results com- 
parable to those in service), and the means 
for its prevention form one of the major 
problems interesting metallurgists today. It 
is the most important metallurgical problem 
we are studying at the Bureau of Standards. 
Several of our other problems also appear 
to be of possible interest in connection with 
watches, though as | said before, we know 
so little of your problems that it is hard 
to tell whether our work is or is not of any 
interest to you. 

One problem, that of the study of the 
properties of alloys at high temperatures is 
of great importance to the power plant de- 
signer who wants to operate his steam plant 
at higher and higher temperatures and pres- 
sures. He would like to use red hot steam 
if he could. But unless watches are worn 
in the hereafter we will not have to supply 
metals for use in them at very high tem- 
peratures. 

Another major metallurgical problem is 
that of resistance to wear. This problem ° 
comes in in car wheels and rails, road 
scrapers and in all bearing or other moving 
parts. 

Considering the long life of a good watch 
even with the lack of cleaning and oiling 
that most watches must stand, wear cannot 
be considered really serious and I suppose 
most watches die of accident rather than old 
age, yet I believe that some parts do wear 
out. 

The development of accelerated tests that 
will represent results in service is even more 
difficult in the case of wear than in that of 
corrosion, we find in our study of this 
problem at the Bureau. 

Springs bring in many metallurgical prob- 
lems. They are repeatedly stressed and 
hence liable to failure by fatigue. The 
problem of fatigue has recently been studied 
in a very intensive fashion by the University 
of Illinois by the Naval Experiment Station, 
by the Army at McCook Field, by the 
Bureau of Mines and the Bureau of Stand- 
ards. In some recent work on spring steels 
we have found indications that decided im- 
provement in fatigue resistance can be 
gained by increasing the time of tempering, 
probably through the release of internal 
stresses set up by quenching. Some of the 
modern spring steels will allow long temper- 
ing times without loss of hardness. 

The cleanliness of the steel also has a 
decided effect on its fatigue properties. 
Dirty steel, full of non-metallic inclusions 
makes an unreliable spring. 

Fatigue testing is very time consuming. 
Tests have been made in which over a bil- 
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jion cycles of stress have been applied to one 
specimen. The need for accelerated methods 
of testing exists in this field as in the others 
previously mentioned, so the Bureau of 
Standards is designing a high speed fatigue 
ester. If this works out well it will give 
, means of telling still more about the be- 
havior of springs. 

Heat treatment of springs is a metallugi- 
cl problem of interest to all users of 
grings, whether they be used in railway 
cars or in watches. Various phases of 
heat-treatment are being studied by metal- 
urgists. In the last few years a national 
society has been founded for the study of 
this subject, and it has become one of the 
strongest and most useful of the technical 
societies. The field is too broad for any 
one group to cover. As Standards, we are 
especially studying quenching and quenching 
media at present. 

The problems so far mentioned have to do 
with the fitness of the metals for their pur- 
pose; they have to do with quality. No less 
important in connection with quantity pro- 
duction is the question of mechineability. 
No other industry has problems of machine- 
ability quite comparable with yours. You 
have to produce some 300 threads to the 
inch on screws themselves scarcely visible 
without a magnifying glass. 

Metallurgists and engineers are studying 
the questions of machineability and of cut- 
ting tools. As Standards we are especially 
studying the other extreme, the rough turn- 
ing of heavy forgings, such as a 16 inch gun. 
There is a big difference in steels as to ma- 
chineability and an even greater difference 
in tool steels as to cutting ability. There 
are some alloys especially aluminum alloys 
which are especially suitable for fine machin- 
ing. Possibly some of these might cut pro- 
duction costs enough to justify their use in 
some watch parts. The development of tool 
steels for your special purpose may have 
far.—I am not familiar with 
But unless the question has re- 
ceived more attention than is likely it is 
probably a field worth tilling. : 
\t least in the cheaper watches there are 


been carried 


t} 


e facts. 


many stampings used. Besides the suitt- 
ability of the material stamped for that 
operation, the proper choice of steel for 


punches and dies and their hardening with- 
out cracking or deformation is another 
mportant field for the metallurgist. Work 
on some phases of this and analagous prob- 
lems is in progress at Standards. 

The metallurgist’s field is not confined to 
pure research such as produced Invar, nor 
to the study of the other types of problems 
| have cited. It is within his province to 
Ix specifications so defining the material 
desired that it can be obtained from various 
sources and to inspect and test the material 
submitted for suitability and uniformity and 
0 test finished parts. Testing of such small 
parts is no simple task. Yet the metal- 
lurgist has means at his command especially 
Suited for such work. Instead of testing 
lardness by the usual methods, a “scratch 
hardness” method with measurement by the 
microscope can be used. The pieces could 
* examined for flaws by X-rays very 
readily, P , 
Metallurgy is not confined to the works 
la watch, but deals with the case as well. 
Problems of rolling and stamping, of plat- 
mg and so oti, and of choice of materials 
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come in there also. The manufacturers of 
watch cases are probably utilizing metal- 
lurgical knowledge to a greater extent than 
the makers of works. 

Recent years have seen the addition of 
new tools to the metallurgist’s kit. In the 
past he has determined the ordinary me- 
chanical properties of metals, various physi- 
cal properties such as thermal expansion, 
various electrical properties and has studied 
the structure as shown by the microscope. 
Nowaday his technique has advanced so that 
where he used to be satisfied with a magni- 
fication of 1,000 diameters, he is now often 
working at 5,000 and upwards. 

Perhaps the greatest stride has been in the 
development of the X-ray spectrograph 
which tells a good deal about the arrange- 
ment of the atoms within the crystals and 
gives an insight into the constitution of 
metals we never had before. 

One hardly thinks of dentistry as involv- 
ing much metallurgy. Yet the manufac- 
turers who have been studying dental alloys 
through a Research Associationship at the 
Bureau have found out many useful and 
valuable facts which will ultimately make 
for better dentistry. 

Since the proper choice of materials 
affects all of you irrespective of the par- 
ticular type or design of watch you are 
producing, it would appear that your metal- 
lurgical problems very properly call for 
joint study and hence form a fit subject for 
consideration by your Institute. 

[ hope I have convinced you that there 
should be co-operation and contact between 
the horologist and the metallurgist. I am 
not acquainted with any metallurgists in the 
horological industry, nor are my colleagues 
in the metallurgical division of the Bureau. 
Either you are not stressing, if not negiect- 
ing, the possibilities of the application of 


scientific metallurgy to your industry or 
your metallurgists keep pretty much to 
themselves. It is in the hope that your 


Institute may prove the means of helping 
your industry to utilize to the fullest extent 
the possibilities of modern metallurgy that 
[ have ventured to bring these generaiities 
before you. 

If in Irance, the combination of the 
horologist and the metallurgist produced 
Invar and Elinvar, with their far-reaching 
influence on the horological industry, is it 
too much to assume that a similar combina- 
tion in America may lead to further and 
important improvements ? 

Drunk—“T shay, old man, lesh go out and 
have a party.” 

Temperate One 
case of dyspepsia.” 


“I’m sorry, but I have a 


Drunk—*‘S’all right. Bring it along, I'll 
drink anything.”—Punch Bowl. 
Mother—“Dorothy, you have disobeyed 


mother by racing around and making all 
that noise. Now you sha’n’t have that piece 
of candy.” 

lather (entering a few minutes later )— 
“Why so quiet, little one?” 

Dorothy—“‘I've been fined for speedin’.”— 
Boston Transcript. 


Dealer—‘Shad are good today, Madame.” 

Mrs. Weller—“Have they, ah, roes?” 

Dealer—“Well, Madame, everything has 
gone up nowadays.”—Harvard Lampoon. 
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Instructive Models in Use at the 
Geneva Horological School 


HE illustration below represents enlarged 
scale, working models, in wood, of the 
escapements most extensively used in watches 
and chronometers and of dial work, made 
by M. J. A. Foltz, for the purpose of af-. 
fording the pupils in the class on horological 
mechanics, at the Geneva Horological School, 

















: , 
MODELS USED BY GENEVA HOROLOGICAL SCHOOL 


of which he was instructor, practical knowl- 
edge of their construction and operation. He 
also made, on a large scale, a model in wood 
of a quarter hour repetition works for the 
same purpose. These models are now on 
exhibition in the museum of the school 





The Watch Once Carried by Emperor 
Maximilian of Mexico 


THIS watch, once the property of the 

Archduke Ferdinand Maximilian of Aus- 
tria, Emperor of Mexico, is now in New 
York, the property of Robt. McCarthy. It 
was presented by the Emperor to J. Maria 


a 





Photo Copyright by Underwood & Underwood, N. Y. 
MAXIMILIAN’S WATCH 


Rineon Gallardo, Marquis of Guadalupe. 
The case is of soft gold and the dial of pure 
platinum, upon which the hours and the 
Imperial eagle are imposed in gold. 








An inside show window, 20 ft. long and 
4 ft. deep has been installed to the right of 
the entrance of the Landau jewelry store, 
Hazelton, Pa. 
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(Patents Granted by the United States and 
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issue of May 19, 1925 


1,538,119. BROOCH.  Crirrorp G. KincG, Provi- 
dence, Kk. I. Filed June 26, 1924. Serial 
722,577. 15 Claims. 

A blank for use in the manufacture of pins 

comprising a member having a portion thereof 

adapted to he shaped so as to form pin tongue pivot- 
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ing means, a portion thereof adapted to be shaped 

s as to form pin tongue point retaining means, 

and a portion thereof adapted to be shaped to form 

bridge means adapted to co-operate with the pin 
tongue to firmly retain the pin to the fabric, when 
the pin is assembled. 

15,363. VANITY CASE. Louis Tamis, New 
York, assignor to Schanfein & Tamis, New 
York. Filed Oct. 27, 1924. Serial 746,001. 
1 Claim. 

A vanity case comprising a receptacle having an 
opening at one end, a comb adapted to pass through 
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the opening, and inwardly bowed springs located 
interiorly of the receptacle and disposed one at 
each end of the opening and adapted to receive the 
comb between them, the end portions of the springs 
ving confined at the corner of the receptacle. 
1538452, RING CONSTRUCTION. Jonn A. 
SweITzeR, Providence, R. I., assignor to 
Powers & Mayer Mfg. Corp., New York. 
Filed July 7, 1922. Serial 573,315. 6 Claims. 
A ring construction comprising a shank having 
a recess therein, a head member mounted in said 





recess, said head member having a plurality of 
enings there-threugh, a cap member mounted on 
ond head member and having a plurality of pro- 
‘ections passing through the openings in the head 
ged and extending to a point adjacent the 
aety member, whereby said projections can be 
— to the body member thereby securing the 
ead member in position. 
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1,538,819. CLASP FOR WATCH BRACELETS. 
James Rosert Kay, South Lawrence, Mass. 
Filed Sept. 23, 1924. Serial 739,376. 3 
Claims. 

A clasp for use on a watch bracelet to connect 
the same with the loops of a wrist watch, said 
clasp including side arms pivotaily connected at 
one end, and a spring acting on said arms tending 
to spread the same, said arms having the material 





thereof at their free ends returned at the under 
side to form hooks disposed with their side edges 
toward each other and with the bills of the hooks 
parallel with each other, the terminals of the hooks 
being disposed in the direction of the pivot ends 
of said arms, said spring permitting the movement 
of the arms teward each other to vary the distance 
between said hooks. 

1,538,846. RIBBON-BRACELET CLASP. Cuar.es 
R. Tost, Centerdale, R. I., assignor to The 
Hadley Co., Previdence, R. I. Filed Oct. 9, 
1924. Serial 742,519. 2 Claims. 

In a clasp, a female member having an opening, 

a male member having a slot, and a head haviny 





sides and a depending part interposed between 
and spaced from the sides, the sides having 
shoulders and legs which latter extend through 
the slot in abutting relation and are clinched to 
the male member so as to hold the shoulders en- 
gaged therewith. 


DESIGNS 


67,343. RING. Scromon Hyman, Boston, Mass. 





Filed March 21, 1925. Serial 12,804. Term 
cf patent 14 years. 
67,381. GEM. Joserpu J. Wuite, Cranston, R. I., 








assignor to J. J. White Mfg. Co., Providence, 








R. J. Filed March 11, 1925. Serial 12,681. 
Term cf patent 14 years. 

67,382. GEM. Josepm J. Wut, Cranston, R. I, 
assignor to Jj. J. White Mfg. Co., Providence, 




















R, I. Filed March 16, 1925. Serial 12,734, 
Term of patent 14 years. 

67,383. CLOCK CASE. Ricuarp Henry WHITE- 
mEAD, New Haven, Cenn., assignor to New 
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Haven Clock Co., New Haven, Conn. Filed 
Sept. 26, 1923. Serial 7,328. Term of patent 
14 years. 

67,384. CLOCK CASE. Ricuarp Henry Wuite- 
HEAD, New Haven, Conn., assignor to New 











Haven Clock Co.. New Haven, Conn. Filed 
Sept. 26, 1923. Serial 7,329. Term of 
patent 14 vears. 
67,385. CLOCK CASE. Ricuasp Henry Wuite- 
Heap, New Haven, Conn., assignor of New 
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Haven Clock Co., New Haven, Conn. Filed 
Sept. 26, 1923. Serial 7,330. Term of patent 
14 years. 


67,387. WATCHCASE. RicnHarp H. Wuitt- 





HEAD, New Haven, Conn., assignor to New 





154 


Filed 
patent 


Clock Co., New Maver, Conn. 
1924. Senal 9,209. Term of 


Haven 
April 9, 


14 year 


67,388. WATCHCASE. 
New Haven, Cenn., assis 


Ricuarp HW. WiiteHean, 
nor to New Haven 





Filed April 
patent 14 


Clock Co., New Haven, Coun. 
9, 1924. Serial 9,210. 


years. 


Term of 


UNITED STATES TRADE-MARKS 


[The following trade-marks have been adjudged 
entitled to registration under the Act of Feb. 20, 
1905, and are published in compliance with Section 
6 of said Act.] 

Trade-Marks Published May 12, 1925 
(Continued) 

Ser. 210,624. (CLASS 27. HOROLOGICAL IN- 
STRUMENTS. A. Scuintp, A. G. (S. A; 
Ltp.), Soleure, Switzerland. Filed 
March 6, 


(ranges, 
1925. 


Particular description of goods.—Watches and 
parts of Watches. 
Claims use since 
Ser. 210,997 (CV, 
STRUMENTS.) 
pany, New York. 


PRECISIA 


Clocks 


Feb. 17, 1916. 
ASS 27. HOROLOGICAL IN- 
Tur Ansonta Crock Cem- 


Filed March 14, 1925. 


cr.plion ef oods. 


March, 1922. 
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and G. I*. Geiger 
shown in four different 


Lemon & Son 
furnished silverware 
new homes, completely furnished, and on ex 
hibit the week of May 11, during the Better 
Homes [éxhibits held in Li 

William M. Irion is planning a trip cast 
shortly, and also expects to pay a visit to 
Washington, attending the Spring meeting 
of the United States Chamber of Commerce 
representative of Louisv‘lle 


misville. 


as a business 
men. 

H. M. Whittington, jeweler of Richmond, 
Ky., recently took his nine-year-old daughter, 
Miss Gertrude Louise Whittington, home, 
following an operation for removal of an eye 
at Louisville, made necessary by flying glass 
in a recent automobile accident on a wet 
street. 

It is reported that Mrs. 
McPherson, wife of the 


Katzman 
the 


Ruby 
secretary of 
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George Katzman Co., and daughter of the 
president, is recovering nicely from a broken 
leg, suffered in an automobile accident some 
weeks ago in Shelby County, in which an 
automobile driven by her husband turned 
over and rolled down an embankment when 
the steering gear broke. 

At Covington, Ky., the police department 
has under arrest Clarence Neaves, 20 years 
of age; R. M. Woollery, 22, and Clifford 
Blacker, 18, all of Covington, Neaves being 
charged with having stolen goods in his pos 
and the other two with grand lar 
connection with a robbery on the 
night of March 23, of the E. B. Held 
jewelry store at Falmouth, Ky. 

The feature of the week in Louisville 
the Kentucky Derby on May 16, which at 
tracted an attendance of around 100,000 per 
and jammed the town over the week 
end. Lemon & Son, local jewelers, fur 
nished a beautiful $5,000 solid gold cup, 
which with cash amounting to over $50,000, 
went to Gifford A. Cochran, eastern turfman, 
who won the race with “Flying Ebony,’ 
which had been handicapped to finish 10th 
or worse, and which was known as a field 
horse. The horse finished first largely 
through the efforts of Jockey Earl Sande, 
a superior eastern rider. The cup showed 
unusually fine workmanship, the cover con- 
taining the figure of a race horse and jockey, 
while on the side was a reproduction of a 
horseshoe, modeled from a shoe formerly 
worn by “Man of War,” the retired king of 
all racers, and holder of many world’s 
records. 

On May 14, trial started at New Albany, 
Ind., of Clifton and Wallace Davis, brothers, 
charged with smashing a window and robbing 
the jewelry store of A. J. Irion, New Al- 
bany, Ind., on the night of Dee. 15. The fol! 
lowing day, however, the case had to be post 
poned on account of the illness of a woman 
juror, who was taken down with influenza. 
Testimony introduced also implicated a brother, 
Fred Davis, who is alleged to have rented an 
automobile under an assumed name, this 
automobile having been used in the raid on 
the store. A girl also testified that on the 
might of the ' Fred Davis took her to 
a picture show in 3 a car of the make 
and with a broken window, which was in 
keeping with the report of Mr.. who 
threw a baseball bat through the 
the departing car after the robbery. The 
witness also stated that she knew the 
Davis men well, and that they had discussed 
the robbery with her, but admitted that they 
might have been joking. The been 
postponed several times, and from 
time to time, due to absence of witnesses, 
etc., although the State appears to have 
very good which was worked up 
through detectives employed by the 
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valued at than 


recently by 


Jewelry $1,009 was 
stolen smashed a 
plate glass window in the store of the J. P. 
Ryan Co., Flint, Mich. Diamond _ rings, 
watches and other articles were taken. De 
tective-Sergeant James Wilson, who is  in- 
vestigating the stated that he believed 
that a hammer or sledge was used to smash 
the hole in the window. The break was dis- 
covered by Officer Benjamin Baker while he 
his way to headquarters to report 


more 


someone who 


case 


was on 
for duty. 





H kK. Hostetter, Roanoke, Va., jeweler 


visited Lancaster last week on business, 
George Rk. Weber, of Louis Weber & Son, 
and wife have returned from Atlantic City, 
30wman’s Sons, 
Sowes, 


Harry Hart, of Ezra F. 
and wife have been entertaining R. L, 
Harrisburg. 

Frank C. Beckwith, of the 
Watch Co., is taking a leading 
drive to raise $250,000 
Ye. Xo 

These jewelers were recent visitors in 
lancaster: B, B. Billmeyer, Marietta, Pa.; 
J. H. Sensenig, New Holland, Pa.; J. How- 
ard Buck, Middletown, Pa. 

W. I*. Hayes, Omaha, Nebr., general sy- 
pervisor of time service for the Union Pa- 
cific Railroad System, visited Lancaster on 
official business last week. 

Abraham Hackett, Grafton, W. Va., has 
cnrolled as a student at the Bowman Tech- 
nical School. Guy G, Wogan, Carlisle, Pa, 
student, visited the school recently. 

The J. Appel Co. furnished medals and 
cups for the Atlantic City High School ath- 
letic meet of May 23 and for the tennis 
tournament at Mercersburg Academy on 
May 30. 

Traveling salesmen may be interested in 
learning that from June 1 until Labor Day, 
Sept. 7, Lancaster’s stores will open at 8 
\. M, and close at 5 p. M., and from July 4 
until Labor Day Thursday afternoons will be 
half holidays, starting at Memorial 
Day will be a holiday here. 

Richard Harry Smith and Charles Brown 
Clinnard, of the Zook jewelry store, are 
playing ball this season on the Spartan team 
of the Civic League. Miss Mary Belle Bus- 
bong has returned from a trip to Philadelphia. 
llarry E. Wolpert, head salesman, paraded 
at Harrisburg with the local Knights Tem- 
plar Commandery in the big parade held 
there during the State conclave of the 
Knights Templar. 

The show window. of 
jewelry store, 46 N. Prince St., 
about 4:30 o'clock Friday, May 15, and goods 
worth about $100 were stolen. The crash 
of glass aroused two women residing on the 
opposite side of dhe street, and when they 
looked from their window it is believed by 
the police that the thieves saw them, be- 
came alarmed and decamped. About two 
window of this place 
was taken. Only a 
jewelry store of 


Hamilton 
part in the 
for the local 


noon. 


John C. Bair’s 
was broken 


years ago the show 
was broken but nothing 
few doors distant was the 
If. N. Fegley, the show window of which 
was robbed valued at $600. The 
thieves were arrested and sent to prison. 

The annual meeting of stockholders of the 
was held on W ednesday 
at which the following directors 
Willis Musser. Philadel- 
phia; H. H. Shomo, Reading; M. L. Weid- 
man, Ephrata; T. Wilson Dubbs, Milo B. 
Herr, Howard Eshleman, Alfred W. Moyet, 
Lancaster. The board organized by te 
electing Alfred W. Moyer, president; H. H. 
Shomo, vice-president ; Milo B. Herr, secre 
tary and treasurer, and M. L. Weidman, 
chairman of the board. This company was 
organized in 1892. 
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VNon-Retailing Co. 
afternoon, 
vere re-elected: 











